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was specially designed to perform where 
pressures are greatest, heat is highest, 


lubrication is poorest. 





TYPE "98" CHROME OIL RING 


was specially designed to provide positive 
oil control for today's high-compression 
engines. Self-expanding spacer assures 
uniform pressure against cylinder wall, 
plus a side-sealing action on the ring 


groove. 





PC 2-IN-1 CHROME RINGS ASSURE 


Don’t Miss Your 


for pistons, cylinders and rings! tage, mel 


When you install Perfect Circle 2-in-1 
Chrome piston rings you’re sure of 
double life for cylinders, pistons and 
rings because BOTH the top compres- 
sion ring and the oil ring are plated with 
thick, solid wear-resisting chrome. 


To be sure of satisfied customers, install 


pre-seated Perfect Circle 2-in-1 Chrome Sponsored by your PC Jobber, 
sets—designed for longer life with sus- the Doctor of Motors Clinic is 
tained power and lasting oil economy! packed with facts of great benefit 
Perfect Circle Corporation, Hagerstown, gy eet oe — 
Indiana; The Perfect Circle Co., Ltd., enjoyment, you'll see the exciting 
888 Don Mills Road, Don Mills, Ontario, movie of the latest Indianapolis 
Canada. 500-Mile Race. 


PERFECT CIRCLE 


2-IN-1 CHROME PISTON RINGS Preferred by more people than any other brand 





Tuts FRAM PATENTED DESIGN absolutely 
prevents by-passing of dirty air: elimi- 
nates all the defects found in other types 
of sealing such as—metal to metal, metal 
to cork or compound gaskets and metal 
beads pressed against a flat plastisol face. 
All of these leak dust and dirt unless the 
cartridge is replaced after servicing, in 
exactly the same position. 

To achieve absolute protection against 
by-passing, the top and bottom facings 
of the cartridge must form a perfect seal 
with the air cleaner housing even after 
removal for cleaning and replacement 
afterwards. To accomplish this, FRAM 
engineers designed the exclusive FRAM 
patented built-in gasket as an integral 
part of the end seal. Once locked in place 
under slight pressure, this built-in gasket 


provides an absolute bond with the 
housing case. No matter how often the 
cartridge is serviced, the unit is always 
perfectly sealed. It can never leak dirty air! 

Only Fram dealers can offer their cus- 
tomers this exclusive FRAM feature that 
means thousands of carefree motoring 
miles with no danger of engine-killing 
dust and dirt! Add these other exclusive 
FRAM advantages: 99.+% efficiency, and 
easy cartridge replacement and you'll 
know why Fram Filtronic Carburetor 
Air Filter Cartridge is the finest on the 
market. And, just as FRAM created your 
oil filter market, Fram is going all out to 
make this new air filter market your 
number one profit source. 


FRAM Corp., Providence 16, R.1., Fram Canada Ltd., Stratford, Ont. 


FRAM patented built-in gasket 
forms a perfect air-tight seal 





All air must pass through the fil- 
tering material 
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A new sealant to resist 


new detergent lubricants 
SUPER “300” FORM-A-GASKET 


Brand-new member of a famous family, new Super 
**300” is a special Form-A-Gasket formulation devel- 
oped to stand up under the new synthetic and detergent 
lubricants now being used in many high-compression 
engines, transmissions. It’s leakproof, pressure-tight, 
quick and easy to apply. 


Plus these famous 3— 


For permanent assemblies that must 
withstand unusual heat, pressure or vi- 
bration—Form-A-Gasket No. 1. 


Py 


fRMATD 


For general assembly work where 
adjustment and reassembly are 
likely—Form-A-Gasket No. 2. 

ORM-AGASKE’ 


Brushable liquid for studs, threaded 
connections, and coating all types of 


Pare | solid gaskets—Form-A-Gasket No. 3. 


To do the work right you need all 4 types! Order from your jobber now. 


: 
| 
i 
: 


Remember, on every job charge the full price of the Form-A- 
Gasket as well as your labor. You'll make more —and you should! 


PERMATEX COMPANY, INC. 


General Offices: 300 Broadway, Huntington Station, N.Y. 
Factories: Brooklyn 35, N.Y. * Kansas City 15, Kans. 


More than 50 Chemical Products for Better Automotive Maintenance 
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HOW TO MAKE MORE 
MONEY THIS SPRING. 








pual-use DADIIE gets you 


plus profits with this 
double-barreled sales story: 








Get this colorful 12” x 21” poster from 
your Casite jobber. Put it in your 


window and let it work for you! 


HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
Casite, Wear Reducer, Piston Rings, Oil Filters, Spark Plugs 





SOUTHERN 
PAM SR Rey. Vek BAA & 
JOURNAL 


Covering Automotive Sales and Service 





MARCH 1957 





Contents 


Customer Is Queen in Shop ....... 

Service Manager's Life: A “Snap” 
Smoothing Customer Feathers ........ 

Building Built Business stiialinaliiecial 

More for Boss and Mechanics |... 
Air-Conditioning Shop Cost Alabamian $450 a 
They Sew-Up Extra Shop Volume . 
Complete Jobs on Brakes Pay in Big Way 
Cleaning Up in Big Figures 

Manpower Turnover Antidote ..... 
Road-Testing Goes Electronic ..... 

Shaking the Frost Off Functional Units 
Make It LPG or Gasoline? 
Body Shop: Spring Primpizng ............. 


DEPARTMENTS 


News Spotlight 1957 Specifications ...94, 96 

Automotive Markets Shop Talk 

News Briefs .......... “ee Nutbuster Letter .............. 

Southern Jobbers. ............... New Products .................... 
Time Savers . a 





oe C. HERBERT, Zditor 
McALLISTER Editorial Director 
sip WRiGHTSMAN 5R., Associate Editor 
E. M. LOWERY, Technical Editor C. W. DOOLEY, Asst. Editor 

BARON CREAGER, Southwestern Editor 
(7713 Inwood Road, Dallas 9, Texas) 
A. FP. ROBERTS, Business Manager 

R. E. YARBROUGH, JR. Advertising Manager 

J. A. MOODY, Production Manager 


Business Representatives 
Chicago: E. A. McGinty, 333 N. Mich. Blvd. Tel. CEntral 6-6964. 
Norwalk, Conn.: Kart H. Mayers, 11 Alewives Rd., RFD 2. Tel. 
TEmple 8-2187. Cleveland: W. G. SHeenman, 17021 Amber Drive, 
Cleveland 11, Ohio. Tel. Winton 1-1306. Los Angeles: Loyvp B. 
CHAPPELL & ASSOCIATES, 8693 Wilshire Blvd., Beverly Hills. Tel. 
OLympia 2-1490. Gastonia, N. C.: W. C. RurLanp, P. O. Box 102, 
Tel. UNiversity 7-7995. Cohasset, Mass.: J. D. Parsons, 39 At- 
lantic Avenue, Tel. 4-0712. Dallas, Texas: Baron CreaGer, 7713 
Inwood Road. Tel. FLeetwood 77-2937. Miami, Fla Ray RICKLEs, 
701 Chamber of Commerce Bldg. Tel. FRanklin 1-0876 


Member of Audit Bureau of Circulations 


Member of National Business Publications, Inc. 


SUBSCRIPTION : $1.50 a year or $3.00 for three years, 
Foreign $10.00. 





Published monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta, Ga., and Dalton, Ga. 
Editorial and Business Offices 


806 Peachtree Street, N. E., Atlanta 8, Ga. 


Publishers also of 
ELECTRICAL SOUTH TEXTILE INDUSTRIES SourHERN HARDWARE 
SOUTHERN BUILDING SUPPLIES SOUTHERN PowER & INDUSTRY 


Wittiam J, Rooke, Chairman of Board; RicHarp P. Situ, 

President and Treasurer ; W. McALLISTER, First Vice- Pres. ; 

E. W. O’Brien, Vice- Pres. ; A. E. C. Sirs, Vice-Pres.; Joun C. 
Cook, Vice-Pres.; A. F. Roperts, Secretary. 





Copyright 1957, W. R. C. Smith Publishing Co., Atlanta, Ga. 





Portrait 
of 
truck 
EL 
a left 
turn 


When the car behind 
can’t see anything 
else, he’ll spot 

a gleaming Yankee 

turn signal lamp. creator 


for safety's sake... 
make it 


Low cost 
Thin-A lamps 


Low maintenance 
sealed beam 
lamps 


Yankee offers you 36 different sets of Class A Type I 
Truck Turn Signals. ..the world’s most complete line. 


Send for complete catalog of fleet safety accessories. 


YANKEE METAL PRODUCTS CORP., Norwalk, Conn. 
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men in tune with the times are getting into 


Specialized Bear Service 


a 


ha PRET ae HME, A 
why Specialized Service? 
now! Your friendly Bear Jobber will be 
glad to help you—-ask him, too, about his 


convenient Pay-Out-Of-Profits Plan! Send 
for latest Bear Catalog. 


Ever-more sensitive suspension systems, 
smaller wheels, more extensive use of 
tubeless tires, more miles of highways 
and new, smoother roads...all are evi- 
dence that a NEW APPROACH to getting 
more service work is in order. 


Men in tune with the times look to Spe- 
cialized Service for this new approach. 
They know that a well-organized, prop- 
erly equipped layout such as pictured 
here, cuts handling time per job; does the 
job right, faster; creates happy customers; 
and helps make more sales at one time. 


Specialized Bear Service is adaptable to 
any type of operation. It can be operated 
as an individual business, with its own 
name and location. It can be a department 
within a complete automotive service 
organization or car dealership. Or, it may 
be operated as an integral part of a small 
garage or repair shop. 

Start with the entire Specialized Service 
Outfit, or buy one or two pieces now, and 
then expand under Bear’s Add-A-Unit 
Plan—the main thing is to get started 


Want more facts? Use Reader Service Card Page 132 


Just as’ America’s changing shopping habits 


i 


Here's the kind of equipment you'll need to 
offer BIG PROFIT Specialized Bear Service: 


(a) 97-12 Frame Service with exclusive 
4-way action, straightens all 4 major bends at 
one time . . . makes body work easier, too! No 
need to remove chassis! Extra tools for front 
axle, rear housing work can be added. 


(b) 6831-89 Front-End Service with Telaliner* 
is the finest money can buy. It’s the finest for 
Accuracy and Sales Appeal. Saves up to 35% 
of the operator’s time. 


(c) 560 Headlight Tester will do 25 feet of 
headlight testing in 15 inches! Unique photo- 
electric cell shows exact center of begm and 
output. Entire test takes about one minute! 


are being met by super markets, shopping cen- 
ters and other new mass-volume outlets, so 
the changing service needs of the motorist are 
being met by shops offering Specialized Service. 
Alert automotive men, in tune with the times, 
realize that now is the time to get in on the 
ground floor of this tremendous opportunity. 
Thousands are already making big money with 


(d) 250 “Drive-Over” Wheel Alinement Tester 
is your springboard to big alinement profits— 
it sells the job! Gives driver a first-hand look 
at his misalinement troubles. Guarantees an 
—— toe setting according to actual weight 

oad. 


(e) 322 Wheel Trver straightens average 
wobbly wheel without removing tire! Espe- 
cially profitable with new tubeless tires which 
make a true wheel absolutely necessary. 
Handles all popular wheels. 


(f) 740 On-A-Car* Tire Truer provides much 
needed, in-demand service. Trues both car 
and small truck tires with minimum rubber- 
removal due to exclusive tilting cutter. 


(g) 365 On-A-Car* Balancer works easily 
and accurately on hoist or floor. Amazing 
“‘Jiggler’’ proves balance to customers. New 
“‘Speedi’”’ Adapters for fastest accurate center- 
ing. Only two knobs to find location and 
amount of unbalance! *Reg. T.M. 


BEAR MFG. CO., Dept. S-1, ROCK ISLAND, ILL. 


a 
R-1433R 


SPECIALIZED SERVICE EQUIPMENT 
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Have the sluggish sales of a number of lines of new cars so far this year had anything 
to do with little if any increases in shop volume for quite a heavy sprinkling of 
dealerships and garages over the South the first two months of this year? Reader 
reports (see page 63) show not only a slowness on the part of shop-volume figures 
to rise, but dealerships and garages alike reported expectations—in a bare majority 
of instances—of only a slight increase in customer labor this year over 1956. 





One thing's certain: The shop which gets there with the mostest volume this 
year is going to be the one trying the hardest, which means streamlining the 
facilities and personnel for the best job in the least time. Surveys in 
recent years had shown more optimism over service sales. With record travel 
in motor vehicles predicted for the warmer months ahead, the alert shop manager 
is going to find the volume there for the inviting. 





Chevrolet's cutback in production came at a time when Ford was reporting record 
sales throughout its territory. And Plymouth was announcing simultaneously its 
recapture (from Buick) of its historical third-place position in the sales race. 
(Buick dealers thought Sales Manager Ivan Wiles was "tetched” in the head a few 
years ago when he announced at New Orleans that Buick would soon be moving up to 
third place, a position it held several years.) 





Ford is continuing to franchise additional dealers in expanding markets. GM 
President Harlow Curtice told the NADA convention a few weeks ago only replacement 
dealers would be named, a remark which brought heavy applause. And President 
L. L. Colbert told SAJ editors at Atlanta last month that Plymouth eventually 
must be split off as an independent division of Chrysler Corp., although that 
would be achieved years away. (GM's number of dealers, like its approximately 50% 
penetration of the new-car market, continued to outstrip other factories' easily.) 





Maryland lawmakers are toying with a safety inspection law. Approved by the 
house of delegates, one bill awaited an okay by senators. Bills before the 
Colorado and Arkansas legislatures to license automobile dealers and regulate 
their relations with distributors and manufacturers were assailed by factory 
spokesmen as unworkable and "class legislation.” A number of southern states 
—as well as other states—have previously enacted somewhat similar statutes. 

In Texas a bill is proposing to amend the weak inspection law so as to 

include steering mechanism. A senate bill there would require minimum standards 
for brake fluid. 





There's a Chicago trek in June 1958 in store for jobbers. Motor and Equipment 
Wholesalers Association and Motor and Equipment Manufacturers Association 
agreed a few days ago on a service industries show for that time. National 
Standard Parts Association had frowned on the idea, while the other groups 
insisted a need existed for reviving the type of show which the three 
associations had sponsored in years gone by. 





The Edsel, Ford's fifth line of cars, appearing probably in September, will have 
two body features which will make it stand out-at considerable distance—from 
every other vehicle. Want to know? In about six months they'll tell us! 
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TO THE OWNER 
OF THE BUSINESS— 
WHO WANTS 
ENTHUSIASTIC 
CUSTOMERS 
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Scaled Power KromeX 


RING SETS 
deliver more than you promise! 


® Fast break-in ® immediate oil control 
® Smooth performance ® Positive lubrication 
® Fast pick-up ® Double ring life 


CHROME TOP RING 2ND RING OIL RING CHROME OIL RING 


All major car manufacturers use Sealed Power Rings for original equipment 


Scaled Power Pistons 


Sealed Power’s complete line of pistons covers every replace- 
ment need. Exclusive 3-rib design means extra strength where 
needed most. Ring grooves are true and accurate. 


PX PISTONS FOR REBORE JOBS 


Sealed Power PX Pistons offer the utmost in quality for heavy 
duty service. Factory-fitted with GI-60 insert for permanent 
top groove protection. Special oil absorbent finish prevents 
scuffing during break-in. 


SEALED POWER CORPORATION, MUSKEGON, MICHIGAN 


Sealed Power Piston Rings 


BEST FOR RE-RING! BEST FOR RE-BORE! 
Ask for Sealed Power Sleeves, Piston Pins, Valves and Water Pumps 
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Chrysler May Someday Make Cars 
In Texas, Atlanta and Kansas City 


XAS (probably Dallas), Atlan- 
ta and Kansas City are in line 
for assembly plants to be erected 
by Chrysler Corp. during the next 
ten years, should the company,’s 
sales expansion plans work out. 
That’s what Chrysler President 
L. L. “Tex” Colbert told SouTH- 
ERN AUTOMOTIVE JOURNAL during 
an interview in Atlanta Feb. 21 
just before one of a series of deal- 


President Colbert 


er meetings. But an assembly plant 
outside the South is next on the 
list, he added. 

“This will not be in the next 
two or three years but it’s in our 
ten-year program,” he commented. 
Nearest plant facilities today are 
in Indiana and Delaware. 

The executive also said: 

Plymouth will eventually be 
split off as an independent division 
just like Chrysler, DeSoto and 
Dodge. “‘We are taking steps which 
eventually will lead to splitting 
off, but there is no time set for 
it and we are looking toward the 
long-range future.” 

Chrysler, which aimed at gain- 
ing 20% of the market this year 
in comparison with the 16.3% 
which he said was tallied up last 
year, actually chalked up 20.3% 
the first ten days of February. 


The industry should sell 6,000,- 
000 to 6,500,000 cars this year “and 
I believe it will run nearer 6,500.- 
000” for the second best year in 
history. 

The “Dart,” the experimental 
air-flow (page 62 of the October 
issue) body announced several 
months ago, may just possibly in- 
fluence the body styling two years 
from now when Chrysler’s units 
may be completely redesigned. 
“What it (body styling) will be 
two or three years from now I 
don’t know. The ‘Dart’ theory is 
about the most graceful way to 
move a car through air.” 

As for a smaller, lower-priced 
car in view of the expanding sales 
of small cars like the Volkswagen, 
“we have had in clay all types of 
small cars. We have tested all 
kinds of small cars and are mak- 
ing a study now of small cars. We 
have some men in Europe on this.” 

No plans are in the mill for 
crossing the 400hp line. With its 
300C, Chrysler Division now tops 
the field at 375hp. “The public is 
the one who wants the horse- 
power. We tried to get ‘torque’ 
rather than ‘horsepower’ across for 
a long time; most people didn't 
know what we were talking about. 
My idea is that the public’s craze 
for horsepower has about reached 
a plateau.” 

Presidents of the four car Gi- 
visions and some other executives, 
including Charles L. Jacobson, 
vice-president in charge of deal- 
er relations, accompanied Colbert 
to Atlanta. 


South Swings Its Share 
In Ford's Sales 


ee E South’s economy is grow- 
ing at twice the rate of the 

rest of the nation,” said C. R. 
Beacham, Ford Division general 
sales manager, a native Georgian. 
The South is contributing sig- 
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Sales Manager Beacham 


nificantly to the increases in Ford 
sales, Beacham said. During Jan- 
uary southern dealers sold 27% 
more cars than during January 
1956, with southern plants pro- 
ducing about 200,000 more ve- 
hicles annually than are sold in 
the southern market. “Every 
southern-built Ford sold some- 
where else in America has helped 
create a new job for a Southern- 
er,” he said. 

Ford dealers broke all sales 
records for the October-to-January 
period by selling more than a half- 
million 1957 Fords in the first 
third of the model year, Beacham 
told sales executives who gathered 
at Sea Island, Ga., last month 
from all over the South and the 
eastern half of the U. S. to discuss 
plans for increasing the record 
sales pace throughout the year. 

To handle the growing Ford 
business in the South, the com- 
pany and dealers have a half bil- 
lion dollars at work here, creating 
jobs for 56,000 people with pay- 
rolls approximating a quarter- 
billion dollars annually. 

Beacham said that automobile 
sales are increasing and that con- 
sumer buying intentions are high- 
er than they have been for two 
years. The October-to-January 
sales record broke a_ previous 
record of 485,943 units sold during 
the same period of 1955-56, which 
itself had broken a 32-year-old 
record of 484,981 sales for the 
same period in 1923-24. 
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FILT-O-REG provides a constant, unrestricted even fuel 


Ask for Sealed Power Sleeves, Piston Pins, Valves and Water Pumps 


How ‘Over-pressure” Causes Carburetor Flooding 


The term “Flooding” is used to describe a fuel slop-over 
condition within the carburetor. This occurs any time 
that the fuel rises above the high limit level or float 
adjustment as specified by the manufacturer. As the raw 
gasoline spills over the main nozzle into the manifold, it 
produces a rich air-fuel ratio. This results in hard start- 
ing, rough idling, poor engine performance and fuel 


vero 
Vv. 

SPECIFIED 
& SEAT LEVEL 


if 





NEEDLE 
SPECIFIED 
LEVEL 


a 








NEEDLE 
SPECIFIED 
LEVEL 


U.S. PATENT NO. 2,707,051 
OTHER PATENTS PENDING 


pressure on the carburetor float valve and seat... main- 
taining the proper float level under all driving condi- 
tions. It makes any engine perform better because it 
feeds the full and required volume of filtered fuel to the 
carburetor at minimum pressure for correct air-fuel 
mixture under all speeds and load conditions. FILT-O- 
REG requires no adjustment of original manufacturers 
factory specifications. 


waste. The purpose of the Fuel Pump is to supply fuel as 
it is demanded by the carburetor. The opening and clos- 
ing of the needle valve is controlled by the level of the 
fuel in the float chamber and the float buoyancy. As the 
float drops...the needle valve moves away from the seat. 
As the float rises, it closes the valve and shuts off the 


fuel supply. 
FIG. T 


AS THE ENGINE DRAWS FUEL FROM THE CAR- 
BURETOR THE FUEL LEVEL LOWERS SLIGHTLY. 
FLOAT IS DOWN... NEEDLE VALVE OPEN. 


Change in fuel level is slightly exaggerated for purpose of illustration. 


= 


FUEL RISES TO SPECIFIED LEVEL AS CARBURE- 
TOR RECEIVES REQUIRED VOLUME. NEEDLE 
VALVE CLOSES AND MOMENTARILY SHUTS OFF 
FUEL FROM PUMP. 


7 


HIGH FUEL PUMP PRESSURES (necessary in order 
to deliver the required volume) PUSH HARD 
AGAINST THE NEEDLE VALVE. ALSO, FLOAT 
BOBS UP AND DOWN ON WAVES CAUSED BY 
ROAD SHOCKS. FLOAT DOES NOT ALWAYS 
HOLD VALVE TIGHTLY IN SEAT UNDER THESE 
HIGHER OVER-PRESSURES. MORE UNWANTED 
FUEL IS PUSHED PAST THE DELICATE NEEDLE 
VALVE THAN AT LOWER, MORE EFFICIENT 
PRESSURES CAUSING A VERY RICH AIR-FUEL 
RATIO RESULTING IN FLOODING, STALLING, 
SURGING AND (IN MANY CASES) EXCESSIVE 
FUEL CONSUMPTION. 


PREVENTS CARBURETOR FLOODING FROM ‘“‘OVER-PRESSURE’’ 


MAKE THIS TEST! Many carburetors have a plugged 
porthole on the side of the float chamber. Remove this 
plug. Observe position of float and watch its action with 
motor running at various speeds. NOW, install FILT- 
O-REG and note how FILT-O-REG has lowered the float 
shut-off level and stabilized its action. Here’s proof posi- 
tive of FILT-O-REG’s effectiveness in eliminating this 
fuel system gyer-pressure problem. 


MAKES GASOLINE ENGINES RUN BESS ER 


SOLD ONLY THROUGH JOBBERS + WRITE FOR PRICES AND DISCOUNTS 
Copyright 1957 ALONDRA SALES, INC., 959 CRENSHAW BLVD., LOS ANGELES 19, CALIF. 


W. Factory Rep.: 


Jones Sales Co., 530 Maple Ave., 


Dean A. Johnson Co., 2023 Lucas Dr., Dallas 19, Tex., $. 
Mid-East Factory Rep.: Stroud & Walden, 303 Commerce Bidg., Charlotte 7, N. 
Mid-Atlantic Rep.: R. L 


C., Mid-West Factory Rep.: 
Haddonfield, N. J., 


Geo. H. Davison Co., 102 N. Hillcrest Dr., Mariette, es 
Paul K. Wilcox, 30 W. 69th Terrace, K. C., Mo., 
Pittsburgh 38, Pa. 


E. Factory Rep.: 


W. Va. Rep.: Don E. Oleson, 262 Camberwell Dr., 
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Louisiana Dealers to Hear 
Jacobson of Chrysler 


HARLES L, Jacobson, vice-presi- 
dent in charge of dealer rela- 
tions for Chrysler Corp., will be 
a keynote speaker at the Louisiana 
Automobile Dealers Association’s 
20th annual convention at the 
Roosevelt Hotel, New Orleans, 
April 1. 
An Illinois native and graduate 




















Vice-President Jacobson 





of the Western State Normal 
School, Jacobson joined Chrysler 
in 1926 as district sales represent- 
ative in Boston. In 1949 he became 
president of Chrysler Motor Parts 
(MoPar), his two predecessors be- 
ing Walter P. Chrysler, company 
founder, and Board Chairman K. 
T. Keller. 

Other LADA convention speak- 
ers will include Oldsmobile-Stude- 
baker Dealer Stan Pressler of 
Bloomington, Ind.,. NADA Execu- 
tive Vice-President Frederick J. 
Bell and Automotive Merchandise 
Manager Warren A. King of Life 
Magazine. John O. Hofbauer, 
LADA manager-director, is in 
charge of convention activities. 

An elaborate entertainment pro- 
gram befitting New Orleans’ rep- 
utation has been planned again. 

Jacobson, who made an out- 
standing record as the sales chief 
of MoPar, will be accompanied — 
as he has been at other dealer 
conventions — by members of his 
dealer relations staff. 
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bi 
Ralph H. James of Tulsa, Okla.., 
executive director of the Inde- 
pendent Garage Owners of Amer- 
ica, will be among the speakers at 
the annual convention of the Au- 
tomotive Wholesalers Association 
of Tennessee to be held at Gailin- 
burg April 7-8. He will explain the 
objectives of his group, whose 
membership comes from 20 states. 


Looking A ’ Ahead 





March 25-27—Regional conference of 
Automotive Electric Association, 
Biltmore Hotel, Atlanta, Ga. 

March 28-29 — Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Robert E. 
Lee Hotel, Winston-Salem. 

April 1—Annual convention of Lou- 
isiana Automobile Dealers Associa- 
tion, Roosevelt Hotel, New Orleans. 

April 3—Southwestern business con- 
ference of Motor and Equipment 
Wholesalers Association, Baker 
Hotel, Dallas, Texas. 

April 4-7 — Southwest Automotive 
Show, Fair Park, Dallas, Texas. 
April 6-7 — Annual convention of 
Independent Garagemen’s Associa- 
tion of Texas, Baker Hotel, Dallas. 
April 7-8—Annual convention of Au- 
tomotive Wholesalers Association 

of Tennessee, Gatlinburg. 

April 23-24—Convention of Motor 
and Equipment Wholesalers Asso- 
ga McAllister Hotel, Miami, 


a. 

April 25-27—International Automo- 
tive Exposition, Dinner Key Audi- 
torium, Miami, Fla. 

April 26-27 — Annual convention of 
South Carolina Automobile Deal- 
ers Association, Francis Marion 

Hotel, Charleston. 








May 6-7 — Annual convention of 
Missouri Automobile Dealers Asso- 
ciation, Chase Hotel, St. Louis. 

May 8 — National automotive sales- 
manship congress of Motor and 
Equipment Wholesalers Association, 
St. Louis, Mo. 

May 9-12 — Midwest Automotive 
Service Industries Trade Show, 
Kiel Auditorium, St. Louis, Mo. 

May 12-14 — Annual convention of 
North Carolina Automotive Whole- 
salers Association, Sir Walter Ho- 
tel, Raleigh. 

May 12-15 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Cadillac Hotel, 
Detroit. 

May 19-21 — Annual convention of 
North Carolina Automobile Dealers 
Association, Battery Park and 
George Vanderbilt Hotels, Ashe- 
ville. 

May 21-22 — Convention of Motor 
and Equipment Wholesalers Associ- 
ation, Sheraton-Plaza Hotel, Bos- 
ton, Mass. 

May 21-22 — Annual convention of 
National Standard Parts Associa- 
tion, The Somerset, Boston, Mass. 

May 23-26 — National Automotive 
Service Show, Commonwealth 
Avenue Armory, Boston. 

May 26-28 — Annual convention of 
Tennessee Automotive Association, 
Peabody Hotel, Memphis. 

May 31-June 1—Spring convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Admiral Semmes 
Hotel, Mobile. 

June 20-23 — Annual convention 
of Independent Garage Owners of 
America, Secor Hotel, Toledo, O. 

Aug. 18-19 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah. 

Sept. 8-10—Annual convention of 
Automotive Trade Association of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 12-14—Annual convention and 
Trade Show of Automotive Parts 
Rebuilders Association, Congress 
Hotel, Chicago. 

Oct. 14-16 — Annual convention of 

Truck Body and Equipment Asso- 

ciation, Biltmore Hotel, Atlanta, 


Ga. 

Oct. 20-22—Annual convention of 
Florida Automobile Dealers As- 
sociation, Balmoral Hotel, Bal Har- 
bour, Miami Beach. 

Nov, 3-4—Annual convention of Au- 
tomotive Wholesalers Association 
of Louisiana, New Orleans. 

Nov. 17-23—Convention cruise of 
North Carolina Automotive Whole- 
salers Association aboard the 
Stockholm from Wilmington, N. C., 
to Nassau and Havana and return. 

Jan. 11-15 — Annual convention of 

National Automobile Dealers Asso- 

ciation, Miami Beach, Fla. 
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This 1957 Buick instrument panel is no obstruction to the mechanic who 
wants to service the wiring behind it. The padded top as shown is bolt- 
ed to upper edge of the panel’s lower section which allows it to swing 
up and out after screws are removed and interior windshield molding is 
unfastened. The operation can be accomplished easily in a few minutes. 


Mechanics’ Group in North Carolina 
Seeks Statute to Require Licensing 


Of ers and licensing of 
automotive mechanics is an 
objective of the less-than-a-year- 
old North Carolina Society of Au- 
tomotive Mechanics, Inc., White- 
ville, N. C. 

John K. Burns of Whiteville, as- 
sistant secretary and attorney, re- 
ported last month the group, which 
was incorporated .last July, had 
members in Columbus (White- 
ville), New Hanover, Brunswick 
and Bladen counties, all along or 
near the state’s coast. 

“Our newest plan is to gain 
members and develop public sup- 
port as well as political strength 
and to initiate and aid in estab- 
lishing branch organizations in 
each county of North Carolina,” 
he said. 

Objects listed in the certificate 
of incorporation were: 

“To promote the education, se- 
curity and general welfare of au- 
tomotive mechanics and their fam- 
ilies. 

“To improve the efficiency and 
quality of automotive service and 
repairs rendered to the motoring 
public. 

“To set a desirable standard of 
character, ability and dependabil- 
ity for persons offering themselves 
for hire as automotive mechanics. 

“To obtain legislation providing 
for the registration and licensing 


of automotive mechanics in the 
state of North Carolina.” 

Authorized capital stock was 
$100,000, but it was provided that 
the concern could commence busi- 
ness upon issuance of three shares 
of stock at $5 each. 

Subscribers for the initial stock 
were listed as Henry O. Edwards 
of Whiteville, president and sec- 
retary; Wilson R. Dudley of Hallis- 
boro, who is treasurer, and Sam 
L. Vance of Whiteville. W. T. 
Vance of Whiteville is vice-presi- 
dent and assistant treasurer. 

“Our membership is open to any 
automobile mechanic of good char- 
acter and reputation and any re- 
liable independent garage operator 
as well as any authorized dealer,” 
Burns said. 

This state group “is similar in 
several respects” to the Indepen- 
dent Garage Owners of America 
“and may benefit each other by 
mutual support,” he said. 

The group has contacted the 
North Carolina Automotive 
Wholesalers Association “for in- 
formation as to reliable, energetic 
automotive men in each county 
who would be good leaders of 
branch organizations,” Burns re- 
ported. 

The IGOA has also been advised 
of the group’s objectives in its or- 
ganizational plans. 
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Amarillo Group Elects 
Farley President 


W. FarLey of Automotive 

e Supply Co. has been elected 
president of the Amarillo (Texas) 
Automotive Wholesale Association. 

Other officers are M. C. Brad- 
ford of Bradford Auto Supply, 
vice-president, and Date Wilson, 
Wilson Battery & Electric, secre- 
tary-treasurer. 

Directors named are Fred Jupe, 
Jupe Motor Supply Co., and John- 
son Whitsett, Smyth Auto Supply 
Co. M. C. Bradford and Ed. A. 
Mann of J. C. Hamilton Co. were 
elected to the membership com- 
mittee, while Gene Kendall of 
First Supply Co., Fred Jupe and 
Johnson Whitsett are on the pro- 
gram committee. 


AC Appoints Southerners 
To Distributor Council 


) ste Southerners have been ap- 
pointed to the 1957 16-mem- 
ber AC Distributor Council, repre- 
senting the nation’s warehouse 
distributors of AC replacement 
products. 

They are: Wayne Bull, Wayne 
Bull Auto Parts, San Antonio, 
Tex.; W. D. Craig, Craig Motor 
Service Co., Inc., Fairmont, W. Va.; 
Max A. Hayes, Hayes and Hopson, 
Inc., Asheville, N. C.; John Yantis, 
Ozburn, Crow and Yantis, Fort 
Smith, Ark., and John H. Yellman, 
United Service Co., Inc., Lexing- 
ton, Ky. 


LaSuer Dies in Birmingham 


G. B. “Jerry” LaSuer, 54, owner 
of LaSuer Chrysler-Plymouth Co. 
of Birmingham, Ala., and former 
Chrysler Division regional man- 
ager in Atlanta, died last month 
in Birmingham. LaSuer had lived 
in Atlanta for 30 years prior to his 
Birmingham move. 


Atlanta SAE Hears Rarey 


Robert S. Rarey, assistant chief 
engineer-chassis engine design for 
Chrysler Corp., spoke to the At- 
lanta (Ga.) Section of the Society 
of Automotive Engineers on “Put- 
ting the Plymouth V-8 Engine in- 
to Production” at its March 4 
meeting. 





| Visit our exhibit at the 
fe §=§=— SOUTHWEST AUTOMOTIVE SHOW 
Automobile Building Dallas e April 4-5-6-7 


State Fair Park 
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Attention Compelling 
Display helps sell more 


Trim-Fit CAR MATS 


This striking display in full 
color holds a ready stock of 
Trim Fit Car Mats. It has a 
built-on color chart showing 
all nine colors for quick buy- 
ers’ selection. A wonderful , 
sales-making display for any 
store location. 


Monkey Grip Car Mats are 
available in nine colors to Monkey Grip offers 
. P a complete line of 
match any car interior. Per- ea nena Ek ual 
fect fitting for all cars. ors for auto, home 
and all-purpose. 
Ask for illustrated 
literature. 


MONEY GRIP PRODUCTS Vulca-Matic Patches 
® Sizzle Patches Vulcanizes without 
® Rayon Cord Tire Patches " heat or pressure 


° Safely repairs any average puncture 
2 
Cold Patch Material in tube and tubeless tires. No spe- 


cial tools required. Will not slip 


® Friction Tape 
® Electrical Tape 


® Casing Repairs 
Vulca-Matic Patches are to be 


® Vulcanizing Clamps applied with Monkey Grip Vulca- 
Matic cement. Automatic curing Nie, Packed im attractive 
assures a strong, lasting repair. display cartons. 





Monkey Grip maintains it’s own 
rubber compounding factory and 
all products are manufactured 
under strict quality controls. 


MONKEY GRIP SALES CO. ‘istics texas 
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Service Angle Figures Big in Plans 
As Manager of Edsel Looks to Debut 


Gace operations are getting 
more attention right now from 
top management of the new Edsel 
Division of Ford Motor Co. than 
almost any other factor. 

That’s the word from Richard 
E. Krafve, vice-president of Ford 
and general manager of the di- 
vision. 

In an interview March 4 at At- 
lanta, the 49-year-old executive 
told SOUTHERN AUTOMOTIVE JOUR- 
NAL, among other things: 

“We suspect there’s a lot of 
service to be done which isn’t get- 
ting done. It’s there if a dealer 
wants to go out and get it. 


Vice-President Krafve 


“We are more concerned about 
the backshop than the showroom. 
We are giving heavy emphasis to 
the service end in our planning. 

“It’s true that at first, because 
the Edsel is a brand-new car, 
there won’t be a backlog of cars 
to be serviced. If we bring over 
a competitive dealer to our line, 
however, he will bring a lot of 
his old customers for his shop.” 

Of the first 1,200 Edsel dealers 
(with more to be franchised later 
as the market expands), “they will 
be chiefly Edsel only.” 

As of March 1 the division had 
received 2,750 applications for 
franchises, and around 45% of 
these are now selling Ford prod- 
ucts. 

“I guess about 45 to 50% of our 
preliminary scheduling calls for 


hardtops, which includes station 
wagons.” 

When the Edsel appears (and 
guesses unconfirmed by Krafve 
place the date at early Septem- 
ber), Ford will have invested a- 
round $250,000,000 in this car, 
which is expected to sell above 
and below the Mercury (but 
Krafve wasn’t confirming or deny- 
ing this latter guess by the press). 

Around 16 to 18 Edsels, dis- 
guised, are today being tested over 
the country, including Ford’s 
desert proving ground near King- 
man, Ariz. Some have been driven 
over backroads in the South, but 
because of insufficient disguise it 
was deemed best to pull them out 
of some areas after the public’s 
curiosity was aroused. 

Yes, it’s true that because of at 
least two characteristics the Edsel 
will be easily distinguishable from 
all other cars if you were viewing 
a lot full of motor vehicles from 
a ten-story point. 

The initial 1,200 dealers will be 
able to cover 85 to 90% of the 
United States, and as market de- 
velopments take place additional 
dealers will be taken on, a policy 
“which makes more profits for our 
dealers.” 

It will be the end of March “be- 
fore we can get a real ‘fix’ on car 
sales by the industry this year. If 
sales pick up, they could go up to 
6,250,000; otherwise, about 6,000,- 
000.” 

The Edsel will be modern in 
every respect, the general man- 
ager said. For example, four head- 
lamps can be expected “as that’s 
just one way to make older cars 
obsolete, and a lot of sales are 
made by making older cars obso- 
lescent faster.” 

His Atlanta visit, accompanied 
by George P. Montagnet, who 
headquarters in New Orleans and 
heads up the southern sales staff 
serving 13 states, was one of a 
series to get acquainted with bank- 
ers and industry leaders over the 
country. 

The suspension on the Edsel will 
be designed for maximum ride 
comfort, Krafve revealed. He did 
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not indicate whether torsion bars 
or rubber-air suspension would be 
utilized, but pointed out that these 
systems were designed to increase 
passenger comfort. 

While market conditions may 
vary, it’s anticipated that the Ed- 
sel will sell more than 200,000 
units the first 12 months, the gen- 
eral manager said. The public, he 
emphasized, will determine the 
final figure. 

Horsepower has been over- 
emphasized, he said, hinting that 
the Edsel will stress torque. 

Krafve, a native of Minneapolis, 
Minn., joined Ford in 1947 as as- 
sistant to the vice-president—pur- 
chasing and later was assistant 
general manager of the Lincoln 
Division. 


Sydney A. Skillman Named 
S-P Vice-President 


| peeegmese of Sydney A. Skillman 
as vice-president and general 
sales manager of the Studebaker- 
Packard Corp. has been announced 
by President Harold E. Churchill. 

Skillman joined Studebaker 30 
years ago in sales promotion in 
Philadelphia and has held exec- 
utive positions in every phase of 
the company’s marketing organi- 
zation. In his new position he will 
be in charge of all automotive 
sales activities. 


William Clay Ford, a director and 
vice-president of Ford Motor Co., 
has been named vice-president- 
product planning and _ styling. 
Chairman of the Board Ernest R. 
Breech announced, Ford will be 
responsible for coordination and 
review of all forward product pro- 
grams throughout the company. 





You'll save time and make money 
with modern Sunnen Shop Equipment 
See 


FOR PIN FITTING and ROD RECONDITIONING §& 
_SUNNEN 


Sunnen Honing Machines have no equal 
for producing exact clearance or interfer- 


ence pin fits. There’s no guesswork— ; ree at the 
every hole is accurately gaged, and =7/ Zam NEN 
held to within a “tenth” we a) an Bs SOUTHWEST 


When equipped with rod reconditioning -- : Ss AUTOMOTIVE 


mandrels, these machines are used fol- 


lowing the new Sunnen Cap and Rod cs Rage ‘a= N SHOW IN DALLAS 


Grinder to round up the crank pin bore ‘A 
of con rods, and bring the holes back \ hae 
to original size. You : Bib vcd and the 


save real money by 4 
reconditioning rods * 7 SOUTHEAST 
quickly and accur- 
ately with this new AUTOMOTIVE 
method. 
SHOW ...IN MIAMI 


watch our interesting 
demonstrations of 

the newest and most 
profitable service ideas: 
pin fitting 

rod reconditioning 
crankshaft grinding 
cylinder grinding 
Sunnen Precision Honing Machine— rod aligning 

Model LBB- 1 300—Hones all bushings and 
bores from .370” to 3.300” in diameter ... and the line of 
including pistons, rods, spindle bodies, Sunnen service tools 


hydraulic brake cylinders, and air com- 
pressor cylinders. 


Sunnen Cap and Rod Grinder— 
Model CRG-500—for precision grind- 
ing cap and rod faces at the parting 
line. Machine includes diamond dresser 


and rod assembly fixture. 
For Your Protection Insist Orn Sunnen Measured Pin Fits 
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Pity the Poor Manager! 


By JOHN H. LANDER 


President, Lander Motors, Inc. (Dodge-Plymouth) 
Atlanta, Ga. 


We do you want in your sales 
manager? 

Well, I'll tell you what I want 
mine to be: 

I want him to be a magician so 
that he can do all the million 
things he’s supposed to do. 

Just think about a few of his 
duties: First, he’s a buyer of new 
cars. He must know what his mar- 
ket wants; he must know what 
colors the people want; he must 
be a mind-reader for the prefer- 
ences of his buyers; he must be a 
forecaster for the factory so that 
he can tell them how many cars 
to build three months ahead of 
time; he must be sure not to buy 
any type body that will stay in 
stock over 90 days; he must also 
be a buyer of used cars; he must 
know what the wholesale market 
is doing in his territory on every 
given day, and after he has bought 
his used cars, he’s got to tell the 
shop what they must do to recon- 


dition the car to put it in selling 
shape and then he must estimate 
the market and put a price on the 
used car and constantly watch his 
pricing procedure so that he won’t 
get stuck with any cars on his 
used-car lot over 30 or 60 days; 
and then he’s’ supposed to hire 
all of your salesmen and when 
they don’t perform satisfactorily, 
he must fire them and, in the 
meantime, he’s got to train them 
by conducting classes, having 
training schools, holding daily 
sales meetings and having numer- 
ous conferences with his new sales- 
men; he must select the proper 
training methods in addition to his 
factory - recommended training 
methods and actually be a pro- 
fessor to his sales organization. 

He must also be an advertiser 
since he buys space in the news- 
papers, on radio, television and 
other media to advertise his new 
and used cars. 


“What a miserable day! Not one single accident!” 
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Excerpts from an address, “Manag- 
ing That Sales Force,” prepared for 
delivery at the National Automobile 
Dealers Association's management 
conference March 6 at Hotel Roose- 
velt, New York City. The speaker 
is a past president of the Georgia 
Automobile Dealers Association and 
is now Georgia director of NADA. 


And in addition to his many 
other duties, he’s got to inspire his 
sales organization; he’s got to help 
his salesmen on almost every deal. 

He has to convince the finance 
company that all the deals they 
submit are good deals. He also has 
to work hand-in-glove with the 
factory district managers and 
other factory representatives so 
that he keeps good relations be- 
tween the factory distribution de- 
partment and his dealership. 

And then he must belong to all 
good clubs and be able to enter- 
tain and be entertained so as to 
be able to build good-will for his 
dealership to see that the public 
relations program of his dealer is 
carried out, and then, in addition 
to all this, he’s got to see that a 
profit is made on every deal on 
every new and used car that he 
handles. 

Hell, I don’t think even a ma- 
gician could do all a sales man- 
ager is supposed to do! 

So, you ask, how important is 
the sales manager to your dealer- 
ship? Well, you probably hate to 
admit it, but he’s just as important 
as you, the dealer, are important. 
His responsibilities are many. For 
instance, I mentioned a minute ago 
the fact that he has to buy and 
sell your new and used cars. 

He’s also responsible for your 
sales volume. You are constantly 
trying to increase the volume of 

(Continued on page 191) 








* 300 Rp $28 Exh. O-g 
At late Z gf 80 RPM 
CYL. No. Check. pop. 
5 teal 


Available only at leading jobbers in 


It’s something you get from No OTHER engine rebuilder—a full 
ey e - the southeastern United States. 


Dynamometer-Test report and compression graph, telling you that each 


Rogers Remanufactured Engine you install has met the highest stand- R ©) G 3 R s 


ards of performance and workmanship. Only after an engine is run in *'Tevebclalthaclenal red 


under its own power and DyNAMOMETER-TESTED does it receive the E ( 
GIINE'S 
. . \ 


Rogers nameplate. Expect new engine performance from engines you 


install. Look for the nameplate of Rogers Remanufactured Engines. 300 Hunnicutt St., N.W., Atlanta, Ga. 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 
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3 steps to greater profit 
in your auto paint operation 
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Modernize now with 
the low cost... Ze: 
































added profits 
IF you 
display it! 


You know that many of your customers are going 
to clean their radiators this Spring. 


The new self-selling Bowes Super Flush package 
will be the reminder that will bring you these easy 
added profits. 


Remember . . . they are going to buy a radiator 
cleaner someplace . . . why let the profits go to 
your competitors? 


and you can sell'S... instead of'] 





Fase The customer who buys a can of Radiator Flush is certainly “‘cool- 
ing system conscious.”” With little effort you can sell him complete 


WP cneeovon cooling system insurance by pointing out... 








sTOP-LEAA The RADIATOR FLUSH will do the job for NOW... 
ont I. and... 
BOWES — 
9 A can of RUST-ROUT will keep his radiator clean... 
® and... lubricate his water pump...and... 


Bowes STOP-LEAK will seal, right now, the leaks 
a which will probably occur after a good cleaning .. . 
permanently insure against leaks in the future. 














BOWES “SEAL FAST” CORPORATION, INDIANAPOLIS 7, INDIANA 
HAMILTON, ONTARIO «+ LONDON, ENGLAND 
BOWES PACIFIC CORP., RIVERSIDE, CALIFORNIA 
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AC) SELLING SLANTS OF THE MONTH! 


You can’t go wrong 
with a 30,000,000-car market... 


---as long as you have it covered with these 


8 AC Fuel Pumps! 





At a time when spring rains are just 
around the corner, dealers everywhere Your automotive coverage is complete . . . with the complete AC line! 


should be thinking in terms of increased 
HERE'S THE ARITHMETIC THAT SPELLS OUT YOUR PROFIT OPPORTUNITY. 


fuel pump sales. It’s the fuel pump 
which powers the wipers that keep Eight AC pumps cover this 30 million car market. 


windshields clear. What's more, for a Type numbers: 429, 9785, 587, 529, 9798, 588, 571, 9294, 
minimum investment in money—and in . 

shelf space, too—you can add an Total cost to you for these eight AC Based on turnover eight times a year 
additional $276.24 per year to your Fuel Pumps Average yearly profit 

profit figures. That statement is based Total selling price Plus Profit on Labor! 

on an average turnover of eight pumps 
eight times a year. Many outlets make 
more. These eight AC Fuel Pumps 
blanket the largest part of the passenger- 


car market ... assure you of your share 
FUEL PUMPS 


of this profitable replacement business. 














AC SPARK PLUG Rp THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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‘AC SELLING SLANTS 


Fishing Season 
for AC Marine Spark 


--.-and we’ve 
got the “lures” 
to help 
you land 


your limit! 


S 


Here is something new ...AC’s big spring 

sales-getting point-of-sale package for you! 

First, at right, this interesting, dimensional 

counter display in beautiful natural color. 

The-authentic sere | scene gives a fisher- 

man that wonderful feeling of ACTION — 

rod straining and reel singing! 

Mounted to it for added realism is the 

brand-new AC Spark Plug Fishing Lure 

that really hooks ’em. It’s available to your _ 
customers at a bargain price. : as 
Naturally, the display is bursting out all HOT TIP : 

Ou ig over wi — ee ping ‘ou to ste u ‘ 
sales of those famous AC RUSTPROO SPARK PLUGS 
Marine Spark Plugs. . 

: AC SPARK PLUG = THE ELECTRONICS 


DIVISION OF GENERAL MOTORS 
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OF THE MONTH ! 









Opens Market 
Plug SALES! 


Plus... 


The very latest AC Marine Spark 
Plug Specification Wall Chart. 
It’s complete, with all outboard makes, 
AC specifications, gap settings, 

and that all-important conversion chart. 
It’s different, though . . . because it 
also contains a valuable International 
Marine Signal Flag Code, Storm Warning 
and Buoy Marker Chart in full color. 


Take it from us. . . here is a brand- 
new kind of specification chart 
that also starts sales conversations! 


We have a hunch your customers will 
appreciate having a copy of this 
“‘Mariner’s Must” International 

Flag Chart .. . so, your AC marine 
package also contains an envelope- 
stuffer edition. There’s a card enclosed 
for you to secure an additional quantity. 






































--.and 
this unique 
AC fishing lure for you! 


AQ) 














Yes, as a special addition to your tackle box ...a 
quality lure, specially designed by a leading fishing 
equipment manufacturer, is yours free of charge. It’s 
valued at more than $1. Give it a try the next time 
you're out. 












This big spring sales package is all yours with an order for 
only 50 AC Marine Spark Plugs from your regular AC Supplier. 
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SELLING SLANTS OF THE MONTH! 


Three Big Profitable Reasons why 
you should sell Guide T-3 Headlamps 





PROFIT! 


The revised AC-Guide sug- 
gested price schedule issued 
January 1, contains excit- 
ing news for every dealer 
selling headlamps. Guide 
dealers are now making 
50% on Guide T-3 Head- 


First in 
PRECISION 
AIMING! 


Guide, pioneer in develop- 
ment of the aiming plat- 
form principle, still leads in 
quality control and pre- 








lamp sales. Wi uggested list of $2.62 P 5 wal see a é 

on Guile * cane pay you the dollar —. cision grinding of the aim- 

in the lamp industry. ing “Guide Points.” This 
additional manufacturing 


Ask your regular AC supplier for a copy 
of this January 1 schedule. Find out now step by Guide enables you to replace 


how much more profit you could be mak- and aim Guide T-3 Headlamps when 
ing with the Guide line. using the low-cost Guide T-3 Aimers. 

. - - Or even better, start today to step 

up profits; order a stock of Guide T-3’s. 





First in 
PROFIT, QUALITY, 


Wiha ORIGINAL CUSTOMER SATISFACTION 


<7" EQUIPMENT! 


GUIDE T-3 HEADLAMPS FROM 





More than 50% of the cars | 
built since the beginning | 
| 











of model year 1956 have 
been equipped with Guide 
T T-3 Headlamps. These car 

owners know that “Guide 
Points” mean accurate headlamp aiming. 
By replacing in pairs with Guide T-3’s, 
you are building customer satisfaction! 




















hp THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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THE BEST DEALERS 
SELECT THE BEST 


efficiency .. . positive air-power 
actuation plus automatic retraction helps 


men do faster, neater, better work. 


styling... .clean, functional design 
commands customer confidence . . . trans- 
forms any lube room into a “service 
showcase.” 


dependability ... maintenance is 
the lowest ever recorded for similar equip- 
ment... installation is simple and easy. 


When you are ready to make your lubri- 
: ae in te . -«.- Says Service Manager Harry M. Bohn 
torium a proven “Invitation to New Busi- MALLORY BUICK COMPANY, ST. LOUIS, MISSOURI 


” + : spe: . : . 
ness,” contact your Lincoln Sales and “Lincoln Equipment styling blends with our ultra-modern 
Service Wholesaler. He will consider it a lubrication department. The handsome ‘showroom’ appear- 
ance attracts more customers. The space-saving, time- 


rivilege to serve you. . - : : ae 
P 8 y saving efficiency pays-off in customer satisfaction. 
*Registered Trade Name ’ oA PR 


Engineers and Manufacturers 
AUTOMATIC LUBRICATING EQUIPMENT 
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(4th 
Southwest 
Automotive 


Ang Fina Lhe 
Pie a 5 7 


oe 
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Hundreds of new and improved Automotive Service 
products will be on display for your fersonal in- 
spection and approval. Every type of Product and 
Service field will be represented. 





‘ 
Countermen and salesmen will receive infor- 
mation on new sales programs and selling 
methods that will increase their efficiency 
and sales volume. Factory executives and 
authorities will be in attendance to instruct 
and help solve sales and service problems. 


See Shop Equipment and Machines in op- 
eration, actually doing the jobs service 
personnel face every day. Methods and 
application are proved right before your 
eyes. 


The contacts you make will prove of inestimable valuc. 
You'll be able to discuss mutual problems with experts 
in your own field, receiving valuable help in your busi- 
ness betterment program. 


ATTENDANCE IS FREE TO MEMBERS OF THE AUTOMOTIVE INDUSTRY ms 


+. 
Sponsored by ADDRESS CORRESPONDENCE TO The World’ 
Finest 


Automotive Jobbers SOUTHWEST AUTOMOTIVE SHOW, INc. a 
of the 617 FIDELITY BLDG. © DALLAS 2, TEXAS — Service 
Products 


Southwest 
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HERES A NEW 
MaPAR SALES AID 


Now you can order your MoPar Auto Lamps with these 
sturdy new plastic merchandisers — sell lamps faster, 
and make more money, because: 


1. These merchandisers remind your customers to check 
their lamp needs — you sell more! 


2. You pick exactly the right lamp at a glance, saving 
valuable time! 


PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
PARTS & ACCESSORIES 


CHRYSLER CORPORATION > PARTS DIVISION 
DETROIT 31, MICHIGAN 
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EXTRA SALES WITH 
MoPAR MERCHANDISERS 
--SPECIAL OFFER! 





3. And you check your stock with the same glance; 
know just when to reorder every type of lamp! 


Order today from your MoPar wholesaler, or your 
Plymouth, Dodge, De Soto, Chrysler, or Imperial 
dealer! MoPar is the sign of official, authentic Chrysler 
Corporation Products, built to highest specifications. 


HERE’S THE DEAL ...2 MoPar lamp assortments, 6-volt and 12- 
volt, each with a new plastic merchandiser. For complete details, 
ask your MoPar wholesaler salesman or send coupon to: 


CHRYSLER CORPORATION ~ Parts Division 
P.O. Box 1718, Detroit 31, Michigan 


I'm interested in these new MoPar money-makers! Send more 
information on the Auto Lamp Merchandisers to: 


Name 
Address 
City 
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It’s been a long winter... many car 
owners have neglected their brakes. 
There IS a big need for brake service. 
Urge your customers to have you give 
their brake systems the Wagner Lock- 
heed “Spring Tonic” treatment. 


This is the Wagner Lockheed ‘Spring 
Tonic” treatment—check the brake 
fluid—add fluid or drain, flush and re- 
fill with Wagner Lockheed brake fluid 
when advisable. Pull a wheel—inspect 
brake parts and lining and when neces- 
sary, replace worn or defective parts 
with Wagner Lockheed parts and lining. 


Wagner Electric @rporation 


6362 Piymouth Ave., St. Lovis 14, Mo., U.S.A. 
(Branches in principal cities in the U. S$. and in Canada) 
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REFILL 

brake system with 
WAGNER LOCK- 
HEED BRAKE 
FLUID. It’s chemi- 
cally balanced... 
Surpasses the specifi- 
cations of the Society 
of Automotive Engi- 
gineers. Functions 
properly under all 
operating conditions. 
IT’S tops for quality. 
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Money with the Wagner Lockheed 


SPRING TONIC 


PROGRAM 


Wagner Ads inThe Saturday Evening POST 
stress the importance of safe brakes. Tie 
into this program to increase your sales. 














Customers Brake Systems 
3-R” Way i 


RELINE with WAGNER BRAKE 

LINING, BLOCKS or EXCHANGE 

hy SHOE SETS ... unsurpassed for quick, 
=) safe, smooth stops... Available in more 


than 100 width and thickness com- 
binations in rolls, segments, blocks and 
* sets... For further details on complete 


REPLACE line—write for Catalog AU-500. 


worn brake parts with new WAGNER LOCK- 
HEED BRAKE PARTS... Line is complete, 
Cylinders, pistons, springs, washers, cups, boots, 
hose, etc., are available for all makes and models 
of cars and trucks having hydraulic brakes. 
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CLIMB ON THIS BANDWAGON... 


For Folshing Profits. 


POLISH 
No. 1210 


No. 1224 


No. 1211 
No. 844 


The all new SIOUX-VENIR Servicer 
is a quality steel cabinet designed to 
store the complete SIOUX Polish set. 
It’s easily moved about and it’s made 
to stand on while polishing. When pur- 
chased with the complete No. 1224 
Polish Set there is no charge for this 
SIOUX-VENIR Servicer. 


When it comes to this business of polish- 





——— 


SIOUX-VENIR 
WAX 
No. 1222 | 


No. 1213 


ing, you can depend on SIOUX all the 
way through. Over 100,000 SIOUX 
Polishers are in use. The eye-catching 
SIOUX-VENIR Servicer, together 
with free window streamers, and wind- 
shield stickers, will help bring in more 
polish jobs. ThecompleteSIOUX Polish 
Unit will produce the finest finish with 
less time and strain, and with more 
profit per job. 


USE SIOUX ALL THE WAY THROUGH... 


STANDARD THE WORLD OVER... 


ALBERTSON & CO., INC. 
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SIOUX CITY, IOWA, U.S.A. 
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Now — the long-awaited FLASHERS . . . engineered by Signal-Stat for EVERY 
TYPE of signalling application. They said it couldn't be done, but here it is — 
a variable load Flasher for tractor-trailers that provides positive pilot action 
and properly flashes 1, 2, 3 or 4 lamps — and a circuit-breaker Flasher that's 
not subject te damage due to temporary shorts, for passenger cars and trucks 

.. that means greater signalling safety and far longer service than with 
the ordinary, run-of-the-mill variety! 


Universal 


Dispenser-Display Revolutionary, New 
Mounting Clip 


Carton Signal-Stat Flashers 


Tried and proven — it's no wonder that Signal-Stat Flashers are already 
standard, original equipment on millions of vehicles. There’s a complete, 
compact 6-12 volt line and a special #STS-1 packaged, minimum assortment 
that will take care of 100% of your 6-12 volt installations .©. now available 


to you with no strings attached . . . no tie-in sales. You will find the new 
Signal-Stat Flasher an important item for building good will, satisfied custom- 
ers, and extra profits. See your jobber or write for the new Signal-Stat catalog. 


Signal-Stat 


Always creating — never imitating 
DIRECTIONAL SIGNALS + SWITCHES « FLASHERS 


SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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Announcing New Auto-Lite 


ORIGINAL 


AUTO-LITE 


SERVICE PARTS 
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riginal Service Parts 


CABINET PROGRAM 


Easier Stocking, Faster Turnover=— 
Boost Sales and Profits on Every Job! 








New Original Electrical Service Parts Program 
reduces inventory, eliminates costly red tape. 






HERE’S WHAT YOU GET... 


2h COMPLETE AVAILABILITY of all Auto-Lite 





xX FAST-MOVING-PARTS CABINET specifically 


designed to match your original service parts 
needs. Readily expandable. 


4} BALANCED STOCK to meet your requirements 

results in smaller inventory investment and faster 
turnover. Stock is adjusted in each case to meet 
the service needs of your trade. 


Kx EASY TO USE INVENTORY CONTROL makes 
stock maintenance much simpler and more eco- 
nomical. New Auto-Lite Parts Standardization 
Program and new cross reference information 
widens application and reduces inventory invest- 
ment. New Auto-Lite simplified numbering system 
makes it easy to keep track of stock. Stocking and 
reordering are as simple as possible. 


Service Parts from a local source simplifies ordering, 
results in savings. 


K AUTO-LITE PARTS CATALOG, AEA Fast- 
Moving-Parts Book, Price Book, Auto-Lite Cross 
Reference Book, Wall Chart of Parts and Speci- 
fications are supplied as part of program. 


x REGULAR SERVICE INFORMATION BY MAIL. 
You receive up-to-the-minute electrical service 
news that keeps you up-to-date on technical, parts, 
and service information. 


xg NATIONALLY ADVERTISED and nationally 
recognized line means ready consumer acceptance 
. .. makes your selling job easier. 














SEE YOUR SOURCE OF SUPPLY FOR AUTO-LITE SERVICE PARTS 








PLENTY OF SPACE for all your fast- 
moving original equipment electrical parts. 
Clearly marked with replaceable cards 
showing parts numbers. Cabinet meas- 
ures 24” wide by 12” deep with 24” high 
base and 15” high top section. Dowel 
jointing permits easy addition of extra 
units. Two compartments in top section 
provide handy space for catalogs, refer- 
ences, and price books. Tools and instru- 
ments may be stored safely in other half 


of compartment. 
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AUTO-LITE 


SERVICE PARTS 


THE ELECTRIC AUTO-LITE COMPANY, Toledo 1, Ohio 
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LEO'S GARAGE 


AUTO REPAIRS ANDZZe* 





They'll all come back if you give ’em the best. When it’s 
a bearing job... just tell ‘em it’s TIMKEN”! ? 


A tasty free lunch might bring ’em in. 
But service for his car is your customer’s 
real interest. And the name that means 
tops in bearing service is “Timken”. 
So when your're replacing bearings, 
make sure your customer gets Timken® 
tapered roller bearings. ‘To keep ‘em 
coming back, point out the trade-mark 


“Timken” on every bearing. The 
Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable: ““Trmrosco”’. 


TIMKEN 


TRADE-MARK REG, U. S. PAT. OFF. 


‘ TAPERED ROLLER BEARINGS 


< 
WOT JUST A BALL (>) NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL AND THRUST -@)— LOADS OR ANY COMBINATION —@)— 
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HOME INDUSTRY 


YOU WANT ..... 


We've Got it! — 
_— 


~- > 
ey 
is, 
. ras) —— 
“2 + “DOUBLE-LOCK BOND”: 
\S 4 ; ORIGINATED IN DIXIE 
ww . } 





fe 


DY eux 

souTH SHOES RECONDITIONED 
j IN DIXIE 
Join forces with the SOUTH'S 
only BASIC RECONDITIONER ‘ ALUMINUM PAINT 
of BRAKE SHOES! Double your MADE IN DIXIE 
volume yearly — as we have! 
Compare our PRICES and 


QUALITY — and forget “im- \ 


porting”. 
BONDING ADHESIVE 


GROW WITH US—IN DIXIE! COMPOUNDED IN DIXIE 


6 TRUCKS 
OPERATED IN DIXIE 


261 N. C. and S. C. cities and towns 
given free delivery and pick-up weekly. 
Up to $3.00 two-way freight allowance ‘O) 


() 
elsewhere. oo UTH ERN 


OLITHERN Xs . 


FRICTION MATERIALS CO.— CHARLOTTE.N.C. 
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Rubbermaid 
Kar-RuGcs. 


FOR FRONT FLOORS 
Stylemaster Kar-Rugs 


The finest in front floor protection and beauty 
Fits all cars. Nine solid colors and four Cor 
fetti colors 


in new...exciting : SET NO. 8465 Retail $6.95 


CONFETTY 


FOR REAR FLOORS 
Stylemaster Kar-Rugs 


Matching beauty and utility for full rear floor 


colors protection. Solid and Confetti colors to match 
front Stylemasters 


SET NO. 8461 Retail $6.95 


FOR ALL FLOORS 

Kar-Rugs 
New—famous Kar-Rugs in packaged sets. Al 
ways a popular, fast seller in a quality and 
rofitable accessory. Nine solid and four Cor 
etti colors 


SET NO. 8452 (2-16"x18" mats) 
Retail $3.49 
SET NO. 8454 (2-18'x21" mats) 
Retail $3.98 


...- FIRST AGAIN 
WITH THE NEWEST 
. . multi-colored automobile 
mats that keep Kar-Rugs 
leading the trend. Be sure.you are out front in 


quality, style and profit-making by FOR REAR FLOORS 
Rubbermaid Kover-Alis 


depending on the famous original Complete Kar-Ruc Line 
Highest quality one-piece coverage. Matching 
design, border trims to fit all cars. In seven 
solid colors 


SET NO. 8465 IN COLORFUL DISPLAY BOX NO. 1450 Retail $4.98 


CONFETTI BLUE $ 95 
CONFETTI GREY RETAIL WOOSTER WHEELER 
No. 0848 portable display that 


CONFETTI! BLACK : rolls Kar-Rugs right to your 
CONFETTI TAN best traffic spot. Display can 


be yours without charge. Get 
details from your jobber 


WOOSTER, OHIO AND COOKSVILLE, ONTARIO 














How to sell Toledo Steel |SKY-RIDE| shock absorbers 


... and at a better profit, too! 


evRa 





Over one-half of all passenger cars on the road today need new shock 

absorbers. That’s a mighty big market, one that can mean a substantial Ty | Mest complete esles ond service 

increase in your profits if you go after shock absorber business with a J hf pual over enmnginen on Condiet 
erie . Toledo Steel off : h built / jj This 24-page manual includes 

sound, aggressive program. Toledo Steel offers you sucha program, bui ’ all you need to know about 

around the most saleable shock absorber on the market today — the shocks to improve sales and 

exclusive Toledo Steel Sky-Ride airplane-type shock. Toledo Steel’s =. 

program can mean not only more shock absorber volume, but a better ==.” 


profit return as well. 





profits. Available through your 
Toledo Steel Distributor. 


Selling Sky-Ride shocks is easy when you point out the 
many exclusive features that mean a smoother ride and 
longer life. Toledo’s display carton is a big help. 


Finding worn shocks is the first step toward a sale. Then 
tell the customer that he needs new shocks, and explain 
why this is important. 


; . - . os . ~* 
es ja See 


Your profit for installing a set of four Sky-Ride shocks is 
more than $10.00 for parts, plus your labor profit! All 
this for only about two hours work at the most! 


Installing Sky-Ride shocks is a simple matter. You don’t 
need special tools...justa good set of wrenches, pliers, screw 
driver. Occasionally you need penetrating oil and hammer. 


Sky-Ride assortments eliminate inventory problem, assure fast turnover! 


DA-500 ASSORTMENT 
covers 85% of all cars 
on the road. Six pair 
(12 shocks) plus display 
kit, catalog and manual, 


FORD (DA-502) and 
CHEVROLET (DA-501) 
ASSORTMENTS. Three 
pair (6 shocks) in each 
assortment, plus display 
materials, catalog and 
monvol. 


TOLEDO STEEL PRODUCTS 





6402 CEDAR AVENUE + CLEVELAND 3, OHIO 
Division of Thompson Products, Inc 
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De Soto gives you a 
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three... 


sales punch! 


Pad 


ONE .. . Fireflite—295 horsepower 

luxury liner. TWO . . . Firedome— 

270 horsepower profit maker, and THREE... 
245 horsepower FireSweep . . . 

the new-for-’57 value leader of 

the medium-price field . . . the conquest car of 
the year . . . a De Soto priced just above 

the lowest! Only De Soto dealers have 

three really-new cars covering 91% of this 
profitable, fast-growing price class. 

Fireflite, Firedome and the’all-new FireSweep 
. . three more good reasons why .. . 





IT PAYS TO BE A DE SOTO DEALER 
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NEW DU PONT M.0.A. 
STOPS BIG CAUSE OF | 


WITHOUT M.O.A. 


























Push-rod cover and oil screen 

















New Du Pont M.0.A. gives your customers what they want: 


@ Prevents noisy or sticking @ Gives quick, easy starts— 
lifters and valves maintains more constant viscosity 


@ Keeps rings, pistons and other e Keeps oil pressure steadier 
engine parts clean 


@ Prevents clogging of oil 
screens and filters 


@ Cuts costly engine repair @ Reduces gas and oil consumption 


e@ Keeps engine power and pep 
@ Gives smoother-running engine 


A new patented chemical discovery—contains no graphite or kerosene 


NEWEST OF THE DU PONT N° ‘7’ PRODUCTS 


From Chemical Research... for Easier Car Care 
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PREVENTS 


SLUDGE, 


ENGINE REPAIRS 


New chemical discovery keeps 
valves quieter, engine smoother- 
running, gives you repeat sales 


OU may have had to scrape sludge from around 

drain plugs at oil change. Certainly you’ve had 
your share of complaints about sticky lifters and 
noisy valves that can often be traced to sludge. 

Now, through 12 years’ research and over 4 million 
miles of road testing, Du Pont has finally solved the 
sludge problem. 

For the first time, you can wind up a lube job with 
a can of new Du Pont M.O.A. and be sure that no 
sludge will form under any driving condition. 

Your customers will notice the quiet, smoother- 
running engine and all the other benefits listed at left. 
In sales-test cities, M.O.A. proved it gets repeat 
orders. And you will see how well M.O.A. is working 
every time you check the oil. 


Dark oil — bright engine 


With Du Pont M.O.A., the oil turns dark within a 
few hundred miles. M.O.A. contains no graphite, and 
the blacking is not due to anything in the M.0O.A.— 
but to sludge formers that otherwise would stick to 
vital engine parts. 

What this darkening of the oil shows is that sludge- 
forming combustion products are now kept harmless 
with M.O.A. 

M.O.A. keeps these combustion products in harm- 
less form, suspended in the oil. So they drain out at 
oil change, instead of growing and sticking to valve 
lifters and other engine parts, and clogging oil lines, 
screen, filter and possibly starving bearings. 
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Big advertising support 


Du Pont is announcing this newest product in the 
No. ‘7’ line with pages in Life, the Post, and other 
leading magazines, as well as newspapers and tele- 
vision. Your customers will be asking about it. Tell 
them the facts—that new Du Pont M.O.A. is an addi- 
tive that really adds to the performance of every car. 
It’s a product you'll be proud to sell. 


REG. U. 5. paT. OFF 


BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 
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Here’s the lamp package designed with you in mind... 
and there’s no other package like it! 





NEW @) SPACE-SAVER PACK 


e Saves 30% in shelf space 
e No cover or flaps to open 
e No insert or platform to fuss with 
e Stacks easily— no round tops or bottoms 
e Easy identification of types 


Identification on both ends of pack 


e Bulbs removed by a flick of a finger 


THEY’RE ON THE WAY! General Electric SPACE- 
SAVER PACKS, in four sizes, hold complete G-E line of 
small bulbs. Available soon through your General 
Electric Wholesaler. And watch for G-E’s “SPACE MISER” 


metal rack deal—see it in this magazine—in Apmnil! 


Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 
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e Stock always looks neater 


e No more “dog-eared”’ cartons 
e You can count lamps at a glance 
e Space for price marking 
e Lamps fully protected from damage 
e Speeds up service 
e More space for other items 





Clumsy, messy, old-type cartons took up too much shelf space—space 
you needed for other items. Stock seldom looked neat. Fumbling with 
cover, flaps, platforms and inserts slowed service. Hard to know how 


many lamps left in a box. 


BBs Ee 
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Designed with you in mind, G-E SPACE-SAVER PACK gives you 
more space for other items. Bulbs are easy to see, and remove quickly. 
G-E SPACE-SAVER PACK stacks neatly. General Electric Co., 
Miniature Lamp Dept., Nela Park, Cleveland 12, Ohio. 
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THE GREATEST ...EVER 


You are cordially invited and especially urged to 
attend America’s finest and most complete 


Automotive event in 1957. 


e 
Internationa! 
A a 
utomotive 
@, © 
Exposition SPONSORED BY THE SOUTHEAST AUTOMOTIVE SHOW, INC. 


4, 


APRIL 25, 26, 27, 1957 
MIAMI 


DINNER KEY EXHIBIT BUILDING 
Concurrently with The Annual National Vint 
Convention of The Motor and Equipment \S 


Wholesalers Association. 


¢ America's leading Automotive Manufacturers will display V 
their complete merchandise lines . . . including the latest in- 
novations in Automotive Parts, Tools, Accessories, Shop Equip- \\ 
ment, Paints, Chemicals and other kindred lines. 


¢ With these many new and improved automotive devices, 
you can do a better, more efficient repair or replacement job 
. .- and in considerably less time. Inquire of the Manufacturer 
which of your neighboring Automotive Wholesalers stock this 
new equipment. Then place your order. You'll be dollars 
ahead. 


SHOW HOURS 
Thursday, April 25—1:00 P.M. to 10:00 P.M. 
Friday, April 26—1:00 P.M. to 10:00 P.M. 
Saturday, April 27—1:00 P.M. to 6:00 P.M. 


FREE ADMISSION... Simply register at our 
Registration Counter at the Dinner Key Exhibit 
Building and you will be issued an Identification 
Badge. 

NO OTHER SHOW OR EVENT offers you 

so much in educational advantages and improved working 

methods. 
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The N:A:P:A “Par 


reliable automo 


In the April 6th Issue of The Saturday Evening Post, 
your N*A*P*A Jobber is saying this to your customers: 





“Good repair shops prefer to use the best in parts, 
materials and tools. They know ¢hey can rely—as you 
can rely—on nationally advertised brands. 

“They know, too, that if you are to get your car back 
as quickly as you want, they cannot spend unnecessary 
time shopping from place to place for the parts it 
may require. They need that time to do the actual 
work on your car. 

“That’s why more and more repairmen are using 


tah is at eee S 
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Balkamp Carburetor Parts and Kits 

Now available for air-cooled engines, as well as passenger cars, 
popular trucks and tractors. The answer to fast, low-cost 
repairs on tune-ups or replacements. Finest quality, factory- 
matched parts—clear instructions and diagrams. With Balkamp 
you can cover the power mower, garden tractor, and outboard 
motor market, as well as cars and popular trucks. 


BALKAMP, INC. « INDIANAPOLIS, INDIANA 


parts and supplies that bear the N-A-P-+A Seal—the 
finest and most comprehensive group of nationally 
advertised brands available anywhere, from one source 
of supply.” 

If you are not already using this time-saving service 
provided by your N-A+P-A Jobber, visit him during 
the “N-A+P-+-A PARADE OF PaRTs”—see for yourself 
the service, the known quality and the national recog- 
nition he offers you. 


BRAKE LINING 


For Top Quality...and Profit 


Riveted or bonded, American Brakeblok brake linings are 
first in quality, easy to install, and profitable to stock. That’s 
why so many brake servicemen use American Brakeblok ex- 
clusively. American Brakeblok linings are available in bonded 
or riveted for all cars and light trucks, and in heavy-duty 
linings and thick blocks for trucks and buses. 


AMERICAN BRAKEBLOK DIVISION + DETROIT 9, MICHIGAN 


National Automotive Parts Association, Detroit, in behalf of the thousands of independent 
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Oh 

ES Rigg 

<s 


who supply the automotive repair trade from coast-to-coast with these—and many 
other—nationally advertised brands of quality automotive parts and supplies. 





Yd 
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F. 


® Only Nationally Advertised Parts and Supplies 
of Genuine Quality Are identified by This Seal 


@ They Are Backed by the Nation's Largest 
Independent Automotive Parts Organization 


® They Are Quickly Available for Cars, Trucks 
and Tractors of All Makes and Ages, from the 
Same Time Saving, Nearby Source of Supply 


a*f 


Frederal Ball Bearings 


Most complete ball bearing line for the automotive industry. 
Used as original equipment on millions of vehicles by leading 
manufacturers. Chosen by repairmen as the ideal replacement 
bearing. Federal Ball Bearings are dependable—backed by the 
dependable source of supply—your N+A-+P-+A Jobber! 


THE FEDERAL BEARINGS CO.,INC.- POUGHKEEPSIE, NEW YORK 


a a 


SENOUR 


PAINTS 


Automotive Finishes 


Martin-Senour’s highest-quality finishes—in the industry’s 
widest range of colors—help assure complete customer satis- 
faction! Best color match, best blend-in, best gloss. Factory- 
packaged or custom-mixed colors, thinners, reducers—every- 
thing you need to do the whole job! Use Martin-Senour prod- 
ucts exclusively! 


MARTIN-SENOUR, 2500 SOUTH SENOUR AVE. + CHICAGO 8, ILLINOIS 





Automatic Sales with Standard Seal Stocks 


Standard Oil Seal Service Stocks make it easy and profitable to 
follow car manufacturer’s recommendations—install new seals 
every time seals are removed. All fast moving numbers, auto- 
matic turnover. No. 6 stock: over 100 wheel seals for popular 
cars and light trucks. No. 7 stock, over 50 front wheel auto seals. 
Free metal cabinet, stock check card, catalog, price information. 


STANDARD SEAL COMPANY + COLDWATER, MICHIGAN 


CLUTCH PLATES 


Dana Products 
Just as practically all vehicle makers depend on DANA-made 
Products, you can depend on Spicer and “Mechanics-Type” 
Universal Joint Kits; Spicer Transmissions; Spicer Power 
Take-Offs and Joints, and Monmouth Clutch Plates. 


DANA CORPORATION + TOLEDO 1, OHIO 


means dependability 


db UNITED Hydraulic Brake Parts are replace- 


ment engineered and specifically designed to completely re- 
store the hydraulic brake system to peak operating efficiency. 
Automotive servicemen the world over have dependably 
applied UNITED brake parts for over a quarter century. Use 
UNITED. Your N+A*P-+A jobber features this brand. 


UNITED PARTS MFG. CO. - CHICAGO, ILLINOIS 


Famous Hand Tools 


The complete Line of top-quality, professional Tools designed 
for mechanics by mechanics—including the great new Auto- 
matic Transmission Tools that open up this money-making 
service field for you. Ask for New Britain Tools. They’re 
engineered to handle today’s repairs and service—faster for you! 


THE NEW BRITAIN MACHINE CO. + NEW BRITAIN, CONNECTICUT 
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nationally advertised brands for CARS, 


EXTRA QUALITY 
_FOR EXTRA GOOD 


Sell New Car Performance! 


For extra profit and customer good will, check 
Ignition Contacts and Condenser every 5,000 
miles; other electrical parts, every 10,000 miles. 
Please your customers and pocket the profits 
—install ECHLIN Quality Parts every time! 


ECHLIN MANUFACTURING COMPANY - NEW HAVEN, CONNECTICUT 


Corrosion-Balance’ 





FOR LONG LIFE - FOR LASTING POWER 
FOR CONTINUED QUIET 


Soundmaster Mufflers 


Soundmaster Mufflers last longer, and do their job better 
because the high performance built into these mufflers is pro- 
longed by ““Corrosion-Balance.” Attained by the proper use 
of Corrosion-Resistant Materials; by Temperature Control, 
and “Zonal Drainage” Soundmaster’s Corrosion-Balance as- 
sures customer satisfaction on single or dual systems. 


DE KOVEN MANUFACTURING COMPANY ~- RACINE, WISCONSIN 
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TRUCKS, TRACTORS + ALL MAKES + ALL AGES! 


Allied Motor Parts 


When new engine parts are needed, look to Allied and your 
N-+A-*P+A Jobber for the finest of parts, the fastest service 
and the most comprehensive coverage. The plants which pro- 
duce Allied Motor Parts are all specialists in their fields, with 
engineering “know-how,” production facilities and manufac- 
turing capacity unsurpassed in the industry. 


ALLIED MOTOR PARTS COMPANY ~- DETROIT, MICHIGAN 


Vv Requires only 18"x 18” 
of floor space 
Vv Completely portable 
Vv For indoor or 
outdoor use 


Put the Spotlight on SAFETY SERVICE 


This new portable Displaymobile turns your Trico Stock 
Organizer Cabinet and Vis-U-Lid into a movable Wiper- 
Washer service department. It’s a step-saver, a sales-maker . . . 
puts your merchandise where the car owner will see it. Use on 
service floor, lubritorium, or roll out to island near gas pump. 
Available free of charge with a small stock of arms or blades. 


TRICO PRODUCTS CORPORATION - BUFFALO 3, NEW YORK 
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Duckworth Timing Chains 


Often a “ring” job isn’t the complete answer to motor “‘pep’ 
. .. the kind your customer expects. Check the timing chain 
for wear and stretch. If replacement is needed recommend 
Duckworth (R) Monoflex Timing Chains for top motor per- 
formance, with gas and oil savings as an extra bonus. Result: 
“repeat” business that comes from real customer satisfaction. 


CHAIN BELT COMPANY + SPRINGFIELD, MASSACHUSETTS 


> 


B«K Automotive Brushes 


Here is the complete line of brushes for every automotive use— 
all available from one convenient source, your NeA+P-A 
Jobber. Paint and Varnish Brushes; Engine and Parts Brushes; 
Wheel and Fender Brushes; Grill and Spoke Brushes ; Fountain 
Brushes; Revolving Brushes; Tire Brushes; Whisk Brooms and 
Floor Brushes. For brushes, see your N*A*P*A Jobber. 


BK SERVICE PRODUCTS + INDIANAPOLIS, INDIANA 


Allied-Monmouth Chassis Parts 


In Allied-Monmouth Chassis Parts, N* A+ P+A Jobbers offer 
a complete line engineered and built to original equipment 
standards in materials and tolerances. Includes Wheel Sus- 
pension Parts, Coil Springs, Steering Parts, King Bolt Sets, 
Shackles, and Ball-Joint Suspension replacements. Make your 
N+A+P+A Jobber your headquarters for Chassis Parts. 


ALLIED MOTOR PARTS COMPANY - DETROIT, MICHIGAN 


MODAC Fan Belts 
--- The FINEST...For CAREFREE DRIVING 
Keep your car purring at its peak with MODAC fan belts. 
MODAC fan belts are engineered for miles of safe, serene 
driving. Check your fan belt now. Signs of wear could mean 
failure and costly, time-consuming trouble ahead. Change it 
to MODAC . . . the finest fan belt made. 


HAYWOOD INDUSTRIES + WAYNESVILLE, N. C. 
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Visall Safety Products 


Quality material . . . skilled engineering . . . know-how manu- 
facturing. Turn Signals, Turn Signal Switches. Clearance 
Marker, Fog and Driving, Backup, Utility, Emergency, Stop 
and Tail and Stop Lights. Passenger Car Mirrors. Truck Mir- 
ror Arms and Heads. Reflectors, Liquid and Reflector Flares. 
Safety Equipment for all Vehicles. 


VEHICLE PRODUCTS COMPANY ~- CINCINNATI, OHIO 


Briggs “Hydro-Muscle’’® Ride Control 


Car owners don’t understand “shock absorbers.” What they 
want and will buy is Ride Control—Briggs ““Hydro-Muscle” 
Ride Control. A year-round safety necessity. Ask your jobber 
for the high-profit, fast-action assortment of 12 Briggs 
““Hydro-Muscles”—potent Muscle Man selling tools included 
FREE to tie in with big-space national ads. 


THE BRIGGS SHOCK ABSORBER COMPANY - CLEVELAND, OHIO 


“PARADE OF PARTS” 


TROUBLE STARTS 
when you can't STOP 


Embarrassing? You Bet! 


But that’s not ail. In the staggering national highway acci- 
dent and death toll, faulty brakes are the chief contributing 
factor in collisions resulting from mechanical failure. When 
replacing brake system components, do it for sure. Use brake 
parts genuinely designed and engineered for replacement. 
Specify UNITED. 


UNITED PARTS MFG. COMPANY + CHICAGO, ILLINOIS 


; 


Monmouth Clutch Plates 


Monmouth Clutch Plates have long been famous in the auto- 
motive industry for their patented super-cushion action . . . 


their precision manufacture . . . and their excellent perform- 


ance record. They are typical in quality and engineered 


performance of the complete line of DANA products. 
DANA CORRORATION + TOLEDO 1, OHIO 
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Dittmer Transmission Gears 


Since 1919 Dittmer Transmission Gears have kept automobiles 
and trucks operating all over the world. DitrMeR products are 
recognized everywhere as top quality. They are truly “Second 
to None” in mathematical accuracy, metallurgical treatment 
and appearance. 


DITTMER GEAR & MFG. CORP. - LOCKPORT, NEW YORK 


BxK-Plews Oilers and Spouts 


The pistol-type oilers in the BkK-Plews line cover every service 
requirement. Leakproof—seamless—with deep-drawn bottoms 
and welded steel spouts; available individually, or in sets with 
wall bracket. Can spouts—sharp, long-wearing—range from 
small individual sizes to the largest with flexible tubing for 
automatic transmissions. 


B*xK SERVICE PRODUCTS + INDIANAPOLIS, INDIANA 


Use Belden—the Wiring Line that’s complete for all service 
jobs—easy to stock—at a surprisingly low investment. Easier 
application means faster replacements. Belden Wire and Cables 
are engineered for modern cars, trucks, and buses—the line 
most servicemen use. Ask your Jobber Salesman. 


BELDEN MANUFACTURING COMPANY + CHICAGO, ILLINOIS 


HEAVY DUTY 


— = 


Puritan Brake Fluid 
Protect your customers—Protect your profits. Only the best 
brake fluid is good enough for your customers and you can 
afford to handle and sell only the best—Puritan Super 60. It’s 
the top quality, top performance heavy duty brake fluid that 
meets and exceeds SAE Specification 70R1 by a wide range! 


OLIN MATHIESON CHEMICAL CORPORATION - BALTIMORE 3, MD. 


NAPA "PARADE OF PARTS" (continues) 





of Parts’ ¥"... 


nationally advertised brands for CARS, TRUCKS, TRACTORS + ALL MAKES « ALL AGES! 


SELLING & SERVICE 
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VISUMATIC e Visual stock control « Room for expan- 
sion ¢ Perpetually balanced stock « Annual moderniza- 
tion e Guaranteed against obsolescence ¢ The part you 
want when you want it— 


ECHLIN MANUFACTURING COMPANY + NEW HAVEN, CONNECTICUT 
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MARTIN-SENOUR 
SPRAY PAINTS 


RT es 


Easy to Apply, Quick Drying! 
Now—Martin-Senour’s famous-quality automotive and home 
paints come in big, best-selling 16-oz. spray cans! Easy to 
apply . . . quick-drying to a beautiful, high-gloss, hard finish. 
The industry’s widest range of popular spray paint colors! 
Stock them, sell them . . . build repeat sales. See your jobber 
today! 

MARTIN-SENOUR, 2500 SOUTH SENOUR AVE. - CHICAGO 8, ILLINOIS 
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Thomson Thermostats —the complete line 
To all cooling systems, Thomson Thermostats bring the 
advantages of the tight-sealing, trouble-free poppet valve. For 
pressurized systems, the revolutionary “HP” Stat with the 
exclusive reverse-action valve. . . . For other systems, the 
Thomson Electrofused bellows-type. Both widely used by 
vehicle makers—meet or surpass original equipment standards. 


STANDARD-THOMSON CORPORATION -~ VANDALIA, OHIO 


For Bigger Service Profits... 


Use Genuine DETROIT Repair Kits 


Each Repair Kit contains all the parts required to overhaul 
one Detroit Universal Joint. 

Detroit Service Parts are produced by the manufacturer of 
the original equipment—your assurance of perfect fit, easy 
installation and customer satisfaction. 


DETROIT UNIVERSAL DIVISION + DEARBORN, MICHIGAN 
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Now Available in Harmonizing Colors 


Prospect Floor Mats fit better and wear longer because the ex- 
act shape of the car floor is permanently built into the mat, and 
because they are constructed of the same quality materials 
supplied to car manufacturers. Easier to install because holes 
for pedals, accelerator, etc., are pre-punched accurately. Now 
available in blue, green, or gray for late model cars. 


PROSPECT RUBBER CO. - CLEVELAND, OHIO 


( BARREL 


ROLLER |) 
RARITAN Roller Bearings 


Raritan’s through hardened Barrel Bearing races and rollers 
made of high alloy electric furnace steel are metallurgically su- 
perior and dimensionally correct. Flexible and self-aligning, 
they withstand overloads imposed by shaft deflection and 
misalignment at today’s higher power and speeds. Every time 
you replace a Barrel Bearing, replace with a superior Raritan. 


RARITAN BEARING CORPORATION - WEST TRENTON, NEW JERSEY 


NAPA 


Soundmaster Exhaust and Tail Pipes 


For safety’s sake, always check the exhaust and tail pipes 
when you check the muffler. Leaks, rust, fractures and loose 
connections can expose customers to the dangers of deadly 
“C.O.,” just as much as a rusted-out muffler. For prompt, com- 
plete service, see your N*A+P+A Jobber for Soundmaster 
exhaust and tail pipes—engineered to fit, built to endure. 


DE KOVEN MANUFACTURING COMPANY - RACINE, WISCONSIN 
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Balkamp Valve Tappets 


The Balkamp line of Valve Tappets is the most complete in the 
industry. Includes both Mechanical and Hydraulic Tappets 
built to the finest oviginal equipment standards of materials, 
design and dimension—plus the time-saving adjustable tappet 
for Ford engines, designed and produced by one of the leading 
original equipment makers. 


BALKAMP, INC. + INDIANAPOLIS, INDIANA 
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Stock all 7 in ‘37 


With the introduction of new rim sizes and wheel cover de- 
signs on many 1957 cars, you'll now need all 7 Bridgeport 
Snap-In Valves plus 3 valve extension models to give com- 
plete tubeless tire service. And, for fast, easy valve replace- 
ment, you'll also want a supply of handy Bridgeport #506 
Inserting Tools. Order them from your N-A+P+A Jobber today. 


BRipcerert 
BRIDGEPORT BRASS COMPANY - BRIDGEPORT, CONN. 





Freer Bumper Lifts 


Whether you prefer a hydraulic or mechanical one-end bumper 
lift for fast service, it is available in the FLeet line of jacks. In 
addition to these popular service models, you can get 36 other 
sizes and types of Freer hydraulic or mechanical jacks for 
every lifting requirement from your N-A+P+A Jobber. 

EDGEWATER AUTOMOTIVE DIVISION - ST. JOSEPH, MICH. 


Monmouth Engine Bearings 
MICRO AND CLEVITE 77 
Designed Right—by the engineers who design most original 
equipment. 
Made Right —by the world’s largest bearing manufacturer. 
Sold Right —N-+A-P<A service. 
CLEVITE SERVICE DIVISION + CLEVELAND, OHIO 





Other NAPA Lines 


CELORON® Timing Gears 
Continental Fibre Division, Cleveland, Ohio 
CLEVELAND Universal Joints 
Cleveland Steel Products Corporation, Cleveland, Ohio 
HAARTZ-MASON Friction Tape 
Haartz-Mason, Inc., Watertown, Massachusetts 


K. ©. LEE Valve Seat Inserts 
K. O. Lee Company, Aberdeen, South Dakota 


MICROTEST Automatic Transmission Parts 
and Kits for All Cars 
MicroTest Gear Company, Indianapolis, Indiana 
MICROTEST Axle Shafts 
MicroTest Gear Company, Pottstown, Pennsylvania 


MICROTEST Drive and Pinion Gears - Flywheel Gears 
Balkamp, Inc., Indianapolis, Indiana 
MODAC Auto Mats 
Wooster Rubber Company, Wooster, Ohio 


MODAC Service Hose and Splash Guards 
B. F. Goodrich Company, Akron, Ohio 


ROCKFORD Fasteners, Screws, Bolts and Nuts 
Rockford Screw Products Company, Rockford, Illinois 


TALENT Power Tools 
SKil Corporation, Chicago 30, Illinois 


ZOLLNER Heavy-Duty Pistons 
Zollner Machine Works, Fort Wayne, Indiana 
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man 


on the first team! 


He makes the most of modern selling methods! 
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On announcement day Chevrolet dealers have been known to use every- 
thing from a parade of live elephants to a live TV show in the dealership. 
A Chevrolet dealer knows how to merchandise and advertise to bring 
people into his showroom, and he knows how to make sure most of them 


drive out in new Chevrolet cars or trucks. His record of sales leadership 
over the past twenty years proves that he’s a crack salesman with a quality 
product. He knows how to attract customers, but best of all, he knows 


how to make customers happy, and keep them that way! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


Chevrolet Dealers and Chevrolet 


THE FIRST TEAM IN THE AUTOMOBILE INDUSTRY 


Want more facts? Use Reader Service Card Page 132 SOUTHERN AUTOMOTIVE JOURNAL for March 1957 





Your old, worn-out chisels and punches are 
worth $5°” on this new Sirap-913 set 








SPECIAL 


* 


TRADE-IN OFFER 


From March 15 to May 15 your Snap- 
on man will give you a generous trade- 
in allowance of $5.00 for your old, 
worn-out tools on a brand new Snap-on 
chisel and punch set. Take advantage 
of this low-cost way to weed out those 
old “has-beens” — get this bright new 
set of clean-cutting, sure-driving Snap-on 
chisels and punches that will handle over 
90 percent of your chisel-punch jobs. 














got Reet pe A ER Te kB Ramo 2s Papeete, 
SNAP-ON TOOLS CORPORATION 


8052-C 28th Avenve @ K ha, Wi 
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Now from the maker of more than 100,000,000 thermostats 
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Designed specifically for today’s high-pressure cooling systems! 


Harrison’s new poppet pellet thermostat brings all the advantages 

of the conventional pellet-type stat plus a revolutionary reverse-action 
valve feature which permits a more uniform, free flow of water. 

And with no soldered joints and no hinges, this new Harrison thermostat 
gives extra-rugged, extra-dependable service—assures accurate 
temperature control for modern high-compression engines 

under the most severe operating conditions. This is typical 

of the many advances made by Harrison, makers of over 

100,000,000 thermostats. Stock Harrison poppet pellet thermostats. 
Order from your United Motors Service distributor or zone office. 


Watch WIDE WIDE WORLD Sundays on NBC-TV 


= I 7ARRBOL 
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RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 
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Why do most mechanics prefer the 
replacement bearings in the black and red box? 


Your own experience will tell you why. They know they’ll get 

exactly the right standard or undersize bearing for any recondi- 

tioning job . . . because only the Federal-Mogul line of service 

bearings is truly complete! They know the quality is right . . . 

they’ve been proving it on millions of overhauls for 33 years! They — 
know their jobber is backed by fast service from our nation-wide a 
network of warehouse stocks. No wonder that the black and red —~ —— 
box is your best bet for every replacement bearing requirement! FEDERAL-mogy 


1508 $B-20 
FEDERAL-MOGUL SERVICE SOCTETITITT 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


RESEARCH e¢ DESIGN ¢ METALLURGY «¢ PRECISION MANUFACTURING ¢ SERVICE 
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Only NEW FORMULA 


REG. U.S. PAT. 


" §coTcH Brand has the magic touch — 


GOES ON STICKS STRIPS OFF 
SO EASY! SO TIGHT! SO CLEAN! 


New Formula “Scotcn” Brand 
Masking Tape — with the MAGIC 
TOUCH — is the surest and fastest 
way to turn out top-notch two-tone 
and overall paint jobs. It goes on 
so easily ... sticks so tight . . 
comes off so clean. 

Look for the red 

plaid on the core! 








NEW FORMULA 


REG. U.S. PAT. OFF. 


SCOTCH * 


BRAND 


Instant adhesion . . . complete flexibility 

... dead stretch... thin... easy unwind MAS e | N G TAPE 
. tight grabbing adhesive. Order new 

formula “Scotcn” Brand from your 3M 

jobber ... ask for it in new “Rak-A-Tape” 


shown above. Keeps tape handy, easy to 


reach, yet out of way. 
enone, - 
The terms “Scorcn” and “3M” and the plaid desi a or ah aoe trademarks of Minnesota Mining and Manufacturing Co., St. Paul 6, 3M J 
sea 


Minn. Export Sales Office: 99 Park Ave., New Yor! In Canada: P.O. Box 757, London Ontario. 


..a 3M Automotive Product 
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BRAKE LININGS and LINED SHOES 





For both power and manually operated brakes 


Raybestos lining will stand up under the most critical demands of today’s high-powered cars and congested 
traffic conditions! New manufacturing processes, new compounds, new resins, new binders, new high-speed 
proving ground testing, plus new “‘fire band” grooving for some cars, all combine to give Raybestos lining 


e New Quiet Performance e New Heat Resistance e New Positive Safety 
e New Long Life e New Fade Resistance e New Braking Power 


New Improved Raybestos PG Sets (left) and “Contour Ground” Lined Shoes are factory packaged for every make and model car. 


See your Raybestos jobber today for full details on how a POINT 
YOU CAN SELL EVERY CAR YOU SERVICE THE Shaybeiles a BRAKE 
CHECK 


includes adjustment 


Reline with 
1. Pull front wheels and inspect linings 


2. Check brake drums 
3. Inspect front wheel bearings 
4. Clean brake assembly 
AMERICA’S BIGGEST SELLING FRICTION MATERIAL 5. Check hydraulic system 
RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 6. Adjust beahes or recommend evaline 
Ry RAYBESTOS-MANHATTAN, INC., Brake Linings « Brake Blocks « Clutch Facings « Fan Belts « Radiator Hose « In- 7. Road test brakes 
dustrial Rubber « Mechanical Packings « Asbestos Textiles « Engineered Plastics « Sintered Metal Products « Rubber 
Covered Equipment « Laundry Pads and Covers « Abrasive and Diamond Wheels « Industrial Adhesives ¢ Bowling Balls You get paid for every car you check! 
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TUDEBAKER 


PONTIAC 


DEPEND ON 





LUBRICATING 
EQUIPMENT 





AROLUBE SERVICE REELS 


Overhead service for chassis, gear, 
A.T.F., motor oil, water and anti- 
freeze. 


There's 2 
reason 


it's AAR © use EQUIPMENT 


for more and more car dealers 


With ARO Reels overhead, you step up efficiency on every lube 
job ... keep floor areas clear . . . save time, steps and effort. 
Also, Aro’s eye-to-the-future styling helps to merchandise this 
service to your customers. Another big plus—Aro-engineered 
dependability! 

Feature by feature, ARO helps ring up top lube profits for car 
dealers, garages, and service stations everywhere. Whatever 
your needs—Arolube equipment is the money-making answer! 
See your Automotive Wholesaler. 

THE ARO EQUIPMENT CORPORATION © BRYAN and CLEVELAND, OHIO 

Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. 


Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


® 
LUBE EQUIPMENT 
Automotive—Farm—Industry 
Also... Air Tools . . . Aircraft 
Products . . . Grease Fittings 
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of course I use Pedrick Formflex rings 


what else 7 Formflex rings are all-purpose! No mat- 


SOUTHERN AUTOMOTIVE JOURNAL for March 1957 


ter what the condition of the engine, whether the 
wear is great or small, they do the job and do it 
well. No other piston ring can be used with such 
confidence as Pedrick Formflex Chrome. 


PISTON RINGS 


WILKENING MANUFACTURING CO., Phila. 42, Pa, 
IN CANADA: Wilkening Mfg. Co. (Canada), Ltd., Toronto 
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Walker increases 


(under severest 


These two mufflers designed by Walker for the same vehicle were 
both road tested on the ‘‘cold side’’ of a dual system under normal, 
low speed driving—the most severe of all corrosion conditions. 


After 8 months, this 
test muffler with 
standard steel 
internal parts was 
completely 
destroyed by 


internal corrosion. 


After 24 months 
(21,989 miles), this 
current Waiker 
Silencer was still 
intact, inside 


Fale meleht 


Why did the first muffler lose the battle to Internal 
Corrosion while the current Walker Silencer 
designed for the same vehicle resisted internal 
Corrosion ALMOST THREE TIMES LONGER? 


This comparison demonstrates the principles which Walker 
engineers are applying to solve the acute corrosion conditions 
resulting from higher horsepower engines and dual exhaust sys- 
tems. Because it is not necessary for normal, muffler life on 
older single system cars, not all Walker ‘ ‘Precision- Tuned” 
Silencers have corrosion-resistant materials and Inter-Chamber 
Drainage—nor do all Walker Silencers with corrosion-resistant 
materials and Inter-Chamber Drainage necessarily show a 300% 
increase in life. 

Most Walker ‘‘Precision-Tuned” Silencers created for cars 
factory-equipped with duals are built with Inter-Chamber 
Drainage and use corrosion-resistant materials at critical points 
to extend useful life to the greatest practical degree. 
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muffler life 300% 


driving conditions) 


The reason for this dramatic increase in muffler life was the Right Com- 
bination of two great Walker contributions to longer muffler life. 





The proper use of MODERN 
CORROSION-RESISTANT 

MATERIALS on internal and 
external parts, as required. 


When severe corrosion conditions are present Walker 
uses two special materials adaptable to muffler pro- 
duction having the greatest resistance to corrosive 
engine condensate. These two special materials— 
ALUMINUM COATED STEEL and Hor-Diprep Zinc 
CoaTED STEEL have from 200% to 400% GREATER 
CoRROSION RESISTANCE than plain steel. In designing 
Walker ‘‘Precision-Tuned’’ Silencers, corrosion 
resistant coated materials are used wherever and when- 
ever necessary, inside and out—in accordance with 
car factory standards. The third basic material, steel, 
is used where the problem of corrosion is at a mini- 
mum. The choice of proper materials is based upon 
the severity of the operating temperature and the cor- 
rosion problem 


The new and advanced 

Walker principle of design— 
“ACOUSTICALLY CONTROLLED” 
INTER-CHAMBER DRAINAGE. 


*‘Acoustically -Controlled’’ Inter-Chamber Drainage 
is an advanced internal design developed by Walker 
research which prevents the trapping of engine conden- 
sate in isolated muffler chambers where rapid corrosion 
can take place. Walker Inter-Chamber Drainage per- 
mits any collected moisture to flow from the cooler 
moisture collecting areas of the Walker Silencer into 
hotter moisture dissipating areas where the corrosive 
condensate is carried away by the dynamic wiping 
action of the hot gas flow, reducing internal corrosion 
to a minimum. 


WALKER “PRECISION TUNED" SILENCERS 
HAVE THE RIGHT COMBINATION OF ALL 
THINGS FOR LONGER MUFFLER LIFE 





recision Tun 


WALKER MANUFACTURING COMPANY OF WISCONSIN « RACINE, WISCONSIN 
Exhaust Silencers « Oil Filters « Jacks 
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BUICK 


PONTIAC 


Only 3 POWER TIP numbers give you complete coverage of all 
General Motors cars with overhead-valve V-8 engines* 


Now you can take full advantage of the high-horse- 
power GM market with only three numbers of 
Auto-Lite Resistor Spark Plugs with Power Tip! And 
only six more numbers give you complete coverage 
of all these cars with overhead-valve V-8 engines 
and most overhead-valve 6’s—Buick, Cadillac, 
Chevrolet, Chrysler, De Soto, Dodge, Hudson, 
Ford, Imperial, Lincoln, Mercury, Oldsmobile, 
Nash, Packard, Plymouth, Pontiac, Rambler, 


Studebaker. 


Only Power Tip “fires up” high-horsepower, high- 
compression engines for top performance at all 
speeds . . . and here’s why. At low speeds the pro- 
jecting Power Tip gets hot fast, operates hotter to 
burn away fouling deposits which ruin ordinary 


plugs in city driving. At high speeds the Power Tip 
takes full advantage of the cooling intake gases to 
check power-wasting pre-ignition. 


When you install Power Tip, you are sure the job 
will give the satisfaction your customer expects 


. at all speeds. 


Stock up on Power Tip today. Be sure you have 
plenty of Auto-Lite Resistor Spark Plugs with 
Power Tip, in both 14 and 18 mm. sizes. Remember, 
too, that Auto-Lite makes a complete line of 
Standard and Resistor Spark Plugs for all cars and 
Transport Spark Plugs for trucks and tractors. 

*And most overhead-valve 6's 


ORDER FROM YOUR WHOLESALER TODAY! 


THE ELECTRIC AUTO-LITE COMPANY TOLEDO 1, OHIO 





AUTO-LITE 


RESISTOR SPARK PLUG WITH 

















OLDSMOBILE 


POWER TIP GIVES UP TO 5 ADDITIONAL 
HORSEPOWER COMPARED TO NEW 
STANDARD TYPE SPARK PLUGS! 


Dynamometer tests prove 
that Power Tip gives up to 
5 additional horsepower 
compared to NEW STAND- 
ARD TYPE SPARK PLUGS op- 
erated in the same engine 
under identical conditions. 
Gain in horsepower is due 
to the protruding tip that 
provides more effective 
initiation of combustion. 


Introduction of Power Tip 
a year ago was preceded by 
five years of laboratory and 
road-testing research. Since 
then millions have been 
installed by dealers in the 
United States, Canada and 
many foreign countries. For 
the second year Power Tip 
has been specified as origi- 
nal equipment on Chrysler, 
Imperial, De Soto, Dodge 
and Plymouth V-8’s. 





“And while you’re here let’s 
look at the brakes” 


SEE the difference. Distinctive Grey- 
Rock brake linings look different—are 
different. You can see it in the many 
different types of linings Grey-Rock 
combines in sets engineered to give 
balanced brake action and longer 
lining life. 


SHOW the difference in distinctive 
Grey-Rock woven and molded combi- 
nations. Where used, they provide far 
better brake action than molded linings 
alone. In other Grey-Rock. sets, all- 
molded types give best results. 


Get them to let you P-L-S 


e a wheel re at the brakes Sim them what’s needed 


t’s a tried and proven way to find 
profitable brake repair jobs 


Most car owners will welcome a P-L-S brake inspection. Figures show that 
six times out of seven they'll let you pull a wheel. When you can show them 
what’s needed, it’s easy to get the job. And they'll appreciate your interest 
in their safety. 

If a reline is needed, give your customers Grey-Rock Balanced Braksets 
for driving safety and long wear—the linings with the difference you can 
see, show and sell! 


SELL the difference. When you can see 
and show the difference, you can se// 
the difference. Explain how different 
shoes, even in the same brake, do 
different work, and why different types 
of lining are necessary for balanced 
brake action and long wear. 


See the new Grey-Rock Brake Service movie. Experts 
say it’s the best film on brake service ever made. 


Ask your Grey-Rock jobber about the new P-L-S Plan. He has facts and figures to prove it can make more money for you. 


“Grey-Rock... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS - TRUCKSETS - BRAKE BLOCKS - VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., MANHEIM, PA. 


Consistently advertised 
in 
The Saturday Evening 


POST 


RAYBESTOS-MANHATTAN, INC., Brake Linings + Brake Blocks + Clutch Facings + Mechanical Packings +» Asbestos Textiles + Industrial Rubber 


Sintered Metal Products + Engineered Plastics « Rubber Covered Equipment + Abrasive and Diamond Wheels « Laundry Pads and Covers +» Bowling Balls 
Industrial Adhesives 
































pts prospects are going to 
get more buttering up this 
year than perhaps in quite a spell. 

Car dealers and independent 
garage operators pretty well 
spelled out the picture in replies 
to a questionnaire mailed last 
month to 800. 

The necessity for more attention 
to the shop activity was indicated 
by the fact that only 55% said 
they expected shop volume in 
1957 to top the 1956 figure. Ten 
per cent said they expected a 
downturn (generally of a mild de- 
gree) and 35% reported 
they were looking for 
the same volume as last 
year. 

These _ percentages 
were fairly well in line 
with the figures 
chalked up in shop op- 
erations for the first 
month of this year. 
Compared with Janu- 
ary 1956, 53% said 
their shop volume was 
up (generally around 
10%, although some 
were as high as 30%), 
234%2% said the service 
business was the same 
and 23%% reported a 
decline. 

Homer W. McLeod, 
the veteran Dodge- 
Plymouth dealer of 
Greenwood, Miss., stat- 
ed the case for the op- 
timists in brief lan- 
guage. His expectations 


The car’s entire air-conditioning 
be checked now before the warm months roll in. 
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A Reader Su 





are for 15% more shop volume 
this year. His January business 
was up 10%. 

To promote his shop, the best 
thing is to “do a good job. Show 
interest in the customer!” 








system should 


SOUT ERN 
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Customer 
s Queen 
in Shop 






The general manager of a Chev- 
rolet dealership in a small south- 


eastern town experienced the 
same volume in January as a year 
ago. But he is looking for a 10% 
rise for the year. Asking that his 
name not be published, he com- 
mented: 

“We do not claim to be the 
cheapest shop in town. We adver- 
tise finest quality, fairest prices, 
fastest service. We don’t lower 
our quality by advertising price 
and long deals. 

“Our most successful advertis- 
ing program last year 
was: 

“Each week for five 
weeks we ran a special 
ad on each phase of our 
service department, 
such as front-end align- 
ment, motor overhaul, 
body and fender repair 
shop, with pictures of 
each of the individuals 
working in each depart- 
ment. 

“The last week we 
combined all the ads in 
one for a complete pic- 
ture and copy about 
our entire business. 
Public comment was 
terrific. We plan to re- 
peat this in March.” 

The yellow section of 
the phone book, radio, 
TV, newspaper ads and 
direct-mail are among 
the promotions being 
planned on as great or a 


63 














This folded card, enclosed in a 
small, plain, white envelope, is 
sent to car purchasers on the first 
anniversary of the purchase from 
Fred Jones, Inc, (Ford), Oklahoma 
City, Okla., where shop volume is 
up 5% this year over last year, ac- 
cording to General Manager H. B. 
Jackson. 


larger scale this year by quite a 
few companies. 

But personal contact — from 
management directly to car own- 
er—will be relied on quite heavily 
by many smaller operators. For 
example, James F. Byrd of Byrd’s 
Garage, Enterprise, Ala. will 
stress “making sure the customer 
is told all about what is used on 
his car, the cost of it and also be- 
ing sure he or she understands 
when a high-priced machine or 
piece of equipment has to be used 
in checking or adjusting some part 
of the vehicle. 

“Some customers think labor is 
too high if you don’t tell them 
about these things, especially new 
customers who have already been 
stuck before and are expecting it 
again,” 

He’s expecting a drop of 10% 
in shop volume this year, the 


amount of his decline in January. 





To boost his business by 10% 


this year (and it’s already up 
10%), John Warriner of War- 


riner’s Garage, Pine Bluff, Ark., is 
hiring extra mechanics “to give 
better ‘quicker’ service and to get 
the job out on time.” These are 
among the best means of expand- 
ing his shop’s sales, he said. 

Among the bigger car dealer- 
ships of the Southwest reporting, 
an optimistic tone was clearly 
evident, backed up with programs 
to encourage the business to come 
in. 

General Manager H. B. Jackson 
of Fred Jones, Inc. (Ford), Okla- 
homa City, Okla., said his volume 
was up 5% in January and he ex- 
pected this increase for the year 
over 1956. 

A heavy program of direct mail 
has been underway there and will 
continue, as can be said of Fuller- 
White Chevrolet Co., Tulsa, Okla., 
which long has been known for 
extensive promotion of shop facili- 
ties. 

Vice-President W. L. Wagner 
said the 15% rise in January 
should hold true for the entire 
year. 

“We send a mailing every month 
to car owners and service sales- 


men daily make phone contacts 
with dormant customers,” he re- 
ported. 


J. S. Fisher of Fisher Motor Co., 
Okemah, Okla., listed a 30% up- 
turn in shop business for January 
and said he anticipated a 25% in- 
crease for the year. 

“We have discontinued handling 
new cars and are going to concen- 
trate on service; therefore we ex- 
pect to have more time available 
for customer servicing,” he said. 
“This time we used to have to 
spend on free new-car service.” 

“Satisfying the customer on job 
and prices’ will be stressed by 
Pickwick Garage Co., Kansas City, 





‘ 
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We the y 
py your car is not entire- 

ty “satisfactory, I -a 

While working on your car we noticed 

ios Ge deliowind week to-assted. To get 

Figen Aemrd me | ne in perform. 
economy safety, we suggest you 

have this taben care of immediately. 


(Turn card over for Maintenance Guide) 





On the reverse side of this card, 
designed to attach to steering 
wheel or to button on dashboard. 
is a “maintenance guide” for 20 
different service and lubrication 
operations. 


Mo., according to Fred J. Schroe- 
der. Shop volume there declined 
3% in January and the same vol- 
ume as in 1956 is anticipated this 
year. 

To assure proper handling of 
customers, an Arkansas Ford deal- 
er reported he held weekly meet- 
ings of all employes. His volume 
was up 3% in January and he ex- 
pected a rise for the year over last 
year. 

Garage operators particularly 
weighted the survey figures on the 
lower-volume side. The difficulty 
in obtaining sufficient skilled help 
has caused some to lessen their 
over-all volume. The appeal of 
higher-paying industries and 
sometimes the better automotive 
pay offered in the larger cities 
nearby have lowered the labor 
supply for smaller shops—dealer- 
ships as well as garages. 

Wallace O’Neal of Swartzfager 
Ford Co. (Ford), Meridian, Miss., 
predicted bigger shop sales this 
year, continuing the January 
trend in his service department. 
Telephone personal contact and 
personal letters have been the 
best means of promoting the vol- 
ume there. 

Herbert Beasley, Jr., 
Pontiac Co., Eufaula, 


of Beasley 
Ala., re- 
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ported a decline of 5% in shop 
volume for January and said he 
anticipated the total this year to 
equal 1956’s. 

A somewhat similar report came 
from W. C. Hailey, Jr., of Hailey 
Chevrolet Co., Chattanooga, Tenn., 
where volume was down 15% and 
expectations were for the 1957 
sales to equal last year’s. 

“Customer follow-up, budget 
plan on major repairs and attrac- 
tively-run specials on _ engine, 
brakes, etc., have been our best 
means of promoting the shop,” he 
commented. 

Shop volume should rise 10% 
this year over 1956, predicted H. 
G. Stubblefield of Stubblefield 
Brothers, Nashville, Tenn. Nash- 
ville’s oldest garage (34) did 30% 
more business this past January 
than the same month of 1956. 

“We have always believed that 
a good name is better to be chosen 
than riches,” said this Tennessean, 
“and if you keep your good name 
you need not worry about making 
a success. In view of this we have 
tried to sell ourselves first. 

“We do very little advertising, 
except through our customers. 
About the only advertising we do 
at all is a little radio program once 
in a while to keep our name where 
it can be heard by as many people 
as possible. We were never able to 
get any results from newspaper 
advertising unless we made dis- 
plays, which were too expensive. 
We never have advertised specials, 
trying to make people think they 
were getting something for noth- 
ing. 

“Next, we never do a job which 
we are not willing to guarantee. 
We never let a job go out of our 
shop which we would not be will- 
ing to accept if it were our car 
and some other shop were doing 
the work. 

“‘We have found that it pays to 
be tactful and never lose our 
temper, even if a customer is hard 
to please. We encourage our cus- 


When you have wreckers, tell the public. This picture is on a post- 





Shop volume’s up 15% this year over last year at Fuller-White Chev- 
rolet Co., Tulsa, Okla., due partly to monthly mailings to car own- 
ers. Vice-President W. L. Wagner said that daily phone contacts by 
service salesmen to dormant shop customers aided service sales too. 
Here you see a small reproduction of a piece mailed out last fall. 


tomers to get acquainted with the our customers come from such 
mechanic who is working on his places as banks, shoe-manufactur- 
car. This creates a trust between ing concerns, railroads, shipping 
both parties concerned. firms, supply houses and the tele- 

“Another thing we have always phone company. These offices are 
tried to do is to get our customers glad to tell each new worker to 
from business’ establishments, come to us for their repair work. 
which guarantees us steady work We have as many as 30 customers 
the year ’round and not seasonal in one bank and perhaps the same 
work like tourist trade. Most of in the shoe-manufacturing office 

building. 


“Also, another thing that has 


card sent out by Bill Smith’s Garage, Punta Gorda, Fla. His volume kept us busy is having the service 
is up 35% this year over 1956. He also circulates a business card. and repair work for a large chain 
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of parking lots and storage ga- 
rages which does not do repair 
work itself.” 

Using a card system has aided 
Sunset Motor Co. (DeSoto-Plym- 
outh), Brownfield, Texas, where 
shop operations were up 20% and 
the same percentage rise was ex- 
pected for this year by Joseph W. 
O’Briant. 

Providing emergency service at 
(Continued on page 128) 






But perhaps we mean 
“snap" of the brain! 


By E. M. LOWERY* 


SK any service manager, be he 

of independent or dealer op- 
eration, and he will agree that 
SERVICE asa business is get- 
ting “bigger and better” volume- 
wise, but it also is getting tougher 
all the time. 

The service manager is daily 
faced with many problems in his 
effort to successfully manage a 
service operation. Probably the 
greatest problem is the scarcity of 
skilled automotive technicians. 
With the intricate mechanisms of 
today’s motor cars, the overnight 
transition from an “apprentice 
machinist,” “grease-monkey” or 
“shadetree mechanic” to an expert 
automobile mechanic is no longer 
possible. An inherent ability to 
work with his hands does not qual- 
ify a man to tune a supercharger. 

Realizing this, many car manu- 
facturers have, or are establishing, 
“training centers” at key points. 
They are years late with the pro- 
gram, and in many instances the 
shop owner, although he knows 
that technical knowhow in his 
shop is a must, is not willing to pay 
any part of the expense of sending 
a man to such centers for training. 

Also, in too many instances a 
graduate from the training school 
lacks the desire to do a job. So it 
rests upon the service manager to 
instill in such men the importance 
of doing a job. 

Doing a job means interest in 
the particular job at hand—putting 
your very best into it—being 
proud of the results of one’s work 
and giving customer satisfaction. 

Manufacturers’ school training 
may be supplemented by shop 
training programs, provided the 
men can be persuaded to attend. 
(Nice door prizes will help increase 





attendance.) 

Once a few first-rate technicians 
are established in the shop, the 
dealer service manager can tackle 
some other operational problems, 
one very important problem being 
completing the manufacturers’ 
manufacturing operations. In other 
words, building into the vehicle 
all of the quality and performance 
that are so greatly stressed in all 
national and local advertising. 

Really, this should not be a 
service department problem, and 
someone should “get it across” to 
the highly paid men on the assem- 
bly line that the retail customer is 
the man who actually pays their 
salaries and unless they soon learn 
the importance of doing a gocd job, 
he may cease to buy their product. 
When and if this is accomplished, 
this particular problem will be 
solved, and all of the shop’s time 
can be devoted to earning a profit 
to which it is entitled. 

Then, there is the problem of 
getting all of the horses under the 
hood that are advertised—the rap- 
id acceleration—the miles per hour 
—the fuel economy that was 


*Technical editor of SAJ for the last 11 years and 
director of service of a big Atlanta dealership, who 
draws here once more from his 50-year service record. 


promised when the sale was made. 

Shop traffic is another problem. 
It’s usually too little or too much; 
it never flows evenly. In large 
shops, which usually handle a 
hundred or more cars a day, it is 
almost essential to have a central 
control station with a dispatcher to 
route the work in order that time 
promises are met. 

A shortage of service advisors 
during the morning rush usually 
makes some customers unhappy. 
This condition can be relieved by 
having some of the other employes 
fill in for an hour or so. 

During this period it is quite 
easy to overlook a customer who 
should be “next up” and has been 
waiting a long time. Some of these, 
after so long a time, will get in 
their car and quietly drive out 
(not to be seen again). This condi- 
tion is best corrected by having a 
“greeter” who immediately speaks 
to the customer and places a num- 
ber on his car signifying the order 
in which he entered the shop. This 
will usually hold all but the most 
“exacting” ones. 

In speaking of customers, there 
are always several who are extra 
special (friends of top brass, etc). 
Their cars may be the 75th job of 
the day and the shop may be com- 
pletely “loaded,” but they must be 
taken care of regardless of others. 

(Continued on page 114) 
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Smoothing 
Customer 
Feathers 


By THOMAS E. BOORDE 


Owner, Tom’s Auto Clinic 
Arlington, Va. 


Ik THE many years I have been 
around automobile maintenance 
and as go-between for shop and 
customer, there has always ap- 
peared to me a basic lack of un- 
derstanding on both sides that im- 
paired customer relations. 

There exists between customer 
and shop a kind of No Man’s Land 
in which the customer does not 
know what a car vitally needs to 
keep it running properly and 
safely, and there is a failure on 
the part of the shop to explain 


INSTRUCTIONS 
CHANGE OW FLUSH TRAN, FLUSH DIFF. 








adequately what the car needs at 
the moment and why. 

This area which the customer 
does not penetrate because he is 
unschooled in the mechanics of the 
car, and which the shop fails to 
explore either for lack of time or 
words, or fear of customer misin- 
terpretation as pressure, needs 
clearing up. 

So often when a customer has 
come back with a complaint on car 
defect or failure and has learned 
that needed work was not brought 


The wheel cylinder may go bad, hence the “no warranty” stamp on the 
repair order as well as personal contact with owner on the trouble. 
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to his attention, I have heard him 
remark, “Well, why didn’t you say 
so? Why didn’t you tell me?” 

He may make the remark about 
a brake, wheel cylinder, bad 
wheel bearing, front-end align- 
ment, any one of a dozen items. 

We are trying to eliminate this 
lack of understanding between 
customer and shop. We have intro- 
duced a “No Warranty” stamp 
when needed repairs or replace- 
ments have not been carried out 
though called to a customer’s at- 
tention. 

A “No Warranty” stamp signi- 
fies that future failure of the in- 
dicated car part may result from 
customer neglect. A “No War- 
ranty” stamp puts us in the clear. 
We did our part to make the cus- 
tomer understand. 

Within two months of the 
stamp’s introduction our wheel 
cylinder repair volume jumped 
33 1/3%. Only one comeback oc- 
curred during those two months. 
We believe it is only the current 
price-consciousness of the public 
that has kept it from going 50% 
or better. 

This points out how it works 
in one item. I mention this item 
because we never let a car out of 
here without a brake checkup. As 
every shop knows, so often after 
a brake reline job has been done, 
two or more wheel cylinders may 
go bad. During a brake reline, the 
cylinder may show no sign of leak, 
but after a brake reline the cylin- 
der is pushed up into position 
where the piston and cup have had 
most travel. This causes the wheel 
cylinder to leak. Sometimes the 
brake lining is ruined and brake 

(Continued on page 124) 





Building Built Business 


UR building of 11 service stalls 

put up in ’54 has more than 
exceeded expectations. We have 
caught up ana are again operating 
at capacity in the shop. 

Our $31,000 investment in build- 
ing and equipment has brought us 
an annual 8% increase in parts and 
labor sales volume. 

In ’55 our parts and labor sales 
volume rose to $678,090.28 from 
$625,086.94 of the previous year. 
This marked an _ increase of 
$53,000. In °56 volume climbed an- 
other 8%, bringing our parts and 
labor sales to $731,112.02. 

With our new-car-preparation 
shop separated from the paid- 
labor shop, we are giving prompt 
and efficient service on new cars. 
We can now deliver a new car in 
20 minutes, an advantage that any 
sales department will recognize 
immediately. A car that is ready to 
roll out of here promptly may save 
dollars in price dickering or even a 
sale, if a deal can be closed with 
prompt delivery. We have no 
doubt that our increased service 
volume is in large part due to the 
many customers we have retained 
from good warranty service. 


Furthermore, customer confi- 


To build or not to build? Separation of the new-car 
get-ready shop from paid-labor shop here brought an 
annual 8% increase in the service and parts volume. 


By RAY MASON 
General Manager, Herby’s, Inc. (Ford) 
Alexandria, Va. 


dence built up over months of 
good car servicing is showing up in 
new-car sales. January ’57 was a 
record month for us. 

We had 45 service stalls, includ- 
ing customer stalls and used-car- 
preparation stalls. When we added 
our one-floor building of 4,620 
square feet, increasing working 
stalls to 56, we transferred the 
new-car-preparation department to 
the new building, turning stalls in 
the old shop to paid labor. 

Located on the same premises, 
the new building is manned by 
seven salaried mechanics and a 
working shop foreman. Our piece- 
work mechanics in the paid-labor 
shop who work on a 50-50 basis 
were increased by four, raising 
their number to 23. 

These shops now supplement 
each other, and service and stock 
are well coordinated, operating as 
a unit. We believe our incentive 
pay plan for managers serves to tie 
these departments together. Six 
managers, including service, stock, 


oa) a 


new-car and two shop foremen, 
share a monthly bonus of 2% of 
total amount of customer labor and 
parts sales. 

Equipment installed in the new- 
car-preparation shop includes two 
lubrication lifts, a portable front- 
end machine, a washer and the 
necessary jacks and manual tools 
placed in each work stall. Equip- 
ment freed in the original shop 
after the new-car shop was moved 
out remained for paid-labor serv- 
ice. 

When our building was com- 
pleted and our shop ready for in- 
creased business, we placed spot 
advertisements in the newspaper 
three times a month for three days 
at a time. The backbone of this ad- 
vertising was our extra facilities, 
though we did highlight specials 
on front-end and frame _ work, 
tune-ups, etc. Simultaneously we 
had 75 radio spots a week, ten of 
which were on service. We also en- 
gaged “Welcome Wagon” to con- 
tact all newcomers to the area, of- 
fering a free get-acquainted lubri- 
cation. 

In our expansion we added 40 
outside parking stalls in the past 

(Continued on page 126) 


In the background may be seen the 11-stall shop with 
a door to each stall. Expanded facilities and park- 
ing area have lifted area’s potential for Herby’s. 


ort * 


en le ee 
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More for 
Boss and 
Mechanics 


By C. Thomas 


yen you like to step up your 
shop volume some 40% 
without any further investment or 
putting on any extra employes? 
And at the same time increase 
mechanics’ earnings by 20%? 

Listen: 

Weldon Birchfield, service man- 
ager, Nance Buick Co., El Paso, 
Texas, accomplished this, with no 
added expense, within a few 
months’ time. 

A few months ago Birchfield 
had a shop problem, one that’s not 
unusual. He had peaks and valleys. 
Consequently he was either run- 
ning uphill, or sliding downhill. 
His mechanics were racing against 


“Training” customers to phone for service appointments has increased 
shop volume some 40% and mechanics now earn 20% more. Here service 
Manager Weldon Birchfield checks with the control man before making 
the appointment. Then the call is switched to a service advisor who 
writes the job ticket in advance, saving time when the car drives in. 


time, or they were perched on 
their benches, legs dangling. 
During the morning rush, he and 
his two service “advisors’—they 
don’t call them “service salesmen” 
here—were swamped, All this put 


Birchfield explains the appointment system to a customer, pointing out 
that jobs such as his are booked as far as a week ahead but can work 
his order in sooner if it’s convenient with him. Some local drivers 
tried to crowd ahead of appointments when the plan was first started. 


the service control man in the role 
of a one-man band. 

This morning confusion resulted 
in a percentage of the customers 
driving away with hurt feelings. 
They had a job that couldn’t be 
taken that day—after they had de- 
pended on it. What made it worse 
in those turn-aways’ eyes, some 
jobs had been taken to be com- 
pleted that day. 

To overcome this, Birchfield 
finally set up an appointment sys- 
tem in his shop. 

“Customers,” he said, “didn’t 
take to this at the start. We had 
one customer drive in four suc- 
cessive mornings, determined he 
was going to worm his way into 
the schedule without any appoint- 
ment. After several other hop-and- 
skip attempts, he finally made an 
appointment in advance. Current- 
ly, he is all for this system. Others 
who objected at first have become 
our best boosters.” 

At the start, all scheduling had 
to be done at the service entrance. 
The details had to be explained, 
and the appointments made per- 
son-to-person. Now about 80% of 
the appointments are made by 
phone. This, of course, involves, the 
majority of cases, major jobs— 
jobs that tie up the stalls and the 
mechanics. 

Say a customer wants a ring job. 
The appointment is made today 





Control man puts jobs scheduled ahead in proper bins, 
set up according to days of the week. Wednesday's 
appointments, for example, will be placed early that 
day on service advisors’ desks in order to save time. 


for three days from now. The job 
ticket is made the day of the ap- 
pointment. In one corner of the job 
ticket the date the job is sched- 
uled is noted. The control man 
takes this ticket and files it in the 
bin labeled Wednesday. On 
Wednesday morning the control 
man puts this ticket on the service 
advisors’ counter. When that cus- 





tomer rolls in, his ticket is already 
written. There is no wasted time. 

“Too,” Birchfield explained, 
“we will know by the job ticket 
what parts will be needed. They 
will be on hand. There will be no 
holding up the job—and stall— 
while we chase parts.” 

There was some trouble at the 
start, one of the service advisors 


This couple driving through from Dallas required a small job, which 
could be handled promptly because of the shop’s streamlined operations. 


As soon as the customer comes in and the service ad- 
visor kicks the job ticket back, control man writes 
a board ticket and adjusts his board accordingly. It 
all works out so that shop and customer are pleased. 


imparted. The customer with a 
definite appointment expected to 
find a mechanic waiting, with tools 
in hand. 

“We learned to explain that the 
mechanic assigned to that par- 
ticular job might be tied up as 
much as 30 minutes on another 
job, but that he would be free to 
get on the job within a few min- 
utes.” 

When customers don’t under- 
stand this, they will be late bring- 
ing their cars in for the ensuing 
appointments. The customers have 
to be warned their car must be in 
the shop at the designated time. 

Appointments are kept in a 
looseleaf binder, giving customer’s 
name, day and hour, the work to 
be done and the approximate time 
it will take. 

With this system, the shop is 
turning out 40% more work than 
previously with the same man- 
power. Mechanics are averaging a 
20% increase in earnings. 

It is utterly impossible to sched- 
ule all jobs ahead. Currently the 
shop is averaging 70 jobs a day. 
Many are performed for transients 
—customers with small jobs which 
can be worked in between or along 
with appointment jobs. 

The important factor is that now 
the shop isn’t jammed with un- 
finished work, leaving no vacant 
stalls in which to work on quick, 
small jobs. 

(Continued on page 105) 


SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1957 








Air-Conditioning Shop 
Cost Alabamian $450 


Air-conditioning installation calls 


| ene Motor Service is profit- 
ing from air conditioning on 
two fronts in Birmingham, Ala. 

Garageman L. E. “Gene” Eng- 
land is a leader in the Birmingham 
area in installation of automotive 
air-conditioning units. Last sum- 
mer he air-conditioned his 4,800- 
square-foot garage, the first in the 
area, perhaps the first in the 
South to do so. 

The value of an air-conditioned 
garage has never been a matter for 
debate, of course, but the cost here- 
tofore has been considered pro- 
hibitive. 

For the England garage, the cost 
was comparatively small; the ef- 
fect on labor production, highly 
gratifying. 

“We installed our cooling system 
in July of last year,” England re- 
lated. “For sake of comparison, 
that was an ideal time—the hottest 
period of the year. Our labor pro- 
duction immediately increased by 
a third. We didn’t have our ducts 
up, but even with our front door 
open all the time, the temperature 
in the shop was 20° cooler than 
outside. With the ducts up this 


for mueh inside-the-car 
work, so the garage’s own cooling system is quite popular. 


By Wendell Givens 


year we'll be in even better shape.” 

A cooler working area is par- 
ticularly beneficial because of the 
automotive’ air-conditioning in- 
stallations, which require much in- 
side-the-caf work. “We cut down 
on sweat and tempers at the same 
time,’ England commented. 

As for the cost of the cooling 
system, England simply saw an op- 
portunity and seized it. 

Early last year a Birmingham 
night club was being torn down. A 
friend advised England that a 15- 
ton cooling unit was going on the 
block. He bought it for $400, paid 
an additional $50 to have it re- 
moved and installed it himself. 
Thus, for $450 he had an air-con- 
ditioning setup that probably 
would have cost him $2,500 or 
more new. 

So, during the summer when 
production usually falls off, Eng- 
land mechanics are afforded bet- 
ter working conditions, turn out 
more work, realize more pay, the 
shop benefits and even the cus- 
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Garageman England, shown here, bought this 
used 15-ton unit for $450 and installed it. 


tomer benefits, discussing business 
in air-conditioned surroundings. 

Last year the England garage 
installed 39 automotive air-condi- 
tioning units after putting in 20 in 
1955. 

England became interested in 
this phase of service three years 
ago when factory representatives 
came to Birmingham looking for 
service centers and offering free 
schooling at Oklahoma City. Eng- 
land, along with three other gar- 
agemen in the area, accepted the 
offer. Upon his return he adver- 
tised the new service and passed 
the word to other garages. Today 
he gets business from parts whole- 
salers, new-car dealers and other 
garages. 

The England price for installing 
a trunk unit is $50, the job gen- 
erally requiring eight hours work 
by one mechanic. He oversees the 
job and does the pumping down 
and checking out. 

A 90-day guarantee goes with 
each installation, but there has 
been very little maintenance 
worry. “The only trouble we've 

(Continued on page 102) 





No more idle moments for Scott's trim men since the 
boss took over the town’s booth upholstery assign- 
ments! Above, worker quickly sews beading for trim 


effect on main seat cover. He then staples elastic- 
back plastic to frame, fastening newly-recovered 
seat in positicn. Entire job takes under two hours. 


They Sew-Up Extra Shop Volume 


oe in cafes, drug stores and 
other lounging areas have the 
trim business sitting pretty for 
Lester and Charley Scott, Stude- 
baker-Packard dealers at Las 
Cruces, N. M. 

What otherwise might be idle 
time for their trim men is now 
spent redoing these booths. 

Most booths eventually take on 
a worn and unsightly look. Charley 
Scott one day became aware of 
that fact and found that recovering 
jobs necessary to refurbish worn 
booths could be had for the asking. 

“This work,” says Scott, “fits 
right into our scheme of things. It 
is never of a rush nature, but the 
sort of job which we can complete 
at our convenience. 

“For example, no cafe or drug 
store operator wants us to pull all 
booths at once. They want only to 
release one at a time, which suits 
our schedule perfectly.”’ 

Recovering seats ordinarily takes 


72 


By C. Thomas 


less than two hours, including 
time required to remove old cover- 
ing and to measure, cut, sew and 
afix the new. Because of slight 
wear the booth backs (dividers) 
seldom require service. 

A trim man cannot use the old 
seat cover as a pattern for the new 
one, Scott discovered, but must 
cut new material to actual meas- 
urement. 

After much experimentation, it 
was found that plastic material 
with elastic backing was ideal for 
this work. It comes in various 
trade names and most trim shops 
have a favorite. 

There are several factors which 
make the use of such plastic cover- 
ing practical: 

First, booths that have been in 
service for any length of time have 
no elastic backing, The weight of 


customers, therefore, soon pulls 
seat backing from its moorings. 

Second, without elastic backing, 
the plastic quickly wrinkles, chips 
and cracks. 

Third, it makes the material 
easier to shape. 

Fourth, it keeps material taut 
after long periods of service. 

When Scott began this extra- 
curricular activity, his trim men 
used conventional upholstery tacks 
which were not successful. The op- 
eration was time-consuming and 
the material too often pulled out 
from around the tacks. 

Now they are using heavy-duty 
staplers with 34” staples, which 
can be driven securely into hard- 
wood frames to hold material firm- 
ly. 

At the start there was great con- 
cern about the matching problem 
of new seat covers with divider- 
backs. This, however, turned out to 

(Continued on page 126) 
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Complete Jobs 





on Brakes 


Pay 


By H. ROBERT BORDEN 


Shop Foreman, Clift’‘s Automotive Service 


Washington, D. C. 


ape a complete brake reline 
job in your shop and watch the 
volume increase. That has been 
our case. 

A complete job in our books 
means wheel cylinder overhaul, 
brake drum turning and neces- 
sary grease seal replacement, 
along with lining. 

From the customer’s standpoint 
it means safety and economy; 
from ours, fewer comebacks with 
the elimination of future causes 
for wheel cylinder failure or of 
leaks to ruin new lining, all of 
which ends up in accidents. 

We take full responsibility after 
a complete job, guaranteeing 
bonded linings for a minimum of 
20,000 miles and awarding free 
brake adjustments for the life of 
the lining. 

This new brake job _ policy 
doubled our brake volume from 


Nine out of ten customers, when given Clift treat- 
ment, order complete brake reline job. Right, me- 


ALIGN FRONT WHEELS. .$4.45 & $7.50 
MOTOR TUNE-UP, 6-cyl....... 


FREE XMAS GIFT 


paced wows" $15.50 


Guar. 20,000 miles . . . (also riveted) 


. .$5.60 
8-cyl.........$7.60 


MUFFLERS INSTALLED FREE. . .$7.00 up 


cept CADS. & '56 Fords) 


OPEN SAT. 


in a Big Way |fpuy) 


7:45 A.M.-1 P.M. (M ST. ONLY) 


BRAKE, STEERING AND 
ELECTRICAL SERVICE 
1909 M St. N.W. ST. 3-2066 


611 Md. Ave. S.W. ME. 846232 
et 6th and Independence Ave. 





This size newspaper ad, running three times weekly. 
brought customers in steadily. From it resulted a 


series of jobs calling for complete brake repairs. 


November 1956 through January 
1957 over that of the preceding 
comparable period. During the 
summer we handle some 600 brake 
jobs a month, and while the num- 
ber of 56 jobs in this period may 
not have exceeded the ’55 jobs for 
the same months, volume doubled 
when we started pushing our com- 
plete job policy. 

Every car rolling into our shop 
gets a wheel pulled and mileage 
tabbed. When the car is on a lift, 
it takes only a few minutes to 
check brake lining. If the front 
wheel lining is in good condition, 
we go no further. But if not, we 
check all wheels. 

We always try to keep our cus- 
tomer beside us when we pull a 
wheel, because selling him a com- 
plete job takes convincing. We 
then explain, for instance, how 
the mechanism works, why the en- 
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tire job is advisable, how wheel 
cylinder failure frequently hap- 
pens after a brake reline, why a 
new straight brake shoe should 
have a new brake drum and what 
a leaking grease seal might do. We 
also stress the safety and economy 
aspects involved. 

Actually, it takes little more 
than 15 minutes of explanation, 
with a few pencil sketches thrown 
in, to show the customer what 
happens in his car. But once you 
get your point over, you find nine 
out of ten customers willing to go 
along with you. True, it often 
means a $40 or $50 job for him, 
but it also means he can feel as- 
sured about his brakes for the en- 
suing 20,000 miles. 

Any shop doing complete jobs of 
this kind can use its stalls more 
profitably and avoid tying up 

(Continued on page 122) 


chanic shows customer why drum requires turning and 
draws him sketch to indicate what goes on inside. 





Cleaning Up in Big Figures 


By Warner Ogden “W MAY T | NIA EL 


ye have to be able to control 
expenses, especially labor 
costs, and to outguess the weather- 
man to make car-washing profit- 
able. 

That is the experience of Cost- 
ner-Eagleton Motors (Ford), Mary- 
ville, Tenn. Volume has gone up 
60% since the car-washing equip- 
ment was installed more than two 
years ago. Profit has gone up over 
200% in that time. 

The reason profit gained more 
than volume was that the com- 
pany learned how to control costs 
and to operate in accordance with 
weather conditions. 

The car-wash building, adjoin- 
ing the shop, was constructed just 
for that purpose. It is attractive, 
with the concrete blocks painted 
cream and green tones inside, 
white outside, and having a box of 
greenery, which catches the eye 
of women customers, above the 
modern, glistening equipment. 

The start was slow. The idea 
was something new in the com- 
munity (out from Knoxville) and 
people had to be convinced that it 
would not hurt the finish on their 
cars. 

The tunnel through which cars 
move in and out continuously is 
open every week day from 7:30 
a.m. to 5:30 p.m, It is not open on 
Sundays, although elsewhere the 
biggest car-wash business is often 
done on Sundays. 

A sign says: 

(Continued on page 166) 


And quite a few customers have 
bought the volume-coupon deal! 


_ 





Top: Many firms wouldn't want as elaborate setup as this for washing 
cars, but the profits from less expensive installations are there for 
the reaping. The exit faces a busy highway. Center: Another job comes 
clean! Above: The car-washer cashier can see the entire operation 
from her window and by pressing a button at her fingertips can start 
or stop any of the automatic equipment. At the window, checking with 
her on business, are Leon Shope (left), manager of reconditioning at 
this dealership, and Bobby McClurg, who supervises the car-washing. 
Even though closed on Sundays, the volume here has expanded by 60%. 
Service shops with less-elaborate washing operations have been re- 
potting big profits in returns from surveys made over the South recently. 
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Manpower 
Turnover 
Antidote 


By Richard Lane 


Top: Walker trainee’s first step is 
to learn city and customers by 
driving service truck. Above: 
Second step takes him to the boil- 
out tank in the Memphis shop. 


A Walker Radiator man, when training is complete, has technical know- 
how to install cores in everything from new cars to road-construction 
machines. Here, Harry Walker, right, inspects a trainee’s core job. 


SA GOOD man is hard to find— 
and even harder to keep.” 

Many automotive repair and 
service shop managers—and not a 
few women—tell you that. Quite 
naturally, they try to hang on to 
the good ones as long as possible. 
And some aren’t averse to wooing 
one away from a rival now and 
then. 

It costs time and money to 
properly train a mechanic—more 
time and money than many shop 
operators care to spend. The 
“here-today-gone-tomorrow” risk 
in a field notorious for fast turn- 
over and raiding admittedly is no 
great training incentive. 

Consequently, in many cities the 
shop has become the exception to 
the rule which trains workers from 
the ground up—offering working 
conditions designed to combat raid- 
ing—rather than hiring trained 
mechanics in the open, competitive 
market. 

Some shops yet prefer to train 
their mechanics. Find such a shop 
and invariably you find one where 
working conditions are good and 
manpower turnover problem is no 
headache. Also—almost without 
except‘on—you find a shop with an 
enviable service reputation. 

Take Walker Radiator Works of 
Memphis, Tenn., for example. 

Harry Walker, who owns and 
operates the shop, actually prefers 
hiring a man with no radiator re- 
pair experience. He can then train 
the man in the way he wants. And 
when once trained by Walker—-a 
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radiator specialist for 25 years— 
that man is capable of working in 
any radiator shop. Walker will 
guarantee that. 

Walker has a crew of seven who 
do nothing but service and repair 
radiators, cooling systems and 
screens. These men, after com- 
pleting Walker’s training course, 
are able to custom-make any core 
not carried in stock. 

Walker Radiator Works is the 
largest exclusive radiator shop in 
the Mid-South. In addition to 
drive-in work for the general pub- 
lic, the firm does much special 
work for automobile dealers and 
garages in the Memphis area. 

Here’s what Walker says about 
training men: 

“I prefer to hire young, clean-cut 
men with good backgrounds and 
without radiator experience—men 
interested in becoming expert and 
remaining with me. Openings are 
few in my shop, but when there is 
one and I fill it, the procedure for 
a new man goes like this: 

“He starts on one of my two 
pickup and delivery trucks, spend- 
ing anywhere from six months to a 
year learning the city and my 
various accounts. 

“After learning his way around, 
he spends a year in the shop as a 
helper, working vats, painting and 
straightening cores, meeting shop 
customers and delivering cars. 

“At about the start of the third 
year, he begins doing some repair 
and customer shop work, while in 
the fourth, he is put on the work- 
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bench to learn general repairing, 
recoring and rebuilding radiators, 
laundry and gin screens. 

“At five years, this man can 
work anywhere in the shop—front 
or back. If a mechanic leaves after 
such training, he is capable of go- 
ing to any shop and of working on 
anything, large or small. He can 
make a special core or build a spe- 
cial radiator for any given job.” 

Walker has been using this 
technique since 1948. Men trained 
in his shop have always found geod 
jobs elsewhere. One even opened 
his own radiator shop. 

Walker’s training 
holds much interest for 
petitors in the Memphis area. 
Walker frequently does special 
work for many smaller shops. He 
knows the operators and keeps on 
good terms with them. Conse- 
quently, they often send new em- 
ployes to his shop to observe some 
special technique. There is no 
charge for this instruction. 

It’s nothing unusual for an em- 
ploye of a competitor to spend 
several days in Walker’s shop ob- 
serving recoring and wreck re- 
pairs. One such employe spent 
three weeks with Walker watching 
work on heavy tractors and other 
industrial equipment. The man, in- 
cidentally, had three years’ radi- 
ator experience, yet his employer 
felt it wise that he do so. 

The Walker crew at present in- 
cludes one man with eight years’ 
experience; one with seven; one, 
six; one, five; two with two years 
and one with six months. They are 
stable. They own their own homes. 
Five have had Army service. 

Each mechanic, when qualified, 
has his own workbench and tank. 
The men are paid on a straight 
hourly basis, yet there’s no docking 


knowhow 
com- 


Walker's personally-trained 


o” 


Employes are “family members, 


radiator 
can custom-make any core temporarily out of stock. 
awarded unlimited 


Probably the happiest moment in a Walker trainee’s experience comes on 
that day when he is assigned his own workbench and vat, At this point 
he can tackle any work phase which he may be called upon to undertake. 


for emergency time off. If a 
mechanic has personal business or 
makes a special trip home, his 
hourly pay is unaffected. The men 
appreciate this and do not abuse 
the privilege. 

They use shop facilities to work 
on their own cars, obtaining parts 
at cost. 

When there’s work to be done, 
Walker’s men work. “When they 
play, I play with them,” he says. 

Each man knows his job, knows 
what he has to do and there’s no 
over-the-shoulder or behind-the- 
back overseeing. Walker trusts his 
men completely. Nothing is kept 
under lock or key. The employes 
have complete access to every- 
thing—including the front-office 
cash drawer. 


repair “line” 


Walker gives his men an extra 
week’s bonus pay at Christmas and 
a week’s vacation with pay. 

Walker never lays-off a man in 
slack time—something unusual in 
a business that has seasonal fluctu- 
ations. 

“I always find something for 
them to do,” he explains. “Maybe 
it’s rebuilding an antique car. 
Maybe it’s painting the shop, build- 
ing new equipment or overhauling 
the shop completely—something 
we do once each year.” 

Walker owns a 1906 Model N 
and a 1914 Ford, used to advertise 
his shop at 694 Marshall on the 
fringe of the downtown business 
area. “They are the best advertis- 
ing media I have ever found,” 

(Continued on page 102) 


access to every shop room, including front-office 
cash drawer. Trainee, shown here, helps himself 
to hose in attractive, pine-panelled supply room. 
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Giant earth movers set stage for summer paving of AASHO road-test. 


There'll Be Safer Highways Tomorrow! 


Road-Testing Goes Electronic 


MAJOR step toward better 

and safer highways will have 
been taken on completion of a 
$20,000,000 research project now 
under construction in _ Illinois, 
sponsored by the American As- 
sociation of State Highway Of- 
ficials. 

Third in a series, the AASHO 
road-test is by far the largest 
highway research project yet un- 
dertaken and will be adminis- 
tered by the Highway Research 
Board of the National Academy 
of Sciences and the National Re- 
search Council. 

Six test loops being built con- 
tain 836 test pavement sections. 
Vehicles with various axle loads 
and combinations will be run over 
the loops for a two-year period. 

Elaborate electronic _instru- 
ments, costing ‘hundreds of thou- 
sands of dollars, will record traffic 
effects on pavement. Some instru- 
ments are being specially de- 
veloped by the project staff and 
consultants. 

The voluminous data collected 
will be processed by electronic 
computers, with final findings re- 
port expected in 1960 to influence 
design and construction of the in- 
terstate highway network to be 
built under the $33-billion act 
passed by congress last year. 

LaSalle County, Ill, about 80 
miles southwest of Chicago, con- 
tains the test site. It was chosen 
because climate and soil condi- 
tions there closely correspond to 
the entire country’s average. 


By WILLIAM J. SCHMIDT 


Chief, Public izformation 
AASHO Road-Test 
Ottawa, Ill. 


Test loop grading, costing $2,- 
025,000, was started last August, 
95% completed before weather 
halted work in November. The 
project schedule calls for comple- 
tion of grading and paving by 
summer, with start of test traffic 
by fall. 

Four of six test loops contain 
6,650’ four-lane divided highway 
tangents, built end-to-end across 
an eight-mile right-of-way. Large 
banked turn-arounds connect di- 
vided lanes at the end of each 
loop. 

When the test period is com- 
pleted, turn-arounds will be re- 
moved, new pavement installed 
and the roadway will become part 
of U. S. Route 6. 

Two smaller loops (5,000’ and 
2,200’ long) will serve to test the 
effect of light vehicles and to 
evaluate weather effects on the 
pavement. 

The test loops are designed with 
equal lengths of rigid (concrete) 
and flexible (blacktop) pavement. 

The rigid pavement varies from 
2%” to 12%” thick, with some 
steel-reinforced, some not. Sub- 
base under rigid pavement sec- 
tions will vary from 0” to 9”. 

The flexible pavement range is 
from 0” (surface treatment) to 6” 
on a crushed stone base course 
ranging from 0” to 9”, and a sub- 
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base of 0” to 16”. Thus, total flex- 
ible pavement structure range 
goes from 0” to 31”. 

Vehicles run on test loops will 
be given axle loads varying from 
2,000 pounds on a single axle to 
48,000 pounds on a tandem axle. 
They will run 18 hours a day, six 
days a week, for two years. 

Pavement sections damaged by 
traffic will be repaired by main- 
tenance crews. Sections which fail 
entirely will be replaced. 

Project cost is being borne by 
all 48 states and the territories, the 
Bureau of Public Roads, Depart- 
ment of Defense, the Automobile 
Manufacturers Association and 
other industry groups. 

Road-test headquarters is an 
11,400-square-foot prefabricated 
steel building, work on which be- 
gan last July. The headquarters 
staff moved into the building in 
January. 

A project staff has been selected 
by the Highway Research Board 
from highly-qualified engineers, 
scientists and highway depart- 
ment administrators, research or- 
ganizations and universities. 

Walter B. McKendrick, Jr., 
former chief engineer of the Dela- 
ware State Highway Department, 
is project director. 

Chief engineer for research is 
William N. Carey, Jr., former ad- 
ministrative assistant to the High- 
way Research Board director and 
project engineer on a _ previous 
road-test sponsored by the West- 

(Conunued on page 151) 
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Born from 
the Dirt 
Floor 


By Baron Creager 
Southwestern Editor 


a pnw very little cash, some 
smart boy might have had no 
difficulty getting in on _ the 
ground floor when the Hamptons 
opened H and H Auto Supply Co. 
in Oklahoma City. 

That was in 1946 and the imag- 
inary smart boy would today be 
patting himself on the back. 

However, an investor such as 
this imaginary character did not 
materialize, for at least two rea- 
sons, the second of which was 
sufficient. Reason 1, there was not 
even a ripple created on the sur- 
face of the Oklahoma City after- 
market by this “opening.” Reason 
2, the beginning of H and H was 
so utterly humble that anyone 
could tell by one glance that noth- 
ing would ever come of it. 

Ground floor? Why, the Hamp- 
tons opened on the dirt floor, 
which was the bottom of their 
frame garage behind their frame 
residence. Although appearing to 
lean slightly, this garage still 
stands only a few blocks from the 
present location of the business. 

Its size is 10’ wide and 14’ deep 
for a total of 140 square feet of 
floor space. An adept driver could 
maneuver into it handily the fam- 
ily car, a 1934 Chevvy, which, with 
Mrs. Hampton at the controls, 
made deliveries and _ pickups. 
Young Don, then only 14, went a- 
long and did the leg work while 
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Top: This Oklahoma City firm was born in this “garage barn” in 1946. 
Above: Would you believe 11 years could expand the growth so rapidly? 


M. H. “Whitey” Hampton tended 
store in the garage. 

In those days it rained even in 
summer months and “Whitey” 
soon found the need of insulation 
between his feet and the dirt floor. 
He tore up packing cases — then 
built largely of wood, remember-— 
and scattered the sections about 
the floor where they would do 
the most good. 

Old records show that for July 
and through December of 1946, 
gross sales of H and H amounted 
to $5,584.71. 

Ten years later, at the end of 
1956, gross sales for the 12 months 
were $261,620.53 


Volume and profit in that first 
six months in business would have 
been better without certain handi- 
caps. 

Total H and H operating capital 
to start with was $357. Even an 
established wholesaler had trouble 
getting merchandise, and back or- 
ders were stacked that high. 
“Whitey” had to buy much from 
friendly competitors, which nar- 
rowed his margin. Even after H 
and H had a toe-hold, peddlers 
who had heard of the venture 
drove by slowly, looking the place 
over, but did not stop to make a 
call. 

Don Hampton, now 25, married 
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and with a family of his own, 
proudly occupies a smart new 
home in one of the newest resi- 
dential developments. Not far a- 
way, “Whitey” and Mrs, Hampton 
are also comfortably housed. So, 
although the Hamptons offered no 
information on present operating 
capital, they must be doing all 
right. They are glad now that 
“Whitey” was forced out of a job 
and into the parts business, and 
this is how it happened: 

As an employe, “Whitey” had 
been in and out of the parts busi- 
ness in Oklahoma City since 1920. 
At one time or another he has 
been employed by most of the 
long-established wholesalers, be- 
side whose records of business 
longevity he is an upstart. 

During the war, like many 
others, attractions of defense work 
appealed to him and eventually he 
became aircraft engine inspector 
at Tinker Field, Oklahoma City 
Air Base. 


“Bumped” and Then He Quit 


In 1946, however, Tinker em- 
ployes who had sought more lush 
employment elsewhere began com- 
ing home. Many of them came 
back to Tinker and many had a 
“grade” above that of “Whitey.” 
The result was that he got bumped 
lower and lower on the pay scale 
and, sensing the inevitable, he 
finally quit. 

“As I recall, I had something 
in excess of $500 cash at the time,” 
he says now. 

“The house needed a new roof, 
and that came first. I remember 
distinctly that $357 remained and 
that’s what I started with, in that 
little garage back of the house we 
used to own. In addition to making 
a floor out of packing cases, I cut 
a couple of windows in the garage. 
But, of course, it didn’t look much 
like any kind of a store. 

“Maybe it’s just as well I didn’t 
have more capital. Every month, 
in the beginning, it seemed like 
all the merchandise I could get was 
just what I could pay for. I do 
remember that I turned that $357 
over regularly every month and, 
eventually, things began looking 
better.” 

H and H operated from the little 
frame garage for two years and, 
in 1948, growing pains forced an 
expansion. So the Hamptons 
moved H and H into an old church 
building, 24’ by 36’, for a total of 
864 square feet, or a six-time ex- 
pansion in physical facilities. Two 
years more and, in 1950, business 
was threatening the walls of the 


“Whitey” Hampton and son Don balance maturity and judgment and 
youth and enthusiasm, Their ground floor operation started on dirt! 


building and “Whitey” began look- 
ing for another, larger place for 
lease. 

“Being unable to find anything 
adequate to rent or lease was 
probably one of the best breaks 
this business had,” he reminesces. 

“At least, there was nothing to 
be had in this section of the city 
and we could not logically move 
out of the area. The main reason 
I started that little business in the 
garage is that I figured there was 
not only room, there was a gen- 
uine need for an automotive 
wholesaler in this section.” 

He referred to the southeastern 
section of Oklahoma City, then 
and even more so now, thickly 
freckled with industries. A great 
majority of these are branches of 
nationally-known oil field and 
“heavy” supply houses, many of 
which maintain their own fleets. 
“Whitey” considers it a “natural” 
in location and it is. No competi- 
tor is conveniently near. The three 
locations of H and H over a period 
of nearly 11 years have been prac- 
tically centered in this rich little 
trade territory within a city. 

“When we couldn’t rent or 
lease,” he continued, “we had to 
buy. It was a decision that was 
forced, but it was a good one. We 
bought two lots on a corner, each 
25 by 150. In 1950 we built the 
first building 50 by 60. In 1952 
we added to it with a 50 by 90 
addition. In 1956 we bought the 
two lots directly behind us, where 
we will build a warehouse and 
have ample parking.” 

Now there are 12 employes, in- 
cluding two salesmen; business of 
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the store and machine shop re- 
quires two pickups and a station 
wagon; five men are required to 
work the counter on Saturdays, for 
which extra help is employed; and 
the counter itself is 70’ long a- 
round a corner. 

Ask any successful automotive 
wholesaler how he got that way 
and the unvarying answer, in dif- 
ferent word form, is: “By treating 
people right.” That was ““Whitey’s” 
first answer, then his thoughts 
ran deeper. 

“We get a customer what he 
needs, if we don’t have it, and 
sacrifice the profit in doing so, if 
necessary,” he continued. “We 
have the same products our com- 
petitors have at the same prices, 
the only difference is service, and 
we give fast service.” 

Nearly every wholesaler thinks 
on that same level, but he added: 

“We take the position that the 
customer who needs one dollar’s 
worth of merchandise needs it as 
bad as he would need $20 worth.” 

There were other influential 
factors. A high percentage of re- 
tail trade, and location in the in- 
dustrial district. And one factor 
more and more influential in re- 
cent years is Don Hampton. 

Don has merchandising ideas. 
He is a somewhat impetuous type 
who, once convinced an idea is 
good, wants it in practice now. 
Sometimes his father agrees, 
sometimes he counsels more de- 
liberation. They hold many solemn 
father-and-son conferences, each 
with respect for the other’s judg- 
ment on one side, youth and en- 
thusiasm on the other. 





Price Rises and Equipment Sales 
Account for Only Some Increases 


bag new year has started off in 
a fine way, sales volumewise, 
for many wholesalers over the 
South and Southwest and don’t 
say it’s largely due to price in- 
creases and equipment sales. 

Don’t say that because a large 
number of the 85% reporting an 
upturn in a survey mailed to 350 
over the two regions explained 
why their sales were up. Yes, 
equipment business did account 
for sharp rises in some instances, 
but more aggressive selling and 
improved business got the credit in 
quite a few cases. 

It was clear, too, that mere 
price increases couldn’t be ac- 
counting for a lot of the reported 


A Reader Su 


percentage boosts because of the 
frequent reports in which business 
was listed as being 20% or more 
above January of last year. 

Rainfall in the previously 
parched areas of the Southwest 
evidently steamed up enthusiasm, 
as for the first time in quite a spell 
the reports from Texas, Kansas, 
Missouri and Arkansas were on 
the brighter side by an easy mar- 
gin. Heretofore only a scattering of 
reports had listed increasingly ex- 
panding sales. 

Seven per cent of the respond- 
ents said the sales volume in Janu- 
ary was the same as for January 
1956 and the same number re- 
ported a downturn, although the 
declines were only a few percent- 
age points at best. Because of price 
rises, a wholesaler reporting the 
same volume probably moved few- 
er units of merchandise. 

A veteran and highly respected 
jobber in Louisiana reported his 
January volume up 63%, attrib- 
uting it to “better sales direction, 
additional ‘blue chip’ lines and one 
additional salesman, giving us a 
total of seven, plus good business 
connections in our territory.” 

But the manager of a long-estab- 
lished South Carolina firm didn’t 
pull his punches after reporting a 
rise of 20%. 

“That’s nothing to be proud of,” 
said he. “We had a lousy January 


last year and salesmen trouble. We 
are experiencing the most vicious 
competition I have known in my 
nearly 40 years in the business.” 

A Georgian whose sales were up 
10% reported “buying groups are 
being formed by our customers.” 

A Maryland executive said his 
sales were up 30%. His parts and 
wholesale tire businesses were 
both up that amount. The reason? 

“Customers are overhauling 
their cars on account of new cars 
being priced right out of the rural 
farmers’ pocketbook,” he said. 

A Mijissourian’s business was 
up 33.2%. 

“As unusual as this increase is, 
it would seem that perhaps it was 
the result of some large equipment 
sales, but such is not the case,” he 
commented. “We cannot account 
for this increase in any other way 
except that we have been working 
harder. We averaged nearly 20% 
increase for last year over 1955.” 

A Mississippian’s sales were up 
18.96%. 

“We know of no _ particular 
reason for this increase,” he said. 

A Virginian in a primarily rural 
area listed an upturn of 40% and 
a Kansan reported 25% more. 

“Last year was low,” the latter 
reported, “but January of this year 
was the highest in sales in our 
history.” 

A South Carolinian experienced 
a climb of 48.6%, of which “about 
60% was due to a large equipment 
sale. The remainder represents in- 
crease in regular business. We 
trust this will continue.” 

The latter said that collections 
were worse now for him than 
usual. 

An Alabamian said his increase 
of 242% “may be due to price in- 
creases.” 

A Floridian, situated in the 
northerly portion of the peninsula, 
commented thus about his 11% in- 
crease: 

“Seems to me the volume should 
remain as good or better than ’56. 
However, we may have to sacrifice 
some volume in order to keep the 
accounts receivable from getting 
too high. Collections continue to 
be very tough.” 

Price increases accounted for 
part of the 12% increase reported 
by a Tennessean who complained: 

“Distributors are working ter- 
ritories where they supply jobbers 


and in some cases selling direct to 
dealers at jobber prices or below 
dealer prices. Jobbers should get 
together to see if this cannot be 
prevented.” 

A Texan, long a veteran in the 
business, said his biggest problem 
was “increased cost of operation 
and narrowing margins of gross 
profit.” 

A Kansan said his 10% increase 
was due to “several lucky shop 
equipment orders, as parts and 
shop business were bad.” 

A North Carolinian reported a 
28% rise, but, he said, “this is not 
a true picture of business condi- 
tions. Last year our warehouse 
supplier was practically out of 
merchandise during the latter part 
of December and all of January. 
An increase of about 12% would 
be a truer estimate.” 


The industry will be interested to 
know that Nathan M. “Nate” Rob- 
erts, former executive secretary of 
the Automotive Wholesalers Asso- 
ciation of Alabama for eight years, 
has resigned as assistant manager 
of The Alabama Council of Retail 
Merchants to enter a specialized 
field of public relations. “Nate” 
won considerable national recog- 
nition for his Alabama members 
when they loaned his services to 
help form other state associations 
of wholesalers. His prolific writ- 
ing, untiring energy and practical 
ideas won many friends in other 
states. “Nate” reasons that every 
business today must delegate the 
services of at least one man to 
screen governmental regulations, 
advise on sales taxes, business li- 
censes, keep out of difficulty with 
the wage-hour law, control the 
costs of unemployment and work- 
men’s compensation, maintain 
sound personnel and labor rela- 
tions, and constantly look to prac- 
tical public relations. He said he 
is taking his time to make a new 
connection and at the same time 
getting some rest and relaxation 
from the arduous task of recently 
completing requirements for a 
bachelor of law degree. It’s a safe 
bet he is also catching up on that 
“Deep South Barbecue.” 
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Officers, directors and show committee members are 
shown during a meeting in Dallas (l. to r.): seated, 
W. F. Barbee of Little Rock and John Bales of Fort 
Worth, directors; Ralph Russell of Dallas, chair- 
man of the show committee: Helen Bumpus, secre- 
tary: Hubert B. Braden of American Gear and Parts 


vice-president; standing, Elmer Miller of San An- 
tonio, director; R. M. Pore and Ed Shipp, Jr., Dallas, 
show committee; Eric Hyden of Fort Worth, first vice- 
president; Ben Abbott and Yancy Robertson, both of 
Dallas, show committee; Ken Stout of Dallas, director; 
Neal Ferguson, advertising: Dick White of Dallas, 


Co., Dallas, president; John Patrick of Houston, 
director, and Joe S. Owens of Enid, Okla., second 


director: R. W. Johnston of San Antonio and B. T. 
Scofield of Houston, directors of this 14th show. 


14th Southwest Show Is Set 


Fo the 14th time in 20 years, 
merchandise of the aftermar- 
ket will be spread out on display 


next month in~-Dallas by the 
Southwest Automotive Show. 
Dates are April 4 through 7. 

In a drawing Feb. 15, 400 booths 
were allocated among 250 signed 
exhibitors. President Hubert Brad- 
en, who owns and operates the 
American Gear and Parts Co. in 
Dallas, said after the drawing that 
a limited number of spaces were 
then available. 

Braden was highly optimistic 
over the prospects. 

“Although we do have some 
space left,” he said, “I am sure 
this will be one of the finest shows 


By Baron Creager 
Southwestern Editor 


in the long history of this event 
in the Southwest. 

“There is every indication that 
attendance will be both enthusi- 
astic and highly satisfactory. One 
reason is that the show has not 
been held in Dallas since March 
of 1953. Naturally, we expect to 
draw our heaviest attendance from 
all over Texas, but I am assured 
there will be strong interest also 
from Oklahoma, Arkansas and 
Louisiana.” 

With the shew going on an 
every-other-year basis, what does 
he think of its future? 


“T am convinced that the South- 
west Show will continue success- 
fully if held on the every-other- 
year basis,” he responded. 

“Of recent years there has been 
more and more sentiment against 
an annual show and officers 
thought it wise to recognize this 
sentiment. The policy will create 
less strain on exhibitors who, in a 
great many cases, say they are 
now called upon too often to par- 
ticipate in such events.” 

The next show tentatively is 
scheduled at an undetermined daie 
and place in 1959. 

Records seemed to justify Brad- 
en’s optimism for attendance. The 

(Continued on page 172) 


show will be held here in the Automobile Building at Fair Park in Dallas. 


‘~G 
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Shaking the Frost 
Off Functional Units 


N MANY sections it’s time to 

think about the change-over 
from cold- to warm-weather op- 
eration. Cold weather is a little 
rough on all parts of the car, and 
a thorough inspection and condi- 
tioning for warmer operation will 
not only give the owner better 
service, it will give the shop some 
nice “plus” business. 

Normally there are not as many 
changes necessary as there were 
some years ago in switching from 
summer to winter operation. How- 
ever, there are many items that 
may need attention. Performing 
this service is something like a 
semi-annual maintenance inspec- 
tion. Most shops render the inspec- 
tion free and charge only for the 


adjustments or repairs actually 
made. 

Performance is usually the No. 
1 item on the operator’s list, so let’s 
start with the items which are like- 
ly to affect performance: 

Carburetion (Fig. 1): 

Usually the accelerator pump 
stroke was changed for winter 
driving. This should be adjusted 
for summer use. 

The automotive choke was also 
adjusted on the “rich” side. This 
should be on the “lean” side for 
warm-weather operation. 

A visual inspection will deter- 
mine whether or not the carburetor 
should be removed and recondi- 
tioned. 

Fuel pump: 


Fig. 1—Check choke and accelerator pump setting. 


By E. M. Lowery 
Technical Editor 


A vacuum and pressure test 
should be made on the pump as 
well as check for leaks. If a flexible 
gas line is used, it should be 
examined for deterioration and a 
tendency to collapse. 

The fuel tank hold down bolts 
and fuel line connections should 
be inspected and tightened, if 
necessary. A small quantity of fuel 
should be drawn from the tank to 
remove any accumulation of water 
and sediment in the tank. If water 
is in evidence, adding a can of 
solvent is the best solution. 

The electrical system: 

Battery (Fig. 2): 

The battery is called on to do 
double duty in cold weather and 
most battery failures occur at that 
time. 

The battery cell voltage should 
be checked and, if necessary, it 
should be charged. If the visual in- 
spection so indicates, the battery 
top should be cleaned along with 
the terminals and other cable con- 
nections. 

Generator: 

Test the generator output, and 
if it is below specifications, correct 
as necessary. 

Generator regulator: 

Test the cut-in voltage, reverse 
current, voltage regulation and 
current regulation; adjust as 
necessary for summer operation. 
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Charging circuit: 

Test the entire generator charg- 
ing circuit for resistance and make 
necessary corrections. 

Starter circuit: 

Check the starting motor current 
draw under load and no load. Re- 
build or replace as necessary. 

Ignition primary circuit: 

Check this circuit for resistance 
and visually inspect the wires for 
faulty insulation and connections. 
Old wires should be replaced. 

Ignition secondary circuit: 

Like an old garden hose, old 
secondary cables will tend to leak, 
and a secondary cable that leaks 
will ruin engine performance. 

If the cables appear to be old, 
hard and cracked, they should be 
replaced. Defective secondary ca- 
bles will cause that engine miss 
usually at the time when “per- 
formance” is most needed. 

The distributor: 

Check the distributor points, 
condenser, vacuum and centrifugal 
advance. These, along with dwell 
or cam angle, are very important to 
engine performance. 

Spark plugs: 

Check spark plugs. It may be 
necessary to go to a colder heat 
range plug for hot-weather appli- 
cation. 


Fig. 2—This battery evidently hasn‘t a friend in the world! 


So much for “performance.” 
Next should be safety. 

Brakes (Fig. 3): 

Mud and slush can give the foot 
brakes a hard time. In making this 
inspection, one front and one rear 


Fig. 3—Examine all brake mechanism. 
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brake drum should be removed and 
the brake lining and wheel cylin- 
ders should be checked. If lining 
is excessively worn, it should be 
replaced. Any sign of fluid leak at 
the wheel cylinders means they 
should be reconditioned. All dust or 
other foreign substance should be 
removed from the brake support 
plate, brake drum and shoes. If no 
repairs are necessary, the drum 
should be replaced and the brake 
pedal reserve checked. Readjust 
the brake shoes when the pedal re- 
serve is less than one-half the dis- 
tance from the floorboard. If the 
pedal operation is spongy, bleed 
the brakes and fill the master 
cylinder with brake fluid. Operate 
the brake pedal several times as if 
on a “crash stop,” then check 
master cylinder for signs of leaks. 

Cooling system: 

If danger of freeze is over, drain 
cooling system, radiator and en- 
gine block. If excessive rust is ap- 
parent, clean system and refill, 
adding rust inhibitor or anti- 
freeze. Inspect hose, fan belt and 
operation of water pump and 
thermostat. 

Test pressure cap and replace, if 
needed. Tighten fan belts to prop- 
er tension. 

Exhaust system (Fig. 4): 

Start engine and check exhaust 
manifolds. See that there are no 
leaks. Check operation of heat 
riser valve. Tighten all exhaust 
line and connections and mounting 
brackets. Inspect muffler closely 
for leaks. Short stop-and-go driv- 
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“Look at it this way: before you get too old for retreading, why not 
take out this retirement policy?” 


ing is especially rough on mufflers 
due to rust caused by condensa- 
tion, the muffler never getting hot 
enough to dry out. 

Front-wheel bearings: 

The front-wheel bearings should 
be removed, all of the old grease 
removed and the bearings in- 
spected for roughness. If found 
okay, they should be repacked with 
new wheel-bearing grease. 

Steering and front-end: 

Examine steering connections, 
tie rods and tie-rod ends for loose- 
ness or wear. Tighten or replace. 
Test steering gear for looseness and 
wear; tighten and adjust as neces- 
sary. 

Springs and shocks: 

Check car height. Examine 
springs for “sag” and shackles for 
excess wear. 

Examine shock absorbers for 
leaks and test for tension. 

(Too often you will find cars 
of some vintage which have been 
quite a headache for their owners 
from a roadability standpoint. 

(You’ll discover at times that a 
simple, quick check of the shocks 
will uncover the culprit who’s 


been driving the owner pure nuts. 

(This is a profitable service any 
shop can promote and it’s a sure- 
fire way of making friends for fu- 
ture service work. Make a habit of 
checking the shocks — at least 
twice a year as a rough average 
— and you'll find the item con- 
tributing beautifully to the shop’s 
profit.) 

Air conditioning: 

Most likely this unit has been in- 
operative for several months and 
will require considerable attention 
before being put back in service. 

1.—Check the fan belts for 
proper tension. 

2.—With the controls positioned 
for operation of the system, op- 
erate the unit for ten minutes at 
approximately 1,500 rpm with the 
magnetic clutch (if car is so 
equipped) engaged. Observe the 
clutch pulley bolt to see that the 
compressor is operating at the 
same speed as the pulley. 

3.—Check the sight glass to see 
that the unit has sufficient charge 
in it. 

4.—Leak-test the complete sys- 
tem. 





point out the step- 





April: Do a Complete Brake Job! 


Noticed lately how the brake volume has been rising? In 
his article in this ca; next month Ed Lowery will 
y-step procedure for this business. 








ae 


Fig. 4—Rust and corrosion not only 
made this muffler noisy but 
dangerous. 


5.—If there is evidence of an oil 
leak, check the compressor to see 
that the oil charge is satisfactory. 

6.—Check the system controls 
for proper operation. 

7.—Check the cooling system to 
see that it is protected with anti- 
freeze to a temperature of plus 
20°F. or below. 

8.—Inspect the evaporator filter. 
Clean or replace as necessary. 

If trouble has developed in the 
refrigeration system, the  pro- 
cedure listed on the opposite page 
will assist in locating the source of 
trouble. 
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Servicing the Air-Conditioning System 





Symptoms and Probable Cause 
Drafts: 
a. Poor air distribution. 
b. Car temperature too low. 


Shortage of air supply at outlets: 
a. Car temperature up. 


b. Low fan speed. 


Air noise: 
a. Sharp obstruction in air stream. 


b. Small slits in ducts. 
c. Obstruction in outlets or ducts. 


Scraping noise: 
a. Fan hitting fan housing. 


Rattle and vibration noises: 
a. Loose ducts, tubing or compressor mounting. 


b. Cooling coil mounting bolts loose. 
Water leaking or dripping into passenger compart- 
ment: 

a. Drip pan or drain tubes stopped up. 

b. Housing sweating. 
Hissing noise at expansion valve: 

a. Shortage of refrigerant 

(indicated at sight glass) 
b. Restriction in liquid line. 


Partial frosting and sweating of cooling unit or poor 
cooling: 
a. Improperly installed or adjusted controls. 


Heater valve does not cut off circulation of the 
engine coolant through the heater core with 
heat control in “Off” position (poor cooling). 


Shortage of refrigerant 
(indicated at sight glass). 
Restricted or clogged liquid line. 


e. Thermostatic switch improperly adjusted. 
f. Expansion valve improperly adjusted. 
Failure to cool: 

a. Heater valve does not cut off circulation of the 
engine coolant through the heater core with 
heat control in “Off” position. 

b. Faulty thermostatic switch operation. 
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Diagnosis Procedures 


Readjust air outlets. 

Check thermostatic switch for stuck closed points 
and improper thermobulb location. 

Check control panel linkage. 

Check clutch pulley for constant engagement. 


Check position of air dampers. 

Bypass control knob should be pulled out. 
Check fan speeds. 

Check ceoling coil for air passage. 

Check voltage at fan motor. 

Check motor bearings. 

Check direction of motor rotation. 


Check internal surfaces of ducts and smooth out 
kinks or rough edges. 

Check ducts and close all holes or openings. 
Check for partly covered outlets, loose materials 
in ducts or fan housing and loose dampers in 
ducts. 


Adjust fan to turn free on all sides. 
Check motor bearings. 
Tighten motor mountings. 


Check duct, tubing, tubing clamps, compressor 
and compressor mounting for looseness and 
tighten where required. 

Tighten or install new bolts. 


Clean drip pan and drain tubes. 
Check insulation in housing. 


Locate and repair leak and add refrigerant. 


Check receiver-dehydrator for partial stoppage. 
Check line for kinks. 
Check filter screen at expansion valve. 


Check all controls for proper installation and ad- 
justment, particularly linkage to thermostatic 
switch and heater control valve. 

Check temperature of copper tube entering con- 
ditioning unit. 

Coolant from control valve flows through this 
tube and if hot coolant flow is indicated, adjust 
controls or replace valve. 

Locate and repair leak and add refrigerant. 


Check receiver-dehydratcr for partial stoppage. 
Check line for kinks. 


Adjust thermostatic setting of switch. 
Adjust expansion valve. 


Check temperature of copper tube entering con- 
ditioning unit. 


Check linkage from contro] panel to thermostatic 
switch for proper installation and adjustment. 


Check fuse. 
Check thermostatic switch contacts and terminal 


connections. 
Check clutch actuating coi] connections and coil. 





Faulty clutch operation. 


Lost refrigerant charge (complete charge). 
Blower not operating properly. 


Insufficient air. 


Stopped up liquid line or receiver-dehydrator. 
Faulty expansion valve. 


Intermittent failure to cool: 

a. Freeze-up in high humidity areas. 
Too cool: 

a. Faulty thermostatic switch. 


b. Faulty clutch. 


High gauge reading on high side of system: 
a. Air or excessive refrigerant in system. 


b. Blocked air circulation through condenser. 


c. High engine temperature. 
Low gauge reading on high side of system: 
a. Shortage of refrigerant. 


b. Faulty compressor. 
High gauge reading on low side of system: 
a. Clutch slipping. 
Excessively high head or high side pressure. 


Over-feeding of expansion valve. 
. Faulty compressor. 
Low gauge reading on low side of system: 


a. Shortage of refrigerant. 
b. Clutch will not engage. 


c. Restriction in liquid line, suction line, receiver- 
dehydrator or screen at expansion valve. 


d, Cooling coil dirty or iced up. 


Check switch adjustment and adjust thermostatic 
setting, if necessary. 

Check clutch for slippage by watching bolt in 
center of compressor shaft. Bolt should be turning 
at same speed as pulley. 

Check for belt slippage. 

Check air gap, which should be .025” to .035”. 
Remove and check internal parts of clutch and 
replace where necessary. Check and adjust all 
shims as required. 

Locate and repair leak, process and charge system 
and check for proper oil level. 

Check electrical circuit. 

Check motor and fan. 

Check bypass control setting. Knob should be 
pulled out. 

Check motor speed. 

Check for restrictions in ducts. 

Check for dirty coils (refrigeration and heating). 
Remove coils to clean as necessary. 

Check for stoppage and replace, if necessary. 
Expansion valve out of adjustment. Adjust valve 
as required. 

Discharged power element. Replace _ valve. 
Stopped up expansion valve filter screen. 
Replace screen. 


Raise low-limit thermostatic switch. 


Check control panel linkage to switch and adjust, 
if necessary. 

Check location of switch thermobulb. 

Check contacts in switch. 

Adjust thermostatic switch setting, if necessary. 
Check for stuck clutch. 

Remove and disassamble pulley, check parts and 
replace where necessary. 

Check complete system for leaks. Where detected, 
discharge system, repair leaks, then evacuate and 
recharge system with a complete charge. 

Clean condenser with stiff brush, compressed air 
or cool water. Never use steam! 

Perform required engine maintenance. 


Check for shortage, locate leak and repair. Add 
refrigerant as required. 
Replace serviceable parts or compressor. 


Check clutch and make necessary repairs. 
Check system for leaks. Discharge system, re- 
pair any leaks found, then evacuate and recharge. 
Check expansion valve for poor contact to suction 
line. 

Replace compressor if found to be faulty. 


Check for leak, repair leak and recharge system. 

Check thermostatic switch controls, contacts and 

bulb location. 

Remove clutch pulley and replace internal parts 

of clutch, if necessary. 

Check lines for kinks and replace lines in which 
kinks are found. 

Check receiver-dehydrator. If partly stopped up, 

it will be cold or frosted. 

Check expansion valve. If partly stopped up, it 

will be cold or frosted at that point. 

Valve may also be adjusted incorrectly by being 

closed off too much. 

Check cooling coil. If dirty, clean oil with cold 

water. If iced up, defrost coil and adjust thermo- 

static switch setting or expansion valve. 
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Typical LPG fuel systems long in use on standard 
truck engines converted from gasoline. Several of 


Make It LPG 


By E. S. Harris 


WENTY-ODD years ago a certain 

dealership mechanic’s reaction 
to his first view of a butane-pro- 
pane-powered truck engine was 
that of a man unable to believe 
his eyes and about ready to suspect 
something he ate the night before 
was affecting his vision. 

It was his first job for the day, 
a new truck he had set up himself 
a month before when it went into 
service as a butane fuel gas de- 
livery truck for a local liquid gas 
firm. The work order called for 
a 2,000-mile check and he began 
the job by opening the hood. 

He took one unbelieving look at 
the engine, and slapped the hood 
down again, glancing about fur- 
tively to see if anyone else had 
seen what he saw. Pondering the 
situation a moment, he rubbed his 
eyes and cautiously lifted the 
hood again for a second look and, 
at last satisfied that he actually 
saw a coating of frost over an un- 
familiar fuel system arrangement, 
he called for the foreman for a 
consultation. 

A phone call to the fleet owner 


| TRUCKS + FLEETS 


cleared up the mystery in “The 
case of the frosted fuel system.” 
They had installed the system to 
use their liquid fuel instead of 
gasoline, and the mechanic would 
not be required to service it this 
trip; they’d clue him in later. 
Why the system frosted: 
Liquefied petroleum gas (LPG) 
is comprised of light hydrocarbons 
that become gaseous at atmos- 
pheric pressure and above freezing 
temperatures. For automotive use, 


Two sizes of LPG vaporizer-reg- 

ulator assemblies. Coolant-heated, 

the idle adjustment is made at 

this point. The power adjustment 
is made at the adapter. 
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the truck manufacturers install specially-designed 
LPG engines on the assembly line when ordered. 


or Gasoline? 


commercial LPG is usually a mix- 
ture of either propane and/or pro- 
pylene and butane and/or butylene 
with a small amount of heavier 
hydrocarbons. 

By pressurizing the gases they 
become a liquid which is more 
easily and economically handled. 
While the transfer of this pres- 
surized fuel from vehicle fuel 
tank to the engine could be done 
by taking vapors from the tank to 
carburetor, this method presents a 
number of problems which are 
avoided by usually employing four 
transfer stages. 

The tank pressure of 20 to 200 
psi must first be reduced to a 
regulated five to 15 psi. As in a 
refrigeration unit, the gas is al- 
lowed to expand and vaporize 
rapidly, so the fuel absorbs a large 
quantity of heat which causes a 
refrigerating effect that can freeze 
the mechanisms involved. This re- 
frigerating action was not con- 
trolled on this early system, hence 
the frosted condition of the vapor- 
izer and lines, to the mechanic’s 
consternation. 





LPG fuel tank and its controls ready to be install- 
ed on the frame side member of a truck tractor. 


Modern systems overcome this 
freezing by heating the vaporizer 
by means of a heat exchanger us- 
ing the engine coolant which is 
piped through the unit and re- 
turned to the cooling system. 

The primary and secondary reg- 
ulators may be combined into a 
single unit containing also the 
heat exchanger and the vaporizer. 
The final regulator reduces the 
pressure of the vaporized gas to 
slightly below atmospheric pres- 
sure. It must also shut off the fuel 
before it reaches atmospheric pres- 
sure to prevent leakage and must 
be designed to permit vaporized 
gas to flow instantly to the car-~ 
buretor in metered volume to con- 
form to the engine demand. The 
last step in the system is the car- 
buretor containing a venturi to 
meter the fuel to the engine pro- 
portional to air flow, and econ- 


™T) 


the load area. 


omizer to lean out air-fuel ratios 
at part-throttle and a starting de- 
vice equivalent to the choke on a 
gasoline system. 

In comparing this fuel system 
with the gasoline system, it might 
be said that the tanks serve the 
identical purpose of fuel storage. 
An LPG gas filter is always used 
in the line, and its purpose is, of 
course, the same as a gasoline fil- 
ter. The primary pressure regula- 
tor is compared in function with 
the gasoline fuel pump. The. va- 
porizer does the job usually taken 
care of by the intake manifold in 
a gasoline system. The secondary 
pressure regulator functions to 
control fuel flow as does the needle 
valve on a gasoline carb. 

What owners say about the LPG 
fuel systems: 

Before further discussing the 
system and its mechanical features, 


“Well, they've finally hung the motor where you can get at it!” 
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This LPG tank is carried back of the cab and above 
Shorter tank is used in car trunk. 


we'll consider the comments of 
some of the users of vehicles or 
stationary engines we interviewed 
who chose the LPG fuel in pref- 
erence to, or to be used in con- 
junction with, or used alternately 
with the original fuel. In some 
cases the users’ claims and com- 
ments are not in exact line with 
some of the findings of experi- 
menting engineers, but it demon- 
strates their convictions and rea- 
sons for use of the fuel. 

“Availability” covered the rea- 
sons of many for its use, in which 
“cost” might be added, since deal- 
ers in LPG fuel and large buyers 
with storage facilities at hand find 
it easy to replenish the tanks at 
their home or plant at a very neat 
saving over that of gasoline. In 
this first category we found own- 
ers of stationary engines, tractors, 
trucks and passenger cars; some of 
these were engines specially de- 
signed for use of the fuel; others 
used adapter kits which could 
make the standard engine run on 
either LPG fuel or gasoline as the 
owner chose, or on LPG fuel only, 
with no special engine design. 

Operators of fork lifts and tugs 
and other power units used in- 
doors or on closed platforms point- 
ed out that the engines’ exhaust 
was cleaner and contained far less 
carbon monoxide than regular 
fuels. 

In this connection some large 
diesel truck-tractors now inject 
LPG fuel with the diesel fuel for 
more complete combustion where 
exhaust smoke is objectionable or 
unlawful. They use only the diesel 
fuel at other times and places. 
(Adapter kits are available to 
change over some diesel engines to 
straight LPG fuel use.) 

Freedom from carbon formations 
in the firing chamber, longer 
crankcase oil life and quicker 
cold-weather starts are features 
claimed by satisfied users of the 
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Top above: Three types of adapters with their venturis and power ad- 
justments for installation between the gasoline carburetor and the 
air cleaner, so either gasoline or LPG can be used for fuel. Bottom 
above: Electric solenoid valves or “lockoffs” (items 1, 4 and 5 from 
left) change fuels on combination gasoline-LPG engines automatically 


with a flick of the switch. They are some 


times used in continedibas 


with a fuel filter (items 2 and 3). 


LPG fuel in almost every type of 
operation. Some say they use a 
lower-priced lubricating oil, since 
detergent agents are not necessary 
when this fuel is used. Several 
pointed to the octane advantage 
of LPG over gasoline. 

Mechanical features of the sys- 
tems: 

Since LPG fuel is contained un- 
der pressure, a special type fuel 
tank is required as well as special 
fuel lines. If there is no local code 
in this regard, the National Board 
of Fire Underwriters pamphlet No. 
58 b. covers the specifications for 
the storage and handling of the 
fuel. These tanks are never filled 
100% of capacity. A 10 to 20% 
vapor space must be left for ex- 
pansion of the fuel as temperature 
increases. Some tanks have a “full 
valve” to indicate when the ex- 
pansion space level has_ been 
reached during filling. The vapor 
is allowed to escape from this 
valve and filling is then discon- 
tinued. 

Another make of tank has an in- 
ner tank called an “outage tank” 
which provides the necessary ex- 
pansion space, and it is sealed off 
during filling. 

On passenger cars the tanks are 
usually placed in the trunk com- 
partment; on larger trucks they 
are swung from the frame, and 
on pickups they are placed on the 
back of the cab, or where they do 
not interfere with the payload in 
any case. 

The fittings on the tank may in- 
clude a rotary gauge, internal re- 
lief valve, fill valve, vapor return 


valve, fixed liquid level gauge, 
vapor service valve and liquid 
service valve. Special equipment is 
required for storing and fueling 
the vehicles’ tanks. The high pres- 
sure pumping system usually in- 
cludes a vapor return line to min- 
imize costs and eliminate vapor 
leaks into the service area.. 
While the flammability of LPG 
vapor is narrower than that of 
gasoline vapor, it has a tendency to 
accumulate in unventilated low 
areas, creating a danger of acci- 
dentally igniting it. All safety pre- 


cautions should be observed to pre- 
vent accumulations of the vapor in 
pits or corners during storage or 
work on the vehicle or when fuel- 
ing. Drain the system if the ve- 
hicle is to be stored for long 
periods, turn off the tank valve 
and run the engine dry of fuel 
before servicing the engine or fuel 
system. Have a fire extinguisher 
handy. 

Engine performance compari- 
sons: 

As we mentioned before, some 
engines were designed for the use 
of LPG fuel while others are gas- 
oline engines which use LPG fuel 
all the time or alternately with gas- 
oline, with adapter units to supply 
the fuel. For reasons we’ll outline, 
the gasoline will deliver more 
power than LPG fuel if the engine 
was designed for the use of gas- 
oline, and if all other factors are 
equal. 

Manifolding is one of the prime 
factors involved, for an LPG 
manifold contains a mixture of 
LPG vapor and air, whereas a gas- 
line engine manifold contains gas- 
oline vapor, air, gasoline mist and 
liquid gasoline. Hence, the LPG 
vapor needed to charge a cylinder 
will occupy considerably more 
space in the manifold then a 
charge of gasoline fuel. 

The size of the intake ports of 
the cylinders governs the volume 
of the fuel-air mixture it can 
handle, so the greater volume of 

(Continued on page 110) 


“I tagged them all when I disconnected ‘em. Now what should I write on 
the tags?” 








SOUTHERN AUTOMOTIVE 4 








SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1957 








Primping 


By E. M. Lowery 
Technical Editor 


VER notice an owner showing 
his displeasure when looking 
over a wash job that wasn’t all 
that it should be? The car may be 


several years old and mechanically 
ready to retire, but he still wants 
it to look good. That pride of own- 
ership is still there! 


Just as the engine requires 
regular tune-ups if it is to perform 
at its best, regular body “tune-ups” 
are necessary to preserve the ap- 
pearance of the car. It will also 
make it safer and reduce the cost 
of maintenance during the life of 
the car. 

The following steps are sug- 
gested as a guide for a regular 
body tune-up: 

1.—Wash car in order that the 
paint may be inspected and 
touched up as required. 

2.—Ding out and repair all 
metal damage. 

3.—Replace all damaged mould- 
ings. 

4.—Replace all cracked, fogged 
or chipped glass. 

5.—Cement all loose weather- 
strips which are still usable. 

6.—Replace all door or trunk lid 
weatherstrips which are unfit for 
service. 

7.—Align hood, doors and trunk 
lid as may be necessary. Lubricate 
all hinges and catches. 

8.—Check all openings for water 
leaks and seal where necessary. 

9.—Tighten door checks and 
striker plates. Lubricate with 
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Restoring that “new leok” through exterior cleaning. 


stainless lubricant. 

10.—Adjust glass in run chan- 
nels and lubricate regulators where 
needed. 

11.—Lubricate door locks and 
lock cylinders. 

12.—Adjust and lubricate wind- 
shield wiper mechanism. Install 
new blades if needed. 

13.—Tighten all sill plate and 
garnish moulding screws. 

14.—Tighten body bolts to prop- 
er torque specifications. 

15.—Clean the seat, door trim 
panels and headlining. If the seats 
are in bad shape, install seat cov- 
ers or new trim. 

16.—Vacuum the interior thor- 
oughly. 

With regard to performing some 
of these operations: 

Washing and polishing: 

The outside finish should be fre- 
quently washed. Never wipe the 
painted surface with a dry cloth. 
Dusting the surface when it is dry 
tends to rub the dust and dirt into 
the paint and leaves sanded effect 
on the surface. To keep the finish 


bright and attractive and eliminate 
the necessity of using strong 
abrasive cleaners, the vehicle 
should be washed whenever it has 
accumulated a moderate amount of 
dirt and road salt. 

If the finish has become dull and 
unattractive, it may be restored to 
its original brilliancy by using 
cleaners and/or polishes as recom- 
mended by the manufacturer. 

Note: It is absolutely necessary 
to follow manufacturers’ instruc- 
tions in removing road tar, etc., 
from some of the newer exterior 
finishes; otherwise, the finish will 
be ruined. 

Care of chrome parts: 

The chrome-plated parts of the 
car deserve special attention. Ex- 
tra precautions and periodic clean- 
ing will preserve the beauty and 
life of these finishes. Wash only 
with mild soaps or detergents, 
using a clean, soft cloth or a sponge 
and water. Rinse and wipe parts 
dry. Chrome cleaning compounds 
should be used sparingly. 

Care of anodized aluminum: 
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More and more of this material 
is being used and it requires spe- 
cial care in cleaning. 

This material should be cleaned 
with a mild detergent and soft 
brush. Cleaning these surfaces with 
polish, abrasive cleaners, steel 
wool or strong alkali solutions will 
remove the protective coating and 
cause permanent damage. Where 
steam cleaners are used to clean 
“white sidewalls,” particular at- 
tention should be paid to the clean- 
ing compound, otherwise some 
anodized hub caps may be ruined. 

Care of convertible top fabric: 

Proper care of the top material 
will reduce the possibility of water 
stains, mildew or shrinkage. Do 
not fold the top if it is damp or 
soaked. Always use the convertible 
top boot to keep the top material 
clean and dry when the top is in 
the lowered position. 

Use the top compartment behind 
the rear seat back only for storage 
of the top. The storage of other 
items such as a car jack, golf clubs, 
luggage or other miscellaneous ob- 
jects not only interferes with the 
proper operation of the top but 
may also damage or stain the top 
material. 

Top material that has become 
faded should be treated with a top 
dye (except plastic-coated ma- 
terial). Top dye not only restores 
the original color of the top but it 
also preserves the material and 
acts as a sealer. 

Washing top fabric: 

The top material should be 
cleaned and washed at least twice 
every three months to prevent fine 
particles of dust and grit from be- 
coming embedded in the fabric. 
Removal of such dirt particles 
would require hard scrubbing and 
a stronger soap solution which 
could damage the surface of the 
fabric. 

Before washing the fabric, re- 
move all loose dirt with a brush or 
vacuum cleaner. 

Mix one part of foam cleaner 
with two parts of water. Cover the 
bottom of a suitable container with 
diluted foam cleaner. Soak up the 
liquid with a clean sea-wool sponge 
(about the size of a fist). Add more 
liquid if necessary to completely 


Foam-cleaning the seat fabric. 


saturate the sponge. Alternately 
squeeze and release the sponge un- 
til all the liquid has been trans- 
formed into foam. 

Apply foam to the fabric with a 
sponge or a soft brush. Rub in a 
circular motion and finally in the 
direction of the nap of the ma- 
terial. Never saturate the fabric 
with liquid. Occasionally dip the 
dirty sponge in a separate pan of 
clean water and squeeze it dry be- 
fore applying more foam. 

Thoroughly clean the sponge (or 
use a second sponge), then squeeze 
the water out of the sponge. Wipe 
off all emulsified dirt and excess 
foam from the top surface. 

Remove excess moisture from 
the cleaned fabric with an absorb- 
ent cloth, allow the fabric to dry, 
then brush it. 

Application of top dye: 

Top dye is available in almost 
any color. 

Before applying top dye, clean 
the loose dirt and film from the 
fabric with a brush or vacuum 
cleaner. Wash the fabric lightly 
with foam cleaner. Allow the top to 
dry thoroughly. Top dye may be 
applied with a good paint brush; 
however, a spray gun is recom- 








April: Installing Glass 
Glass installation and door locks and strikers and their 
relationship to safety will be covered in this department 
in April by Editor Lowery for the biennial safety issue. 
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mended. Do not use top dye near 
an open flame. 

If a brush is used, stir the dye 
thoroughly and, if necessary, thin 
the dye with enamel or lacquer 
thinner before brushing. For spray- 
ing, reduce the viscosity by adding 
one part enamel or lacquer thin- 
ner to two parts top dye. 

The body should be covered be- 
fore spraying. Apply top dye in the 
same manner as applying paint to 
the body. One coat of top dye is 
usually sufficient. However, an ad- 
ditional coat may be added if the 
top is badly faded. If an additional 
coat is to be added, allow the top 
to dry 15 to 20 minutes. 

Keep the car in direct sunlight, 
or in a warm dry place, for at 
least 12 hours after applying top 
dye. Do not fold the top for at 
least two days. 

If through improper masking 
some top dye falls on the body, it 
should be wiped off immediately 
with a cloth soaked in turpentine. 

Plastic-coated top: 

If the plastic-coated top is not 
too badly soiled, clean the material 
with mild soap and lukewarm 
water. If the top becomes badly 
soiled, use foam cleaner. Use a 
mixture of one part cleaner to two 
parts water on badly soiled areas. 
The mixture may be varied de- 
pending on the soiled condition of 
the material. Use a soft brush with 
the mixture. If foam cleaner will 
not remove spots, use a household 
abrasive cleaner. 

The plastic coating used in this 
material becomes tacky at approxi- 
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Foam-cleaning the headlining. 


mately 180°. When making paint 


repairs, be sure to protect the ma- 
terial from heat and paint thin- 
ners. 

Cleaning interior upholstery: 

Most stains can be removed 
quite easily from fabrics while 
they are fresh and have not hard- 
ened and set into the fabric. An ex- 
ception is mud or clay, which 
should be allowed to dry so that 
most of it can be brushed off: It 
is also very helpful, although often 
not possible, to know the nature of 
the staining matter so that the 
proper solvent may be used. 

Most common stains can be re- 
moved either with a dry-cleaning 
solvent, fabric cleaner or carbon 
tetrachloride cleaning fluid, or 
with a water solution containing 
one-half of 1% of a laundry-type 
detergent, such as Vel, Breeze, or 
Dreft. Thus, if the nature of the 
staining matter can only be 
guessed at and a dry-cleaning fluid 
does not remove the stain, it 
should then be cleaned with a one- 
half of 1% solution of a detergent 
in water, or vice versa. 

When using a detergent, do not 
use one containing a bleach as this 
could discolor the fabric. As most 
detergents contain a_ certain 
amount of bleach, caution should 
be exercised as to the amount 
used. 

Some of the more common up- 
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holstery stains can be removed as 
follows: 

1.—Candy, 
cream: 

Scrape off as much of the stain- 
ing matter as possible with a dull 
knife. Clean with a one-half of 1% 
solution of a laundry-type deter- 
gent in warm water. 

General instructions: Use a piece 
of clean cotton cheesecloth approx- 


chocolate or ice 


imately 3” by 3”. Squeeze most of 
the liquid from the fabric and it is 
less likely to leave a ring. Wipe the 
soiled fabric very lightly with a 
lifting motion. Always work from 
the outside toward the center of 
the spot. 

Turn the cheesecloth over as 
soon as one side becomes stained 
to prevent working the staining 
matter back into the cleaned por- 
tion of the fabric. Use a new 
piece of cheesecloth as soon as 
both sides become stained. 

2.—Grease, oil or tar: 

Scrape off as much of the stain- 
ing matter as possible with a dull 
knife. Clean with fabric cleaner. 
Follow general instructions as 
listed in No. 1 above. 

If grease, oil or tar stains can- 
not be removed satisfactorily with 
a fabric cleaner on a certain type 
of fabric, use carbon tetrachloride 
cleaning fluid. The same procedure 
can be followed as with fabric 
cleaner. 

Caution: Carbon tetrachloride is 
very toxic to breathe. Since fabric 
cleaner contains a large proportion 
of carbon tetrachloride, adequate 
ventilation must be provided when 
either of these cleaning fluids is 
used. A fan should be set to blow 
directly across the area in which 
the cleaning is done. To prevent 
skin cracking from the use of these 
cleaning fluids, apply a lanolin- 
type skin cream to the hands after 
using the cleaning fluids. 

3.—Lipstick or rouge: 

First work white vaseline into 
the staining matter to loosen it. 

(Continued on page 120) 
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“,..gives dealer top customer service 


and satisfaction” 


says MR. K. W. CARR, Partner, K. W. Carr Motor Co., 
Indiana's first exclusive Plymouth dealer, Indianapolis, Ind. 


“ComMERCIAL Crepir and our firm have been 
teamed up for 23 years of continuous profitable 
operation. In that time CommerciaL CRepIT 
PtaNn has proved to be a dependable selling 
tool. It gives the dealer top customer service 
and satisfaction while its national advertising 
gives the dealer prestige in time selling. And 
CommerciaL Crepit’s all-round program not 
only speeds up sales but is a great help to the 


dealer in an emergency.” 





Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete iat 
information on the benefits of CoMMERCIAL + Kets oe opto Saag 


Crepit Pian. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal . : x om: 
cities of the United States and Canada. : 
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J—V-8 4 quarts, 6-cylinder engines 5 quarts. 
K—Right 34°, left 0°. 
L—t-head. 


supercharger. 
A—Ranges from 140 for 6 to 263 optional in V8. N—None, 
B—Manual steering —3<° + 34°, power steering +34° +3<°. NA—Not announced. 
J—if power steering, +-3{ to + %. »>—if power steering, 14° to 1°. 
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Automotive engineers know that today's higher 
compression engines demand more than “just 
another gasket.’’ As a supplier to car factories for 
many years, Fel-Pro knows how to make gaskets 
that meet the automotive engineers’ most exacting 
specifications for materials, pressure tolerances, 
specially-designed gaskets, etc. That's why, when 
you look at gaskets with the discrimination of a Car 
Factory Engineer, you're bound to choose FEL- 
PRO GASKETS every time! Felt Products Mfg. Co., 
1548 Carroll Ave., Chicago 7, lilinois. 


cae Pas? ed « 
Sie pee ae 





On almost every car, there's a Fel-Pro Gasket 
doing a vital sealing job! 
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1957 PASSENGER-CAR SPECIFICATIONS 
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BUICK Special 40 1234-17 
BUICK Century 60, Super 50 and 
Roadmaster 124-174 
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FORD 6 Custom and Fairiane 
FORD Thunderbird and 
FORD 8 Custom and Fairlane. 
HUDSON Hornet 

LINCOLN Capri and Premiere 


MERCURY Monterey & Montclair (std). 
MERCURY Monterey & Montclair pam 
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NASH Ambassador __ 
NASH-HUDSON Metropolitan . 
OLDSMOBILE 88 and 98. 
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PONTIAC...... 
RAMBLER 6 
RAMBLER 8 


STUDEBAKER 
STUDEBAKER President, 


Silver Hawk and 
STUDEBAKER Commander, Parkview 
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ABBREVIATIONS 


N—Negative. St—Stromberg. 
NA—Not announced. tdc—Top dead center. 
P—Positive. VD—Vibration damper. 
RP—Rochester Products. Z—Zenith, Lid. 
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Wall Chart 








Motion Displays 


Catalog 
Sheet 


TO HELP YOU SELL MORE =| @ 
SHOCK ABSORBERS dom Sete 





More cars than ever before will need new shock absorbers 
this year... nearly two out of every three cars that drive 
into your place of business. 

BRIGGS is making it easier than ever before for you 
to get your share of this tremendous, profitable shock Lon mies 
replacement business. 4 ‘enten 

Look at all the sales aids shown at the right . . . but they 
are only part of the many new, exciting, colorful helps 
that BRIGGS is offering you. 

Ask your jobber, today, to show you the complete pro- 
gram. It'll make your eyes pop ...and your profits, too. 








Wall Posters 


The Briggs Shock Absorber Company 3 staptay Rese 


1148 Euclid Avenue ° Cleveland 15, Ohio Steering Wheel Snap-On... 
: and many others 


For BIG PROFITS, BIG SALES, satisfied customers... it’s 


Ri t RIDE CONTROL 


FOR THE RIDE OF YOUR LIFE... FOR THE LIFE OF YOUR CAR 
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Readers are invited to etnias to— SHOP TALK 





MECHANICS' TRAINING? 


College Station, Texas 
Gentlemen: 

Your recent article (January is- 
sue) based on statements made by 
George Ranes on what a service 
manager should be prompts me_to 
write this letter. 


I have often thought that due to 
the nature of the service manager 
or shop foreman’s work, they could 
benefit greatly by a course in 
supervisory training—as you ex- 
pressed it, “a broad understanding 
in the field of human relations.” 

I am enclosing literature describ- 
ing some of our courses. It is my 





Net More PROFITS on 
Shop labor PLUS Parts 


Overhaul 
Tractors 
BASIC PACKAGE 


Sleeve Assembly Sets 
There is great consumer demand for 
these dependable BASIC SLEEVE 
ASSEMBLY SETS for tractors and 
trucks that increase power, extend 
life of engines and cut cost of gas 
and oil. 

Garages and repair shops every- 
where make more money on both 
labor and parts with precision-built 
BASIC. There is no costly fitting . . . 
no reboring . . . no wasted time. 
Old sleeves are driven out . . . new, 
improved BASIC is pressed in easily, 
quickly and PROFITABLY. Overbore 
sizes for most tractors assure your 
customers more compression . . . 
more displacement . . . more power 
for much better engine performance 
and more economical operation. 


Complete Stocks! Immediate Delivery! 


BASIC SLEEVE ASSEMBLY SETS are packaged complete 
ready for prompt rush shipments to meet your Spring repair 
needs on most popular makes of tractors and trucks. 
Materials and workmanship fully guaranteed against any 
risk on your part. Order now from any of these associated 


warehouses. 
J. B. Cook Auto Machine Co. 

1503 McGavok St. Nashville, Tenn. 

H-M Parts Company 

2617-23 Warwick Kansas City, Mo. 
Jobbers Service & Supply Co. 

806 W. Grand Ave. Okla. City, Okla. 

Service, Inc. 

523 Simpson St., N. W. Atlanta 13, Ga. 





with 





a = 

* Up te 20% 
More Power 

* Longer Engine 
Life 


* Savings on 
Gas and Oil 











From America’s foremost 
manufacturers come pis- 
tons, pins, rings and 
sleeves . . . all precisely 
engineered to fit 
EXACTLY in the original 
equipment. 











1016 Monroe St#, Fort Worth, Texas 
National Automotive Parts Warehouse Co. 
1701 Maury St. Houston, Texas 
Southwest Automotive Warehouse 
1611 Avenue G6. Lubbock, Texas 


Southern Bearing & Parts Co. 
500 N. College St. Charlotte |, N. C. 


Tools & Parts Warehouse, Inc. 


2816 Commerce S?. 


BASIC 


SLEEVE 
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Dallas 26, Texas 


ASSOCIATES 





A column of informal 

comments abeut the 

automotive trade and 
its problems. 





thought that we might offer a 40- 
hour course here on the campus de- 
signed especially for service man- 
agers and foremen. Campus 
courses are conducted in the 
Memorial Student Center and we 
do not have a week open until 
October of this year. 

If you think the plan has some 
merit, write to me or if possible 
call on me here at the Extension 
Service building. 

ELMER FREDE, 

Field Instructor, 

Texas Engineering Extension 
Service, 

Box 236 F. E. 

Sounds like you have an excel- 
lent idea. We’re passing it on to 
the managers of the Texas dealers 
and wholesalers association. 


THEY BUY CONTINENTAL 


Who are the buyers of an auto- 
mobile costing $10,000? 

The answer to this question was 
obtained in a recent survey of Con- 
tinental Mark II hardtop coupe 
owners conducted by the Lincoln 
Division of Ford Motor Co. 

The survey disclosed that ap- 
proximately 70% of all sales since 
introduction of the car in October 
1955 were to individuals and the 
remaining to business firms. 

The findings indicate that the 
average owner of a Continental 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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AUTOMOTIVE SHOW iesoaiaiene is 
DALLAS 


STREET ———* 











CITY —___. STATE I 


Ihis ects extn soem coms un cous cn 
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Mark II is a married, 5l-year-old 
businessman with an annual in- 
come of $30,000 as head of a small 
manufacturing .plant. He is col- 
lege-educated, has three depend- 
ents, owns a $50,000 home, be- 
longs to a country club and is a 
sports enthusiast. 

According to the survey, a sig- 
nificant minority of owners are 
professional people. Approximate- 
ly 10% of total sales have been 
made to doctors. 

A smaller percentage of owners 
are classified as persons living 


from investments or who jhave in- 
herited wealth and engage in 
business as a sideline. 

Women account for 10% of the 
total sales. Of the 90% of sales to 
men, approximately 30% of those 
sales were influenced by “the 
woman in the family.” 

The survey also pointed out that 
the Continental is not only a 
“millionaire’s car” but that a 
minority of owners earn less than 
$20,000 a year. The income of 
owners ranges from a low of 
$15,000 to multi-million-dollar. 





REMOVE THE RIDGE 
FASTER ... EASIER 


There’s a Lisle ridge reamer for 


every cylinder, 
every 


every job and 
shop. With Lisle ridge 


reamers, your shop can do fast, 
money-making work on all cylin- 
ders, including those in modern 
short-stroke engines. 


LESS Big range — 2°%0" to 


She 


scraper-type reamer. Low 


cost, easy turning, rigid even when 
fully expanded. 


With patented lathe action 


cutter —21%6" to 5%". 


New type 


carbide cutter does a better job, 
stays sharp indefinitely. 


X53 900d tooy rear 


LISLE CORPORATION 


LARINDA 
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The greatest number of Conti- 
nental sales has been made in Los 
Angeles. Chicago, New York, De- 
troit, San Francisco and Denver 
follow in that order. 

J. E. Coberly and Eisele Sales, 
both Los Angeles Lincoln deal- 
ers, have sold the most Conti- 
nentals. 

A study by Ford economists in- 
dicates there are about 250,000 
persons in the United States who 
could afford to buy a car at the 
$10,000 price. 


FIVE-MINUTE WASH 


Sarasota, Fla. 
Gentlemen: 

Would you please give me in- 
formation regarding five-minute 
car washing equipment complete? 
I am planning on opening a new 
plant soon and would like to 
equip it with the very latest equip- 
ment. Also, I. would like to have 
floor and building plans and in- 
formation. 

Thank you for any help you may 
render me. 

Don REpDA, 
Sarasota Speed Shop, 
1750 Main and Indian 

We’re passing your request on to 
several manufacturers who prob- 
ably have building plans which 
you could study. 


“WOULD YOU TAKES” 


John C. Cook doesn’t like it 
worth a hoot when an eager sales- 
man slaps a “would you take” 
handbill on his jalopy in Atlanta. 
He yanks it off, selects a hand- 
some new model nearby on the 
street, and then parks the offer on 
that car. 

Can’t you imagine what kind of 
telephone calls that salesman is 
getting from proud owners of new 
cars who are being advised by 
that same handbill of an offer of a 
few hundred dollars trade-in on 
a car which cost them $3,000 or 
more a few days earlier? 


FIRE HAZARDS 


Got any fire hazards around 
your place? What are the chances 
of a fire breaking out? 

Also, what are the most com- 
mon causes of fires in dealerships 
and garages? 

Make your own guesses and then 
check with what the authorities 
tell you in SAJ next month. 
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Mr. Dealer—Here’s how to 


make a $7.15 per car sale 


on an operation as simple 
as an oil change! 


Flare op” 


ee rvPt 


Fy) ssioN sd 
TRAN NSMIs powerflite ° vi G@ 
DTOMATIC » poweraide* yeison * 7 Lo. 
Neel « Dynatiow Te ebok . Nifgr 


tic * 
° _— \ Og Sy, oy TY Pr 
Fs 2 Og, 


merc-o-matic ie yp ag Pan Ma 
* Flare Liqui-Matic Fluid retails for AKEp 'C MERCOM ATIC uy 
65c a qt. The average car uses 11 qts., “U7Maan, DRIVE AND ULTRe 


which makes a total sale of $7.15. In addi- 
tion, many dealers make a charge for serv- —SS aoe se 
ice. Your opportunity for greater profits. $a 


Over 20,000,000 Automatic Transmission Cars are Potential 
Customers ... Millions More Are Built Each Year! 


station can render this service. Your local jobbe: 
has FLARE LIQUI-MATIC FLUID available in 
convenient sizes. Contact him today. 


These units require a refill every 15,000 to 25,000 
miles. The Service Chart which the Bell Com- 
pany offers, fully explains how to service and 
refill these transmissions. Any garage or service 


FLARE LIQUI-MATIC TYPE ‘‘A’’ IS RECOMMENDED FOR ALL POWER STEERING UNITS 


ree! 


New Service Wall Chart On 
Automatic Transmissions 


A service guide for mechanics 
and service station attendants! 
Contains complete details on 
checking, draining and refilling all 
cars with automatic and semi- 
automatic transmissions, and Hud- 
son wet clutches. Mail the coupon 
today. 


Sea See ea eS eS eS eS eee ee ee ee ee ee ee oe ce 
THE BELL COMPANY, Inc. vePr. sa 
411 N. Wolcott Ave., Chicago 22, Ill. 


Please send me immediately a free copy of your 
Service Wall Chart on Automatic Transmissions 


THE BELL COMPANY, Inc. 
411 N. Wolcott Ave., Chicago 22, Ill. 
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Air-Conditioning Shop 
(Continued from page 71) 


had,” England reported, “was a 
little too much vibration. We took 
care of that with an extra brace.” 

England feels that eventually 
all garages must be equipped to do 
air-conditioning. Pulling off an en- 
gine head means removing the air- 
conditioning unit. Also, in a few 
years the motorist will expect air 


conditioning for his car just as he 


expects a heater today, so there 
will be enough business to go 


around, and to spare, he predicts. 

England started in the garage 
business in 1949 with a one-car 
plant. In six months he moved to 
a four-car operation. Last May he 
moved into his present plant, dou- 
bling his service capacity. His paint 
and body shop is a half block 
away. Air conditioning there 
would not be feasible, of course. 

In addition to air conditioning, 
the England garage specializes in 
automatic-transmission and wheel- 
alignment service. 

England was instrumental in or- 








IT PAYS TO ( ae. 


[BEeekygne 
L OF OTHER ALIGNMENT EQUIPMENT 


# FRAME PRESS DESIGN 


The Bee Line Frame Press is the foundation for all pressures 
of correction. No pressure is applied to the runways. Run- 
ways and leg sections are quickly removable for complete 
access to all parts of the frame. The press is mounted on 
wheels for easy positioning and is fully adjustable in height 
at the touch of a valve. 





a series 
of ads 
comparing 


Bee-Line’s 
exclusive 
PROFIT 
features 


WRITE FOR FREE 
Comparison 
Literature 
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SID Alia a 


DAVENPORT, IOWA 


U.S.A 





ganizing the Independent Garage- 
men’s Association of Alabama in 
1954 and was its first president. He 
believes strongly that garages must 
raise their standards to halt a con- 
tinual turnover in mechanics. 

“The automotive mechanic of to- 
day is a technician,” he pointed 
out. “Other industries and the 
federal government are luring him 
away. A nearby aircraft plant, for 
example, recently took away one 
of my most promising young work- 
men. 

“Through our garage association 
we hope to find an answer to this 
and other problems.” 


Manpower Turnover 
(Continued from page 76) 


he declares. 

Walker has three other antiques 
his men work on during slack 
periods. Last winter they as- 
sembled an antique car from the 
ground up. 

At a recent hot-rod and antique- 
car show in Memphis, he took a 
first place award trophy. 

Walker guarantees all work and 
cooperates with other radiator 
shops. He’s president of the Mem- 
phis Automotive Radiator Associa- 
tion. 

Last winter when a flash fire hit 
his shop, he was out of action for 
several days. Association members 
came quickly to his aid and took 
over his work. He has helped most 
of them at one time or other, too. 

Walker stocks everything re- 
quired for automotive cooling sys- 
tems. He has found screen cleaning 
for laundries, oil field equipment 
and gins and radiator work for 
farm and road equipment (such as 
tractors and draglines) help to 
keep his shop busy. He recom- 
mends that other radiator shops do 
likewise for profitable supplement. 
Shops with facilities for making 
special equipment will find clients 
easily, he assures. 

Walker has timely advice and a 
word of caution for all garages, 
radiator shops, service stations, as 
well as motorists handling new 
cars. 

There have been several serious 
cases of face and arm scalding in 
Memphis . recently in connection 
with radiator cap removal. 

“The high pressure on new car 
radiators can scald anyone who 
examines the radiator water level 
without taking proper care,” he 
declares. “They should give the 
radiator cap a one-and-a-half turn, 
wait ten seconds and then remove 
the cap—for safety’s sake.” 
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Throw away the scouring powder... 


Krome-Oil is 
pre-seated 





Pre-seated Krome-Oil Piston Ring Sets break in 
fast. No need for scouring powder. They deliver 
the immediate oil control your customer expects, 
eliminate costly comebacks. 

And Krome-Oil is a full chrome ring set—top 
groove compression ring chrome, chrome on the 
side rails of the steel oil ring. Meets all manufac- 
turers’ “specs” best for the more than 27,000,000 
cars sold since 1951 for which they recommend 
chrome replacement rings. Many of these cars are 
in your area—ready, or near-ready, for ring jobs. 

Don’t forget Krome-Oil’s All-in-one Envelope. 
Holds the rings for one piston in order of installa- 
tion. No mix-ups, misplaced parts. Saves time. 




















THIS IS PRE-SEATING Pre-seatins is = factory-apped 


pping process equivalent to 


many hundreds of miles of hee engine operation. Krome-Oil 
breaks in fast, delivers instant oil control. No costly comebacks. 





AMERICAN HAMMERED 


AUTOMOTIVE REPLACEMENT DIVISION 
2001 Sanford Street, Muskegon, Michigan 


Manufacturers of American Hammered Automotive Replacement Piston Rings 
A Division of Sealed Power Corporation 
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WHEN VOU NLLO A T00L... 
‘PHONE YOUR /lew Gnildin JoBBER! 


REMEMBER! any Tool you ever need is no further away than 
a phone call to your NAPA Jobber! Ample stocks of the basic 
New Britain Tools you use every day — Sockets, Drive Parts, 
Wrenches and Pliers, PLUS scores of other specialized Tools 
for Body Work, Ignition, Valve, Piston and all engine repairs 
are ready for YOU. And, when you call your New Britain Jobber 
for any Tool, you can be dead certain you'll get the best. For, 
New Britain Tools are designed by mechanics for mechanics to 
make your job easier and faster. 

Check YOUR Tool Kit right now, just pick 

up the "phone and call your Jobber . . . get 

that New Britain Tool you’ve been needing 

and intending to buy. It will make money 

for you. 





FAMOUS 


New Bniléain 


SETS 


Good Tool Sets in the hands 
of good Mechanics — that’s a 
New Britain tradition! There 
are many to choose from, as 
big and diversified as your 
needs demand. They cost 
very little on easy, pay-as- 
you-profit payment plans. 
Ask your Jobber. 














boas 
s 
SOCKETS Cr RATCHETS © DRIVE PARTS EXTENSIONS 


Nery Bypittat 


THE NEW BRITAIN MACHINE CO.*+NEW BRITAIN, CONN, HAND TOOLS 


104 Want more facts? Use Reader Service Card Page 132 SOUTHERN AUTOMOTIVE JOURNAL for March 1957 





 ~ 





These Tennesseans commemorated 
the past Christmas by donating 
jointly, in the name of customers 
and friends, $500 to the Tennessee- 
Virginia Cerebral Palsy Center, 
Kingsport, and $400 to the under- 
privileged children at Kingswood 
School, Tate Springs. Left to right 
are: J. A. McCurry of J. A. Mc- 
Curry Auto Parts, J. M. Nelson of 
Holston Auto Supply Co., Fred 
Ault of Auto Parts Co. and Henry 
Adkins of Automotive Service and 
Supply Co. 


Thompson's New Center 
To Cost $5,000,000 


ROUNDBREAKING ceremonies 

have been held for a campus- 
style research and development 
center, part of Thompson Products, 
Inc.’s, approved 1957 capital ex- 
penditure program totaling $26,- 
500,000. Plans call for completion 
of the center within five years at 
an estimated cost of over 
$5,000,000. 

To be erected on property just 
east of the company’s Euclid plant 
at Cleveland, Ohio, the center will 
house in separate groups of build- 
ings all of the central staff re- 
search, development and engi- 
neering departments. New occu- 
pants will include the staff auto- 
motive development department, 
which is engaged in advanced re- 
search in this field. 

The center will be landscaped 
with trees, shrubs and an artificial 
lake. The administration building 
will house the technical library, an 
auditorium and a cafeteria. 


More for Boss 
(Continued from page 70) 


“With very few exceptions,” the 
Texan explained, “we clean up 
every night. Very few jobs are 
held over. And this pleases the 
customers no end.” 

While this advance booking has 
increased the shop mechanics’ pay 
20%, it has also taken the pressure 
off the service advisors who now 
have time and patience to give the 
customers better and more courte- 
ous treatment. 

“I have only one complaint,” 
Birchfield concluded. “Too many 
regular customers phone me per- 
sonally for an appointment, in- 
stead of a service advisor. But that 
has its redeeming feature also. It 
keeps me in touch with our cus- 
tomers.” 
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"IMPERIAL PANORAMIC 


is one of the greatest TIME-SAVERG in any shop!” 





give you a complete stock 
at your fingertips! 


Cabinet included 
FREE! 


Take it from foremen and hanics who know — 
PANORAMIC is one of the greatest time- 
savers in any shop! Every brass fitting is in 
full view. ou spot items needed in seconds 
... order replacements just as fast. 

Stock includes 224 parts: you get 224 brass 
fittings and drain cocks. In all, 54 t and 
sizes that shops like yours use regularly. 

PANOR IC is the proved way to sharpen 
7 shop housekeeping — just hang this handy 
all-steel cabinet on any wall or end of tool 
crib and you've immediately eliminated one 
more source of confusion! 





a Bid ee 


Each item hos its own bin 
with large, easy-to-read labe! 
showing catalog number, 
size ond picture. Heavy-duty 
gloss door keeps out dust and 
dirt. No. 440-F imperici 
Panoromic Brass Fitting Stock 
complete with 224 ports. 
Deoler's cost $29.70. 


2 ~ 
, “Your jobber wants to tell” 
F you about a special, 
\ limited-time offer on these 
\_ cabinets. Contact him / 
; for details. e 


~ - 


Imperial has many more time- and work-saving shop and service aids for you! 
Get a copy of Catalog 125. Ask your jobber, or write: 
THE IMPERIAL BRASS MFG. CO. 
1227. W. Harrison St. © Chicago 7, Illinois 
in Canada: 334 Louder Ave., 





Toronto, Ontario 





BRASS FITTINGS « FLEXIBLE LINES « ANTI-FREEZE AND BATTERY TESTERS « SHUT-OFF VALVES 
DRUM FAUCETS « SERVICE AIDS « TUBING TOOLS 
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Sell the elegant ’57 look... 


WHATEVER THE MODEL YEAR... SMARTEST ON THE HIGHWAY 


You sell miles and miles of extra enjoyment with every set of seat covers woven 
of sARAN. Smart good looks and rugged durability combine to put sARAN in a 
class by itself. It’s made to take the punishment of everyday hard wear without 
scuffing. Now your customers can bring their old cars up to the minute with 
the same handsome colors and patterns featured as original upholstery in the 
smartest new models. Order your stock now for a big spring season . . . push 


IT’S WOVEN TO BREATHE! the colorful ‘D7 look for older cars! 
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with seat covers of SARAN! 


SARAN (IS STILL THE DEALER’S CHOICE FOR BIGGER PROFITS 


SARAN is the dealer's choice because it is still America’s choice for the best buy 

in seat covers. Play up the sales point that seat covers of SARAN are woven to 

allow natural air passage—allowing customers to enjoy year-round driving 0 

comfort. Here’s another sales-clincher. sARAN is the easiest of all seat cover AN PORIOES WES (AGE. .0, 
materials to keep looking its best . . . a damp cloth removes spots and spills. : CUNCH THE SALE! 
Satisfied customers still make the dealer’s choice saran. THE DOW CHEMICAL 

COMPANY, Midland, Michigan, Plastics Sales Department PL1575G. 


YOU CAN DEPEND ON 
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Dear Bill, 

Yeah, man, we have the same ») 
kind of trouble with our customers’ 
sports cars that you are having. 


THE, Dito hi 


atic, | 


aly, _© 





Nobody wants to help you work on 
them, but everybody wants to go 
with you for the test drive. The 
best thing about the whole deal is 
that when you get through bending 
’way over to work on them and 
can’t straighten up again, you are 
in just the right position to get in 
behind the wheel, on the hardtops. 

I always thought that you’d get 











some kind of inferiority complex 





See us at Booths 
229-231 at Dallas 


No. 75A Copper 
Tubing Dispenser 
lincludes 50 
foot spools) 


No. 75 Copper 
Tubing Dispenser 
fincludes 100 


Co foot spools! 


copper tubing dispenser 
for your shop! 


Save space, avoid waste, eliminate broken packages and 
odd lengths with the new No. 75 Copper Tubing Dispenser. 
“Layerwound” coils unwind like thread from steel spools 

. Straighten as they uncoil . . . without kinks . . . and the 


tubing is marked every foot. 


saves space...eliminates waste 
No. 75A includes 50 foot steel spools of 3/16”, 1/4” and 5/16” 
copper tubing. No. 75 includes 100 foot steel spools of 3/16”, 
1/4” and 5/16” copper tubing. Both available with any three of 
the following sizes: 1/8”*, 3/16”, 1/4”, 5/16”, 3/8”. * Available 
in 100 foot spools only. Distributed by leading automotive 
wholesalers everywhere. DORMAN PRODUCTS INC., Cincin- 
nati 2, Ohio. 


Want more facts? Use Reader Service Card Page 132 





from driving them in traffic, but 
once seated and on your way the 
impression is that your car is as 
big as anyone’s. The tricky thing 
about them in traffic is that other 
drivers might fail to see you at 
some crucial moment. With a line 
of parked cars along a through 
street, anyone standing at a stop 
sign may let all the full-size cars 
go by, and then pull out in front of 
the sports job which is below the 
windows of the parked cars so they 
can’t see it coming. 

Of course the foreign jobs fit 
neither our wrenches nor parts, 
but the domestic ones make up 
most the jobs we’ve handled, and 
they aren’t too bad to work on. 

Old Ted was mumbling that the 
old-time sports cars, Stutz or Metz 
and the like, were more to his lik- 
ing. He could really get at his 
work on them. He will admit the 
old Saxon four was almost as 
small as these jobs, but more ac- 
cessible, he maintains. 

Just as well keep up with all 
these powerpacked sports cars, for 
with fuel injection and blowers 
and the like scheduled for the 
standard cars, you can’t afford 
to miss a preview, and most the 
improvement along this line seem- 
ed to come up the sports-car and 
hotrod route. 

Might as well enjoy the horse- 
power parade while we are still 
in the trade. I’ve seen magazine 
articles recently stating that the 
days of the mechanic are number- 
ed. They maintain that before long 
the new engines may not require 
the ministration of the old family 
mechanic. When the old turbine 
plant gets balky, the customer 
will drop in at a filling station 
where the attendant will roll out 
the old power package like a bu- 
reau drawer, and roll a new one 
back in while his assistant is wip- 
ing the windshield. 

These predictions don’t make 
me as nervous as the similar re- 
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By the way, 
what kind of 
linings do you use 
on these jobs? 


Let him know you use the kind 

that’s on more new vehicles than 

any other make— : 
BENDIX-ECLIPSE 


Marshall-Eclipse Division 


Troy, New York 








marks in the golder. past. Many 
the times such stories have made 
some of the knucklebusters hesi- 
tate to buy a new set of wrenches 
for fear they’d outlast the need 
for them. Somehow the need seem- 
ed to increase. 

While not altogether discounting 
the possibility of being out of the 
service business in the future, 
we’re preparing to take care of 
what we can get next month while 
the need is still present. The boss 
is figuring a series of specials to 
get our customers through the 


summer. Since none of them is 
driving cars with any type of 
glorified blowtorch under the hood 
as yet, we’re going to try and in- 
fluence them to get their piston 
jobs tuned and their cooling sys- 
tems pruned, with whatever over- 
tures we can sell in the matter of 
running gear and appearance 
items. 

By the way, are you getting by 
now that familiar old spring-time 
urge to go fishin’? 

Yrs, 
Ed. 





Profit by the 
PAIR! 


Take two—they're twin- 
packed. Simplifies stock- 
ing. Speeds handling. Sells 
matched performance. For 
double action, double 
profits: Golden Glides—in 
the tear-apart twin pack. 


GOLDEN GLIDE SHOCK ABSORBER CO., CLEVELAND, OHIO 
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shock absorbers 








LPG or Gasoline? 
(Continued from page 89) 


air the cylinder can take per 
stroke, as compared with gasoline. 
And since air consumption in a 
sense governs engine power (en- 
gine power is proportional to air 
consumption), an engine of given 
size will produce less power with 
LPG than with gasoline. 

To control this situation and 
improve volumetric efficiency, en- 
gines designed for LPG fuel use 
will separate the intake and ex- 
haust manifolds to keep the in- 
take air as cool as possible to in- 
crease the intake charge density. 
Any heat transfer passages and hot 
spots between the two manifolds 
intended to help vaporize liquid 
gasoline must be inactivated as 
much as possible if it is to be used 
for LPG. 


Raising the Oomph 


Power from LPG can be in- 
creased by raising the compres- 
sion ratio of the engine. Some 
commercial propane engines have 
compression ratios of 10:1, but 
before increasing compression ra- 
tios on gasoline engines, some re- 
search should be made to avoid 
overstressing parts or causing in- 
terference. 

Because LPG has. different 
burning characteristics from gas- 
oline, it requires a changed spark 
timing for better performance. 
Tests showed that a more ad- 
vanced spark timing at low speeds 
and more retarded spark at high 
speeds than with gasoline develop- 
ed the most power with LPG, and 
this timing characteristic is con- 
sidered in distributors designed for 
use with LPG engines. The hotter 
combustion temperatures of LPG 
call for a better valve material 
and a colder spark plug for im- 
proved parts life. 

This would indicate, then, that a 
gasoline engine using LPG alter- 
nately with gasoline would pro- 
duce more power and better ef- 
ficiency when the gasoline was in 
use. If advantages in cost and 
availability of LPG offset the dif- 
ference in power output and cost 
of the system, then they would in- 
fluence the use of the fuel. 

To gain full advantage of LPG 
then, it would be best to use an 
engine designed for its use. A con- 
verted gasoline engine runs sec- 
ond in efficiency. The engine using 
gasoline and LPG alternately, the 
least. Engines in all three of these 
categories are now encountered in 
surprising numbers in the field. 
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THe most TROUPLEFREE 


IGNITION CONDENSERS 
EVER DESIGNED 


NEOPRENE INSULATION -. 
BRASS TERMINAL 

BUNA S$ END PIECE 
PRESSURE SEALS 


\ SOLDER 


HIGH PRESSURE CONNECTION 
ELECTRONIC WELD 
NON-INDUCTIVE WINDING 
HIGH PRESSURE CONNECTION 


ALL THESE ECHLIN EXTRAS 
AT NO EXTRA COST 


77 Uf 








CONTACTS 
COILS » CONDENSERS 
& OTHER AUTOMOTIVE 
ELECTRICAL PARTS 
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The systems.used for fueling them 
have familiar names in many 
cases, as several gasoline carbure- 
tor manufacturers supply kits and 
original equipment for LPG en- 
gines. Others are made by spe- 
cialized manufacturers of gas e- 
quipment only. 

Systems using straight LPG fuel 
have a simple carburetor which 
doesn’t require a float and bowl, 
as the fuel is in a gaseous state 
when it reaches the carburetor. In 
combination systems using LPG 
and gasoline alternately, the LPG 


is introduced into the standard 
carburetor throat by means of a 
spud-in adapter which is inserted 
in the side of the body after drill- 
ing just below the venturi and di- 
rected into the air flow, or an 
adapter ring is sandwiched be- 
tween the air cleaner and car- 
buretor inlet. 

A toggle switch on the dash of 
the vehicle operates a _ solenoid- 
type lockoff that cuts off one type 
of fuel to allow the use of the 
other, and vice versa. 

Engine oil differences of LPG 





Ot ono hesene an 6 pebsinn 


Kool! Keo shien 











why you should sell the ventilated 
cushions preferred by new car owners 


Late model car owners prefer Frosty Tweeds 
...because of the beautiful way the new Kool 
Kooshion patterns and colors enhance the richness 
of new car interiors. And, this is just one of the 
pattern selections which Kool Kooshion offers 
for 1957! 

Whether your customers want bold, solid 


stripes, or subtle frosty tones... (both in sparkling 
reds, cool blues, inviting greens, or smart blacks) 
..-your Kool Kooshion line has them in three 
sizes: Regular, King Size, and new Klear-A-Kross. 


Specify the Kool Kooshion 
169D Merchandiser if ordering 
Frosty Tweeds or the Kool 
Kooshion 269D Merchandiser 
when ordering Stripes, and 
you'll receive this handsome 
rack. 
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Yes, Kool Kooshions appeal to more people. That 
means easier sales — bigger volume — more profit 
for you. Don’t sell yourself short this year on the 
tremendous ventilated seat cushion market. Sell 
genuine Kool Kooshions (the first and finest). 





vs instances in the use of gasoline: 

Certain lubricating oil peculiari- 
ties are noted between gasoline 
engines and LPG engines, though 
it is not always safe to carry out 
some of the apparent differences 
to the point of recommending spe- 
cial lubricants or extended oil 
change intervals for their use. 

LPG users claim longer life for 
their engine oil. Some change their 
oil at 10,000-mile intervals instead 
of the 1,000- to 2,500-mile intervals 
when gasoline was used. Since 
there is no dilution of the oil from 
the dry LPG fuel, the tendency of 
the oil in the engine is to thicken, 
so they use one viscosity grade 
lighter oil for make-up than the 
original fill. 

The reason for this increase in 
viscosity is due to the lighter ends 
of the oil evaporating when they 
contact the hot engine parts, so 
their reasoning in this regard is 
valid, but for extended change 
periods and any move to straight 
mineral oil without additives, pe- 
troleum engineers are not in com- 
plete agreement. 


Deposits Tend to Form 


In low-temperature engine op- 
eration gasoline engines tend to 
form engine deposits due to the 
combustion products entering the 


crankcase, but LPG engines were 
found free of this type of con- 
tamination of the oil under this 
stop-go, cold operation. A highly 
refined mineral oil should satis- 
factorily lubricate an LPG engine 
under these circumstances, but un- 
fortunately an LPG engine could 
not be operated efficiently at this 
low engine temperature. The en- 
gine temperature has to be raised 
to supply sufficient coolant heat 
to control the refrigerating effect 
of the vaporizer to provide good 
performance. 

In the case of high-temperature 
engine conditions in heavy-duty 
service, the sources of gasoline en- 
gine deposits are due not only to 
combustion products alone but to 
a combination of these products 
and the lubricant with which they 
combine. The lubricant itself in 
LPG engines as well as gasoline 
engines may form deposits and 
corrosive materials harmful to 
bearings and, as mentioned before, 
increase in viscosity. And, of 
course, there is the danger from 
abrasives which may not be com- 
pletely removed from the oil by 
filtering and which may only be 
removed by draining. 

Engine manufacturers and pe- 
troleum engineers are agreed that 
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B.M.O.C.* 
from 
Rochester 


+ BETTER MAN ON CARBURETORS 
BECAUSE HE'S BETTER TRAINED 
AT A GM TRAINING CENTER! 


There’s no secret to carburetor service success! Train- 
ing’s the answer ... and the world’s most thorough 
carburetor training is yours for the asking at any of 
30 GM Training Centers. 


Rochester-UMS carburetor courses give you the 
whole picture . . . from basic principles of carburetion 
right on up through timesaving on-the-car adjust- 
ments. Topnotch carburetor experts work with you 
at every step of the way . . . show you how to make 
every minute pay. You'll come out a B.M.O.C.! 


To get the benefit of the finest carburetor service 
experience and facilities you can find anywhere, free, 
write: Service Department, United Motors Service 
Div., General Motors Corp., GM Building, Detroit 
2, Michigan, or ask your Rochester representative. 


(Right:) Rochester-UMS Instructor Herb Hoehne has spent 33 
years in automotive service. Here Herb brings a Training 
Center group up to date on latest carburetor developments. 
Take advantage of expert advice like this .. . there's a GM 
Training Center near you: Aftianta, Boston, Buffalo, Char- 
lotte, Chicago, Cincinnati, Cleveland, Dallas, Denver, 
Detroit, El Paso, Houston, Jacksonville, Kansas City, Los 
Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, 
Oklahoma City, Omaha, Philadelphia, Pittsburgh, Portland 
(Ore.), St. Louis, Salt Lake City, San Francisco, Tarrytown 
(N. Y.), Union (N. J.), and Washington, D. C. 


Over 15,000,000 cars 
HESTER 


on the road are equipped with 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, N.Y. 
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higher-quality oils are best for 
use in LPG engines, the grade they 
recommend depending on the type 
of service encountered by the en- 
gine. None recommends the use of 
straight mineral oils. 

With a little study of the sys- 
tems, the general mechanic can 
take care of most service neces- 
sary on LPG engines. Once learn- 
ed that heat application is neces- 
sary before the fuel reaches the 
carburetor, and it must be with- 
held thereafter, in exact reverse of 
gasoline, he can build his know- 


ledge for tune-up from there. 
Care in handling the LPG and its 
choice for the type use it is to be 
put to is important, for it can vary 
in purity and mixture depending 
on its purpose, for automotive fuel 
is only one of its uses. The sup- 
plier can advise on this point. 


Service Manager: “Snap” 
(Continued from page 66) 


Well organized, indeed, is the shop 
flexible enough to handle this con- 
dition and still meet other commit- 





Presenting... 


the new, modern, 1957 mat 
protector for new and old cars 


RLOOB PRIDE 


Newest Accessory for Car Dealers & Service Stations 
It's the protector mat that new car owners want and that new car 
dealers can sell on sight. Deluxe Floor Pride is the newest idea in mat 
protectors — it gives full-floor protection door-to-door and over-the- 
hump. Protects 1957 car mats from soil and wear — covers worn 
spots in older models. It's the hottest car mat protector yet! Available 
in Red, Blue, Green, White, and Black colors. 


FRONT or REAR 


FRONT 
FLOOR 


Deluxe 


matching Deluxe 
WONT UTaTiAT 


The rear-companion mat to Deluxe Floor 
Pride. In matching colors and design. 
Deluxe Floor Pride and a Minvtemat are 
the answer to full-floor car mat protection, 
front and rear. 


‘Doan mANurActuRING corp. 


1761 LONDON ROAD e¢ CLEVELAND 12, OHIO 
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A cutaway view of the oval- 
shaped air cleaner in Oldsmobile’s 
J-2 “Rocket” engine. Directly be- 
low the air cleaner are the three 
dual carburetors which help the 
J-2 develop 300hp, with 10-to-1 
compression ratio. At normal cruis- 
ing speeds, the engine runs on a 
single two-barrel carburetor. The 
two additional carburetors do not 
begin to function until the throttle 
is opened more than  three- 
quarters. 


ments. One or more quick-service 
men, men who know and are fast, 
will ease this situation. Usually 
these men can be “pulled” without 
causing too much delay to some 
other job. 

Then we have the V.LC. (very 
important customer), whose car 
means so much to him. Being with- 
out it that day will mean the loss 
of several hundred dollars (says he 
makes that much per day). We 
listen to him and crowd the job in, 
marking the repair order “rush,” 
and give him some extra-fast serv- 
ice. The job is finished and the bill, 
figured at the usual flat rate 
charge, is given him. He then 
spends 30 minutes of his most 
valuable time telling everyone 
what a bunch of robbers they are 
and trying to get the charge re- 
duced. 

Problems in the service busi- 
ness, as elsewhere, are many and 
varied. Recently a service man- 
ager was discussing his operation 
with a man who holds a key posi- 
tion with a firm closely allied to 
the automotive industry. 

This man said, “I imagine that 
you have at least one complaint 
every day.” 

The reply was, “There are mul- 
tiple complaints in our business 
each day.” 

With a department that is in the 
middle, between sales and custom- 
er, factory and customer—it is 
rough and will be that way until 
we make it better. 
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Bower tapered roller bearings 
hold adjustment and pre 


Advantages for you ond caer. Rae 


O-Honed design gives you 


roller heads ground to the 
eee relate. your customers operating contour that other 


tapered bearings must ac 
quire through run-in. Bower 
exclusive higher flange de 
sign provides large, two-zone 


contact for roller heads to im 





prove roller alignment, cut 
down wear and resultant 
end-play. Bower roller bear 
ings are widely used as origi 
nal equipment and are avail 
able when you need them for 


replacement work 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


roller bearings ~Se : 
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Experimental Gas Turbine Truck Now 
Undergoing Tests by GM's Engineers 


HEVROLET Motor Division and 
General Motors Research Staff 
have developed a new, experi- 
mental gas turbine powered truck, 
the Turbo-Titan, which has been 
undergoing extensive highway 
and proving ground performance 
tests for the last six months. 
E. N. Cole, vice-president of 


General Motors and general man- 
ager of Chevrolet, said the co- 
operative project combines a 
Chevrolet tandem-axle (model 
10413) tractor chassis with an im- 
proved version of the GM Research 
Staff's Whirlfire (GT-304) engine 
similar to the one developed in 
1955 for the Firebird II, a passen- 





HYDRAULIC VALVE TREATMENT 


For Top Engine Performance 


CORRECTS! 
Frees hydraulic valve lifters 
Permits valve lifters to operate quietly 
Dissolves engine sludge and varnish 
Increases power and gas mileage 


DO YOUR CUSTOMER A FAVOR! TELL HIM ABOUT THIS 
EASY Two-Step Treatment — He'll show his appreciation in 


repeat business! 


Order from your jobber, or write to Dept. 72 


EMEROL MANUFACTURING CO., INC. 


242 WEST 69TH STREET,'NEW YORK 23, N. Y. 


Want more facts? Use Reader Service Card Page 132 
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HYDRAULIC VALY 
TREATMENT 


50% 


E 


ae 


MAINTAINS! 
Keeps valves and lifters free 
Cools as it lubricates 
Protects engine parts 
Increases the life of your car 





Discussing the engine of Chevro- 
let’s new experimental gas tur- 
bine truck are the two engineers 
largely responsible for its develop- 
ment. They are (1. to r.): Harry F. 
Barr, Chevrolet chief engineer, and 
William A. Turenen, head of the 
General Motors gas turbine re- 
search department. 


ger-type car. 

The engine, a 200hp unit with a 
fuel saving regenerator, is an ex- 
perimental unit rather than a pro- 
duction prototype. 

(Ford and Chrysler Corp. are 
also busily at work in gas tur- 
bine experimentation. ) 

Chevrolet Chief Engineer Harry 
F. Barr described the project as “a 
look down the road to determine 
the gas turbine’s potential in the 
heavy-duty commercial field. 

“The gas turbine engine de- 
veloped by GM Research Staff fits 
under the hood of a_ standard 
Chevrolet truck. From this we 
hope to get some early answers to 
our engineering questions about 
the gas turbine... . 

“By this GM-Chevrolet coopera- 
tive research—which has given 
Chevrolet many engineering ‘firsts’ 
—we alert ourselves to the latest 
and best developments that may be 
available to our customers in the 
future. ... 

“Meantime,” he added, “our 
work definitely is experimental, 
with no present production plans, 
although production possibilities 
are being investigated.” 

William A. Turunen, head of 
GM Research Staff’s gas turbines 
department, explained that “our 
experience with automotive gas 
turbines as far back as 1949 has al- 
ways indicated promising heavy- 
duty potential, perhaps more im- 
mediate than in the passenger-car 
field. 

“Our modified Whirlfire unit 
had been developed to a point 
where we felt that it should be 
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“This one will last, lady... 
it’s a MERIT!” 


There are plenty of good reasons why you can say that to 
your customers. Merit oval mufflers have up to '4 heavier 
Cushion-Aire® shells, ?3 heavier outer heads, heavier inner 
parts for greater strength and longer life. They provide 
maximum silence, allow maximum power. And this easy-to- 
show quality costs no more. 

Merit is a complete line from glass-packed mufflers to heavy 
service truck systems. No need to pass up any muffler work 
when you sell the Merit line. 

Start now selling Merit —the high-profit, high-volume, and 
top-quality line of mufflers and pipes. Why not call your 
nearest Merit jobber today. 


MUFFLERS AND PIPES 
Dept. 5C, 619 Smith St., Toledo 1, Ohio 
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tested competitively in a heavy- 
duty vehicle,” he said. 

Turunen and Barr pointed out 
that present comparisons between 
the gas turbine and piston types of 
engines verify that turbine has 
superior torque characteristics—or 
the ability to pull loads better un- 
der adverse conditions. 

“This simply means that a truck 
or tractor hauling a loaded rig on 
the highways will make the hills 
and grades at a better rate of climb 
or better speeds than a convention- 
al piston engine of equal horse- 


power,” Barr said. “In other 
words, more of its horsepower is 
usable on hills.” 

Another gas turbine advantage, 
they said, is its possible operation 
with a simplified transmission. The 
Turbo-Titan’s engine is coupled to 
a conventional Chevrolet tandem 
truck drive train, including a 
slightly modified powermatic 
transmission. 

Other advantages cited by Barr 
and Turunen include possible low 
maintenance requirements; a wide 
choice of fuels—diesel oil, kero- 





SEE TT NOW! 


the fabulous DU MONT TV-Type 


EnginScope’ 








1 
! 
1 
1 
! 
1 
See the EnginScope in action at the 14th SOUTHWEST 
' AUTOMOTIVE SHOW in Dallas, April 4-7th. Get all the 
1 details on how easy the EnginScope is to own. Try the 
1 EnginScope for yourself and see WHY this shop instrument is 
causing so much excitement. 
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SEE YOU THERE!!! 


P ALLEN B. DU MONT LABORATORIES, INC. 
Dp Automotive Test Equipment Department 
‘\ 


This is the television-type 
engine analyzer that is the 
talk of the town. . . the all- 
electronic shop instrument 
that makes tune-ups “duck 
soup” and puts more profit 
in the pocket of its owner. 
Best of all, the fabulous 
EnginScope builds customer 
good will — good will that 
always results in repeat 
sales — money making 
repeat sales! 
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Clifton, New Jersey 
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sene, jet aircraft fuels and the 
gasolines; excellent cold-weather 
starting characteristics, plus no 
need for warmup. 

Also, they said, because the unit 
is air-cooled, it needs no water or 
anti-freeze, and its oil consumption 
is nil. In addition, the oil does not 
become diluted by fuel or con- 
taminated by combustion products; 
therefore, oil changes are not re- 
quired. 

Balanced against these ad- 
vantages, they said, is the fuel con- 
sumption factor which thusfar falls 
somewhat short of the operating 
economy of a piston truck engine, 
but they believe further develop- 
ment will substantially narrow the 
gap between the two. 

The first Firebird and the GM 
Turbocruiser were powered by 
simpie open-cycle turbines with- 
out fuel-saving regenerators, main- 
ly to test the operation and dura- 
bility of small turbine components. 

Data from these laid the ground- 
work for the design of the GT-304 
unit with regenerator, which ap- 
peared in Firebird II and was 
modified for the Turbo-Titan. 


Developing the Whirlfire 


Conventional automotive rather 
than aircraft design practice was 
followed in the Whirlfire engine’s 
development. The unit weighs ap- 
proximately 850 pounds, including 
accessories, and generates more 
than 200hp at 35,000 r.p.m. gasifier 
speed. The power turbine speed is 
28,000 r.p.m. and maximum gas 
temperature is 1650° (F). 

The power turbine is driven by 
hot gases generated by the gasifier 
section which is essentially a small 
jet engine. It is not connected 
mechanically with the drive train, 
being simply a shaft with a turbine 
at one end and an air compressor 
on the other. 

The gasifier spins at a rated full 
power speed of 35,000 r.p.m. and 
idles at 15,000 r.p.m. The com- 
pressor operates at a pressure 
ratio of 3.5-to-1. 

The regenerator is a metal mesh 
drum driven at 20 to 30 r.p.m. or 
one thousandth the speed of the 
gasifier shaft. It recovers 80% of 
the heat in the exhaust gas, which 
would otherwise be blown out and 
wasted. 

The engine is started simply by 
pushing the starter button. The 
electric starter brings the gasifier 
speed up to 4,000 r.p.m. when the 
fuel is turned on. 

When idle speed is reached, the 
starter and spark are turned off 
and the engine is ready for use. 
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Sell America’s best-known 


motor “‘tune-up’—‘clean-up’ products 


this Spring... 


valuable 
free extras 


with every case you order 


During February, March and Apr 


at $2.95, in every case of guaranteed carburetor- 
cleaning KLEEN TREET. 
% Serrated blade never needs sharpening! 
+ Extra-long rosewood handle! 
3K lt cuts, slices, spears! 


A bonus of 2 cans with each case of guaranteed, 
engine-protecting CD-2— America’s fastest-selling additive 
that fights power-robbing sludge! 


$3.00 worth of merchandise, absolutely free! 


A bonus of 4 cans with each case of 
gvaranteed Cooling System Conditioner. 
$4.00 worth of free merchandise! 


Backed by the greatest 
Alemite advertising campaign Free Coupon entitling 
in history! STEWART you to receive this $3.95 value 


A] 3-piece Barbecue Set for only $1.50! 

-. Gleaming stainless steel tongs! 

Call y our jobber today ! WARNER Sturdy hamburger turner and fork! 
Individually boxed for storing! \ 


ALEMITE 


REG. U SPAT. OFF 


Division of STEWART-WARNER CORPORATION 1850 Diversey Parkway, Chicago 14, Illinois 
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Spring Primping 
(Continued from page 92) 


Then clean with fabric cleaner or 
carbon tetrachloride cleaning fluid 
as recommended in No. 2 above. 
4.—Mud or clay: 

Allow the mud or clay to dry 
completely. Then brush it off with 
a soft bristled brush. Clean with 


squeeze the liquid from the clean- 
ing cloth back into the container 
of cleaning fluid, and never dip the 
cleaning cloth back into the con- 
tainer of cleaning fluid after the 
cloth has contacted the stain. Be 
sure that the cleaning fluid has no 
impurities and is not discolored 
before using it. 

If particles of the staining mat- 
ter become locked between the 


a one-half of 1% solution of de- 
tergent in water as recommended 
in No. 1 above. 

When cleaning by any of the 
methods outlined above, never 


fibers of the fabric, it may be 
soft 
instead of the 
cheesecloth with cleaning fluid. 


necessary to use a clean 
bristled brush 





YOU'LL TAKE 
A SHINE TO 


The Lamson Automotive SILVER LINE 

offers you these special advantages: 

e Perfect fit between cap screws and 
nuts. No fumbling or lost assem- 
bly time. 

e Plated to give that quality look and 
the long service your first-class repair 
jobs deserve. 

e Buy with confidence. The Lamson 
Silver Line provides an extra margin 
of safety on shock, tension, torque 
and fatigue requirements. 

@ Yes, “You'll Take AShine To SILVER 
LINE...” and so will your customers! 


The LAMSON «. 
SESSIONS co. Eeaeaeoueane 


WORLD'S LARGEST MANUFACTURER 


OF AUTOMOTIVE FASTENERS 
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SIZES AVAILABLE 


Cap Screws...Coarse "to &" diameter 
and fine (SAE)threads %"to4” length 





Nuts... Coarse and 


fine (SAE) threads %" to &” 





Lock Washers %” to &” bolt size 





SAE Fiat Washers 4%” to &” bolt size 


Clip the coupon below and let us send you 
additional information on Silver Line. 


Please send me more information on the 
Silver Line. 


Name 





Company 
St. & No. 
City. State 











0 Other 


1973 West 85th Street 

Cleveland 2, Ohio 

Plants at Cleveland and Kent, Ohio 
Birmingham ¢ Chicago 





Cleaning of vinyl interior trim: 

The following are recommenda- 
tions for cleaning plastic trim: 

1.—Grease, oil or tar: 

These stains should be cleaned 
as soon as possible or they will mi- 
grate into the plastic and leave a 
permanent discoloration on the 
plastic surface. These stains should 
be cleaned with either fabric 
cleaner or foam cleaner, as recom- 
mended above. 

2.—The _ satin-grained vinyl 
should be cleaned as soon as it ap- 
pears to be getting dirty. Otherwise 
the dirt particles will get rubbed 
into the small grain crevices and 
be almost impossible to remove. 
The dirty vinyl trim should be 
cleaned with a piece of clean cot- 
ton cheesecloth dipped in a sudsy 
solution of a non-alkaline deter- 
gent in water. 

If the vinyl] plastic trim still does 
not clean up, a clean brush with 
many fairly stiff bristles should be 
used in place of the cheesecloth. 

Removal of dirt from _ ivory 
plastic trim panels: 

The ivory plastic trim should be 
cleaned in the same manner as 
other vinyl interior trim. How- 
ever, if the dirt has been rubbed 
into the grain so that it is not pos- 
sible to remove with the detergent 
solution, a cleanser may be used. 

The seat beading and door trim 
panel inserts are made of a plastic 
material. A cleanser such as men- 
tioned above should not be used on 
these surfaces. Any abrasive 
cleansing material will cause the 
material to peel. To clean, use 
plain water or water with a mild 
soap solution. 


Chevrolet Offers Feature 
To Combat Sliding 


REAR-AXLE development 

which reportedly gives mo- 
torists safer control in snow, ice 
and mud has been announced by 
Chevrolet Motor Division. 

Known as “Positraction,” the 
unit also was said to provide im- 
proved operation on rough roads 
It is offered as optional equipment 
on all 1957 Chevrolet cars. 

The secret of Positraction, says 
the company, lies in disc clutches 
located on either side of the con- 
ventional gear and pinion set of 
the rear axle. Through the action 
of these clutches, the speed of 
both wheels is fixed by the wheel 
with the greatest amount of trac- 
tion. This eliminates any waste of 
power through the free spinning 
of one wheel independently of the 
other. 
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Just like riding on 
a cloud with 


Thompson 


SKY-RIDE 
SHOCK ABSORBERS 





Complete merchandise and point- 

of-sale material furnished with any of 

the three merchandising display packages. 
All contain fast turn-over Sky-Rides. 


LMOST half of your present customers are poten- 
tial for the better riding comfort and control that 
new Thompson Sky-Rides give. Yes, almost one-half 
of the cars on the road need new shocks. Ip Thomps fet si 
There’s a big and steady market for Sky-Rides . . . 
and once your customers feel the smooth comfort of Ser VICeG 7 /) iS 
riding on Sky-Rides they'll be back to thank you. This 
is big profit business that is yours for little more than 
the asking. Start right now on the road to higher 
income with Thompson’s complete Sky-Ride mer- 
chandising package. 


Thompson Products, /re. 
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Complete Jobs on Brakes 
( 


ontinued from page 73) 


space for short periods with fre- 
quent small sales turnover. As you 
can see, there is money in brakes. 
While we check every incoming 
car’s brakes, front-end, ignition 
and tune-up, brakes comprise 80% 
of our volume. We employ seven 
full-time mechanics, all capable 
brake specialists. During hot 
weather we sometimes keep as 
many as 12 brake mechanics, and 
if asked to turn out a brake reline 


job within an hour for a waiting 
customer, we put six mechanics 
on the car. 

We insist on first-rate jobs. If 
we find a prospective customer 
who chooses to ignore certain of 
our recommendations, we prefer 
to refuse the job rather than do an 
incomplete one which cannot be 
guaranteed. 

In cases where a customer re- 
fuses a complete job and we do 
only a brake reline, we indicate on 
our repair order that specific 
recommendations were made but 





HAPPY CUSTOMER CASE No.3 





Herman, here, is happy because his dealer has completely elimi- 
nated that irritating clicking noise from his engine and now it's 
quiet as a mouse. (And you know what happy customers mean— 
repeat business). Herman had tried all kinds of things to get rid 


of that noise, but to no avail. 


But, his dealer was a smart man. He took just a few minutes 
and installed a Crown overhead valve pad.—So, old Herman's 
noise was gone, his engine was always lubricated and he was 
happy. For the dealer—a nice profit and a repeat customer. 


“A Crown valve pad is made to fit 
every overhead engine" 
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EARLE ESTES 
MFG. CO. 
UNION CITY, GEORGIA 





the customer refused the service. 
In this way we are protected if a 
cylinder starts leaking and the 
brake lining is ruined. 

We do our own bonding, a prof- 
itable and money-saving operation 
which permits us to maintain low- 
er prices. Large quantity buying 
also lets us pass along discounts 
to the customers. 

We give our mechanics a six- 
week bonding course which they 
supplement with mechanical work. 

Customer education is impor- 
tant in our program. We not only 
strive to impress him with neces- 
sity of periodic brake inspection, 
but note his speedometer mileage 
and caution him if little mileage 
remains on his present brakes. 

Our year-’round newspaper pro- 
motion program of three adver- 
tisements weekly brings us a 
great deal of business, but we feel 
that our greatest percentage comes 
by word-of-mouth promotion. We 
are convinced of this by the num- 
ber of new customers who drive 
in and tell us that friends or 
neighbors recommended our serv- 
ice. We actually anticipate word- 
of-mouth promotion during 1957 to 
exceed all previous figures. 

During slack periods we have 
solicited special groups, such as 
doctors, mailing out as many as 
200 postcards describing our brake 
service. Response has been excel- 
lent and carries us actively into 
more busy periods. Generally, 
however, our two shops operate at 
capacity production. 

Brakes can be a very profitable 
source of income for a shop if 
handled on a complete job basis. 


Daytona Beach Elects Willis 


Don Willis of Don Willis Motors, 
Inc. (Nash and Rambler), is the 
new president of the Daytona 
Beach (Fla.) Automobile Dealers 
Association. Other officers are 
Perry Jernigan, Riverside Olds- 
mobile, Inc., vice-president, and 
Dean Martin, Volusia County Mo- 
tors (Dodge-Plymouth), secretary- 
treasurer. 


Wilmington Elects Harriss 


James P. Harriss of MacMillan 
Buick Co. has been elected presi- 
dent of the Wilmington (N. C.) 
New Car and Truck Dealers As- 
sociation. Other officers are Ivey 
Sutton, Sutton Pontiac Co., vice- 
president, and Roger Norris, 
Threatt Motors, Inc., secretary- 
treasurer. 
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3 GUIDES TO GREATER PROFIT! 


Your Service Department 











¢WIEW-FINDER"” MIRROR provides drivers greater visibility, less glare! A flick 


of the finger automatically places “View-Finder" Mirror in correct position for day or night driving! 











REMOTE CONTROLLED OUTSIDE MERROBR. 5s cdjusted from 


inside the car! Customers like the way Guide's Outside Mirror adds distinction to their cars! 











“sees” approaching headlights, signals other drivers to dim their bright lights by automatically 
dimming yours! Autronic-Eye adds safety and value to a car! 


AUTRONIC-EYE 


represent more than fifty years’ experience 
in the accessory field. 


Here are three Guide accessories that mean 
greater safety and convenience for your 


customers, higher value on their cars—greater : . F 
ome 9 These Guide products—designed specifically 
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profits for you! 


Guide's new “View-Finder” Mirror, Remote 
Controlled Outside Mirror, and “Autronic- 
Eye” are products of constant research, and 


for easy installation—are profitably desirable 
items in your service department! Guide prod- 
ucts spell customer satisfaction. And that spells 
higher sales, greater profits! 


GY 


uitle =e 
... BRIGHTEST NARAE IN LIGHTS 


GUIDE LAMP DIVISION © GENERAL MOTORS CORPORATION © ANDERSON, INDIANA 
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Smoothing Customers 
(Continued from page 67) 


failure results. 

While the shop knows this, most 
customers do not. It requires ex- 
planation. If the customer lets us 
take care of this, he has not only 
a safer car but is saving money 
letting us do both jobs at the same 
time. 

We explain this functioning to 
the customer. If the car has been 
left with us, we rubber stamp it 
“No Warranty” and on two lines 


under the stamp write in “wheel 
cylinder.” We call him up and tell 
him. In the ten weekly brake 
jobs we get, about a third let us 
repair the wheel cylinder. 

If the customer shows inde- 
cisiveness over the telephone, he 
confronts the big rubber stamped 
“No Warranty” on his repair or- 
der as he pays his bill. It’s a warn- 
ing and hard to evade. He cannot 
come back to reproach us with 
a “Why didn’t you say so?” 

Let me show you what this 
means in sales: 





000 MILLION 


VALVE CAPS ms. 


$15) #1000 Airline 

Short on 

Core 
#25) 
Universal 
Tubeless 
Valve 


Acme Valve Caps 
have been sold! 
It's no accident! 
Tire men really 
go for these 
heavier, sturdier, 
longer-lasting 
caps. They're 
precision- 
machined of 
solid brass 
and nickel- 
plated for 
thousands 
of miles of 


good looks. 


Manufacturers of vetve cores * valve caps * air chucks * air hose couplers * air 
hose * coupling s * airline, pencil, tractor, & service tire pressure 
gauges * air oes tanks * shur-call driveway signal & tubing * tank valves * valve 
tools * fishing tools * blow guns * nozzles * repair valves * rubber valves * drain 
cocks * screw fittings. Write today for ovr complete, new catalog. 





ACME 


ACME AIR APPLIANCE CO., INC. 


100-120 Hinsdale St., Brooklyn 7, N. Y. 
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A customer with a ’49 Chevrolet 
had a front wheel brake reline, and 
as is our custom, we pulled the 
rear wheels and checked. A brake 
reline was recommended on four 
wheels. Placing our “No War- 
ranty” on wheel cylinders unless 
they were repaired, our consicen- 
tious inspection and explanation to 
the customer brought a $35.40 sale 
for four wheel brake _ relines, 
wheel cylinders and brake fluid. 

In another instance one of our 
women customers brought in her 
Oldsmobile for a motor tune-up. 
In our routine we caught a soft 
brake pedal. We called her, ex- 
plained a master cylinder needed 
overhaul, but she wished us to de- 
fer repair until she came in. The 
“No Warranty” on her repair or- 
der struck her forcefully. She 
tried the pedal, had not noticed 
the difference ’til we called it to 
her attention, and let us go ahead 
with the overhaul. It brought a 
$12 sale. 

Shops may say on reading about 
our “No Warranty” stamp that 
they, too, list needed repairs, and 
call the customers or mention de- 
fects as they come by. But framing 
@ warning in a rubber stamp, 
spelling out the danger in print, 
hits the mind as casual] verbalizing 
cannot. It’s something that the cus- 
tomer carries away with him. 

Of course there are customers 
who pay no attention. Told that 
her car needed kingpins and given 
a full explanation and warning, a 
customer read her “No Warranty” 
stamp for front-end alignment, 
shrugged and walked out. Still, 
we’re covered. 

We believe our stamp is a con- 
fidence builder as well as a vol- 
ume builder. It makes our custom- 
ers look upon us as responsible, de- 
pendable mechanics who know 
what we are doing—an outfit, 
moreover, that really cares. 

We are clearing the field of 
misunderstanding between cus- 
tomer and shop. 


Four Southern Firms 
Added by Dodge 


— of four Dodge dealer- 
ships in the South has been 
announced by Lee F. Desmond, 
who is vice-president in charge of 
sales. 

Handling Dodge-Plymouth will 
be McMorries Motors, Inc., Edin- 
burg, Texas; Windholz Motor Co., 
Plainville, Kan., and Skinner Mo- 
tor Co., DeQueen, Ark. New Dodge- 
Chrysler dealer is Macon Motor 
Co., Inc., Franklin, N. C. 
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then you 


want a 
Dry Charge Delco 


battery! 


You can turn this customer's snarl into a smile with a Dry Charge 
Delco—the battery that can't get old before it's sold! 


Show him that the battery is stored bone dry. It can't lose any 
power that way. Then electrolyte is added from a convenient, 
disposable container. In seconds it springs to life with all the 
factory-fresh power it's possible to pack into a battery. Your 
customer is on his merry way in a flash, because Dry Charge 
Delco batteries don't need a booster charge! 


Delco battery warranties are good all over the United States 
and in Canada, too. This, plus a complete line and General 
Motors quality, makes it a simple matter to please all of your 
battery customers. 


ON TV... Award-Winning “Wide Wide World” on NBC Network. 
TUNE IN ON RADIO... Lowell Thomas Newscast on CBS Network, 
See local listings for time and station. 
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Building Built Business 
(Continued from page 68) 


year, bringing our total to 160 for 
customer cars. There are some 125 
customer cars going through our 
shop daily. 

These changes now keep our 
shop working at capacity daily. An 
average month in parts and labor 
sales runs to about $65,000. It has 
this advantageous byproduct: a 
busy shop keeps mechanics work- 
ing at their maximum, and high 
earnings keep mechanics from 


glancing over their shoulders at 
competitive operations. 

We have long service and sta- 
bility among our shop and other 
personnel—33 of our employes 
have been with us 20 years or 
more, and about 20 of these work 
in the shop. Expansion has helped 
increase this stability. 

As most of us have learned so 
well in our business, facilities and 
parking space play an important 
role in getting the potential of an 
area. Many big dealers have had 
to go into suburban areas to obtain 





dentio’ DEALERS 


NEW “GUARANTEED” 
Suld-a- Stock 
MERCHANDISER 

Cabinet 


Sales-Making Display! 


Convenient Storage! 
Quick Inventory Check! 





With ALL Guaranteed 
Parts Merchandisers the 
Cabinets are always FREE to the 
Dealer. Your entire investment is 
in "Popular Profit Making" parts 
covering all 3 systems. 








See your 


GUARANTEED PARTS 
JOBBER for full details 


or write now fo 


> GUARANTEED 


PARTS CO. 


INC., Seneca Falls, N. Y. 


Ignition Service Parts 
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the parking and facilities neces- 
sary to handling a large volume ef- 
ficiently. 

For years our shop had been 
working to capacity; we were 
turning cars away from our door- 
step daily. In 54 we recognized 
that if we were to grow and avail 
ourselves of the area’s business 
potential, we would have to ex- 
pand. If we were going to bring 
people back as regular service cus- 
tomers, we would have to give the 
kind of service under warranty 
that was associated with speed and 
efficiency. A confident and satis- 
fied customer would stay with us 
as a paid-labor customer only if 
our service qualified. We were 
convinced that expanded facilities 
would mean increased sales as 
well as a greater service volume 
and faster new-car deliveries after 
sale, 

As we view the current situa- 
tion, expansion may mean sur- 
vival. The business with parking 
and facilities will be the one to 
draw the trade. 


They Sew-Up Volume 
(Continued from page 72) 


be needless, since it was found that 
customers did not want matching 
colors. Few even wanted patterned 
material, preferring either plain or 
contrasting colors. 

In scouting booth business, Scott 
picks up automotive trim work as 
well. 

“We wouldn’t want to go into 
this booth work exclusively,” he 
maintains, “but it surely eliminates 
what otherwise would be standby 
time—work which can be done 
when some of our men would be 
idle.” 

The trim men say they like the 
idea, too. It gives them a feeling of 
security and ups their monthly 
take-home pay. 

As for customer charges, Scott 
explains, the prices vary with 
booth sizes, some involving more 
work than others. Averaged out, it 
takes 1% hours to do two seats, one 
on each side of the divider-back. 


South Carolinians Elect 


Presidents recently elected for 
three South Carolina dealer groups 
were H. A. Hunter of Hunter Auto 
Sales, Conway, Horry County 
Auto Dealers Association; Harold 
Hunt of R. E. Foil, Spartanburg, 
Spartanburg Auto Dealers As- 
sociation, and W. Deck Hull of 
Pierce Motor Co., Spartanburg, 
South Carolina Ford Dealers Club. 
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AM b/’ /} with 


ROTARY 
FILES 


Special analysis, high quality steel, plus precision 
manufacture make each HELLER Rotary File 
last longer—and cut faster. HELLER’S 
Regrinding Service restores them to service at a 
fraction of their original cost—thereby 
extending their useful life and saving you money. 


Popular Assortments of HELLER Available in a full range of shapes and 
Rotary Files available in four sizes, HELLER’S complete line includes Handcut, 
different combinations of Hand Ground-from-solid, Carbide Burr and Miniatures. 


-From-Solid. 
atl sa “ohegadaames For more than 100 years ‘HELLER has been 
first in files. Now you can get HELLER quality 
in any type of file you need. 


Write for Catalog R-48 for Rotary File information. 


A Subsidiary of Simonds Saw and Steel Co. 
Branch Offices: New York * Detroit * Chicago * Los Angeles 


YOUR HELLER DISTRIBUTOR CAN 
SUPPLY ALL YOUR FILE NEEDS 
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Customer Is Queen 
(Continued from page 65) 


odd hours, including Sundays, will 
cause customers to “never stop 
boosting your garage,” commented 
Dave Eakin of Dave Eakin Ga- 
rage, Electra, Texas. 

“The first thing to have is a 
shop foreman who can check a 
car and tell the customer what his 
trouble is, what he can expect and 
about when he can call for his 
car,” he said. “You must not try to 
sell him a new motor until you 


tear it down and clean it up. If he 
needs a new motor, show him his 
old one and he can see why for 
himself. Then he’ll be a contented 
customer. But you should have a 
good shop foreman—not a dressed- 
up jelly salesman.” 

Volume was up 35% at Bill 
Smith’s Garage, Punta Gorda, Fla., 
and a 25% increase for the year 
was anticipated by Owner Wil- 
liam A. Smith. His promotion has 
included “personal contact, giving 
every customer courtesy service 
and passing out business cards’”’ 





This new filter-regulator 
combination promotes faster 
starting, smoother running 
engines. Prevents flooding 
and vapor lock by control- 
ling the high, uneven pres- 
sure between the fuel pump 
and the carburetor. Win 
customer confidence by sell- 
ing them MILESMASTER. 
Satisfaction guaranteed. 


MILESMASTER, INC. 


6 North Michigan Avenue, Chicago 2, Illinois 


Dept. A 
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Handled By Leading Jobbers Throughout 


list, plus installation 


The Country 





which satisfied customers could 
pass on to their friends. He also 
distributes a postcard showing his 
wrecker facilities. 

Albert and Billy H. Owen of 
Owen’s Garage, Wichita Falls, 
Texas, said their volume had been 
moving steadily upward because 
“we built our business on honest 
and good workmanship—the only 
advertising we do. Our business 
has increased from a two-man. 
shop to a seven-man shop.” 

“Reorganization” of the shop ac- 
counted for much of the 25% in- 
crease in shop volume this year at 
Smith County Motors, Taylors- 
ville, Miss. Friend B. Walker of 
this Ford dealership forecasted an 
over-all climb cf 10% in volume 
for this year. 

Service Manager Albert M. Tew 
reported that “phone calls by serv- 
ice salesmen and hard work” were 
best promotion devices for the 
shop of Pulliam Motor Co. (Ford), 
Columbia, S. C., where volume was 
up 1.5%. For this year, the rise 
should be 2%, he predicted. 

The 10% rise in shop volume 
this year at White Chevrolet Sales, 
Inc., Galax, Va., should continue, 
said President Hubert S. White. 
Radio and newspaper ads are used, 
featuring specials on different op- 
erations. 

“Doing your work with less 
comebacks” is the best promotion 
for a shop, according to James Mc- 
Afee of McAfee Motor Co. (Dodge- 
Plymouth), Dyersburg, Tenn. Vol- 
ume was up 10% there, with ex- 
pectations for 1957 sales to equal 
1956’s. 

While volume was down 10% at 
Harry Theall’s Garage, Lake 
Charles, La., the figure for the 
year should equal last year’s, 
Harry Theall predicted. His best 
promotion means has been found 
to be a large ad in the yellow 
pages of the phone book. 


Five Allied Members 
Join Garage Body 


A DDITION of five allied members 
to the ranks of the Independ- 
ent Garage Owners of America 


last month by 
Ralph _  H. 


Was announced 
Executive Director 
James. 

They were Maremont Automo- 
tive Products, Inc., Family-Com- 
munity Finance Corporations, Na- 
tional Clarite, Inc., Guaranteed 
Parts Co. and P. Sorensen Mfg. Co. 

Over 40 firms are allied mem- 
bers, paying $250 a year. State 
garagemen’s associations affiliated 
with IGOA are from 20 states. 
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Give your customers a bonus in 
BEARING STAMINA 


In the toughest services, in high duty engines of all plus performance engineered and manufactured into 
kinds, the value of extra bearing stamina really shows Monmouth Micro* and Clevite 77* bearings! Made by 
up ... shows up in work records and in satisfied cus- the world’s leading manufacturer of engine bearings. 
tomers. And that’s why there is no substitute for the Stocked by N.A.P.A. jobbers everywhere. 


«The words Monmouth, Clevite and Micro are registered trade marks of Clevite Corporation. 


TRADE MARK 


ENGINE BEARINGS 


Clevite Service 
The Cleveland Graphite Bronze Co. 
Division of Clevite Corporation, Cleveland, Ohio, U.S. A. 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





10 WRITE FOR CURTIS LITERA-. 
TURE ASSEMBLY KIT C-6—Gives 
full information on Ourtis Air Oompressors, 
Ourtis Oar Washers and Ourtis Auto Lifts. 
urtis Machinery Division of 
1988 Kienlen Avenue, 8t. 


1 02 MODEL NUMBER INTERCHANGE— 

Handy reference sheet with complete 
lis of all em oad cars by model number 
intere bly with model name. Saves 
look-up time by including car model data not 
found elsewhere. Useful as a supplement to 


every au tive partes a <y em Mfg. 
Co., 20-21 Wagaraw Rd. Fair Lawn, N. 4 


Kooshions, ineludin 

rack, 4-page full r catalog, other adver- 
tisin: complete Kool Kooshion line. Kool 
Kooshion Mfg. OCo., Oklahoma Oity, Okla. 





air-over hydraulic air braking systems. 
Contains an explanation of the operation of 
the Wagner Rotary Air Oompressor com- 
plete with diagrams, cross section drawings’ 
s. Lists by catelog numbers 
component parts as well as field installation 
py EA GE 
ectric Corporation, ymout venue, 
St. Lou . Missouri. 
| CAP MERCGHANDISER—How to in- 
crease profits by use of radiator and 
soline cap Merchandiser. The space saving 
erchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed informatien. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
107 zante x 
PARTS MANUAL—A 16-page man- 
ual in simple language with illustrations. 
Descriptions of servicing, bleeding and flush- 
ing procedures are set forth, also instructions 
on rebuilding master and wheel cylinders. 
Brake fluid requirements are listed and hy- 
draulic brake system operation is explained. 
This new manual, Form No. HBP-100 is 
companion piece to Thermoid Brake Service 
Reference k. Thermoid Oo., Dept. R, 
Trenton, N. J. 
1967 EDITION OF 12 VOLT ELEC- 
TRICAL UIPMENT FOR PAS- 
SENGER CAERS—Contains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever t cranking 
motor. Recommendations for periodic servic- 
ing, checking and adjusting of the chanying, 
starting and ignition systems are discussed. 
Special section devoted to trouble shootin 
of 12-volt electrical equipment. Technica 
ey ~ Section, Delco-Remy Div., Ander- 
son, Ind. 
AMMCO BRAKE SERVICE, EN- 
GINE BREP. AND HONING 
TOOLS AND — Cotalegs. de- 
scribing the Ammco line of brake drum lathes, 
brake shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
pin fitting honing machines, small bore hones, 
mend hones, cylinder surfacing hones, 
reamers and torque wrenches. Ammco 
Tools, Inc., 2110 Commonwealth Ave., North 
Ohicago, Til. 
1 10 HBAVY DUTY AUTOMOTIVE AIR 
TOOLS—Oomplete details including 
prices on heavy duty air Impactools and ac- 
cessories, tire service teols and IMPAOutter. 
Proof of time, labor, and money savings on 
many sutomotive service jobs. John K. 
Uhler, In; ll-Rand Co., ge 4 N. J. 
ON GUIDE 0 ‘PECIAL- 





8 
111 IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful 


130 


to inexperienced operator, making it prac- 
tically impossible to select the wrong gun 
or accessory for any given operation. Also 
has chassis drawing pointing out every part 
named. Ferm No. 38-808. Alemite Div., Stew- 
art Warner Corp., 1826 Diversey Parkway, 
Chicago 14, Illinois. 
1 13 TIMING LIGHT MANUAL—20 page 
4 booklet gives fall operating instrauc- 
tions for the three Auto-Test timing lights. 
Includes information about service and re- 
ag of light as well as the warranty offered 
Auto-Test, Inc., 600 8S. Michigan Ave., 
Chicago 5, Ill. 
114 382 REASONS FOR OIL CON- 
SUMPTION — An easy-to-use, in- 
dexed corrective manual listing 32 major oil 
oopenmaes problems and remedies. Inform- 
ative, illustrated, prepared by one of the top 
technical staffs in this field. Write — Oil 
Consumption Bocklet, American Hammered, 
20C1 Sanford Street, Muskegon, Mich. 
1 1 DIXIE LAWN MOWERS—Beautiful 
color catalog sheets on this com- 
lete line of mowers. Also sales aids and 
istributor mailing pieces. Southland Mower 
Co., Selma Ala, 
1 16 TOOLS FOR AUTOMATIC TRANS- 
MISSION SERVICE — Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, udson, 
Kaiser, Frazer, Ford, Merc and Chevrolet 
t tic tr issi are shown in a cata- 
log >» 3 offered by Blackhawk Hand 
Tools, New Britain, Conn. 
1 | BRAKE SERVICE GUIDE — Con- 
plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy trouble check chart. Write for Bul- 
letin HU-411. Wagner Electric Oorp., 6400 
Plymouth Ave., St. Louis 14, Mo. 
1] RAMCO SERVICE MANUAL—5th 
edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on wwonting cage trouble___causes of oil 
loss—pitfa of motor-overhauling and how 
to overcome. Ramsey . 8698 Forest 
Park Blvd., St. Louis 8, Mo. 
1 21 OIL FILTER CARTRIDGE INSTAL- 
| LATION MANU. ives step by 
step instructions for easier oil filter service 
on all cars throu . Lists crankcase 
capacities, tools required, plus handy cross 
reference chart. Wix Oorp., Gastonia, N. O. 
1 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
rofit service. Describes Bear ‘‘On-A-Car’’ 
erviee which makes ssible tire retruing 
right on-the-car. Explains method using most 
advanced tming | mw gs Bear Mfg. Oo., 
Dept. aad, Bee sland, Ill 





Il. 
0-SEAL HOSE CLAMPS — An 
illustrated 4-page folder giving clamp 
ranges, mechanical ormation, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 
1 25 8T. ARD DUTY GENERATOR 
REGULATORS — A 16-page 8% 
x 11 inch booklet covering the operation and 
maintenance of Delco-Remy regulators. (62 
pictures) Contains illustrations showing va- 
rious steps of adjustment. Will help automo- 
tive electricians understand and service reg- 
ulators. Delco-Remy Service Department, An- 
derson, Indiana. 
HYDEAULIC BRAKE FLUID 
SEEVICS — HOW TO CHECE, 
DRAIN, FLUSH, BLEED — Easy 
reference book that contains helpful service 
instructions as well as detailed descriptions 
and illustrations of the latest methods and 
eat «eg for prefitably servicing hydraulic 
raking ‘rotons. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6862 Plymouth 
Avenue, St. Louis 14, Missouri. 
129 AUTOMATIC TRANSMISSION 
SERVICE TOOLS—lIllustrated Oata- 
log Supplement showing use ef tools for Olds, 


Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions. The New Britain 
Machine Co., New Britain, Conn. 


1 3 VALVE CATALOG—A new 166-page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve compo- 
nents is offered by Rich Mfg. Oorp., Battle 
Creek, Mich. 


13 AUTOMOTIVE SERVICE GUIDE— 

A practical and factual presentation 
of the use of Impactools in automotive serv- 
icing. Contains time study reports showing 
how dealers and shops can increase profits 
for both themselves and their mechanics. 
Automotive Service Guides are now available 
for Ford, Chevrolet, Plymouth, @ldsmobile, 
Hudson, Studebaker and General truck serv- 
ice. Specify which Guides you want. John 

Uhler, Ingersell-Rand Co. Phillipsburg, 


N. J 
13 CATALOG NO. 56— Features more 
than 800 Ohamp-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 
134 STREAMLINER CATALOGS on 
Moog Ooil action front end parts, 
coil springs chassis parts and electrically 
heat-treater springs for cars and trucks. 
Moog Industries, Inc., 6651 Easton Ave., St. 
Louis 14, Mo. 
13 WHEEL WEIGHTS—Oolorful cata- 
: log describes eight types of balance 
weights covering 74 sizes. Also liste weight 
tools for os ey and remeval of weights. 
Snugl Wheel Weight Mfg. Co., mo, Ind. 
137 DELCO - REMY ELECTRICAL 
SERVICE — A 20-page 8%x11-inch 
booklet covering essentia] steps in servicing 
the electrical system on an automobile. Pro- 
fusely illustrated (84 pictures). A must for 
the automotive electrician. Delco-Remy Serv- 
ice Department, Anderson, Ind. 
138 PLUG CHEK—A colorful wall ban- 
ner showing condition of spark plugs 
under yarious driving conditions. is serv- 
ice tool is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Anto-Lite Oo., Toledo 1, Ohio. 
| 3 AIR COOLED ENGINE VALVES— 
A complete 8 page and cover catalog 
of valves for air-cooled nes and locks, 
first offered by any replacement valve man- 
ufacturer. Lists replacement valves for lead- 
ing manufacturers of engines used for pow- 
ering lawnmowers, garden tractors, mixers, 
conveyors, pumps, combines, industrial en- 
nes, refrigeration units. Rich Mfg. Corp., 
attle Oreek, Mich. 
1 PRESSURIZED COOLING SYSTEM 
Servicing and maintemance of the 
ressurized cooling system is detailed in a 
Booklet available from Stant Mfg. OCo., 1620 
Columbia Ave., Connersville, Ind. 
] 4 NEW PISTON RING CATALOG and 
full Power Story en Moog X-Plus 
Piston Rings for motor reconditioning. Moog 
Piston Ring Co., 6651 Easton Ave., St. Louis 


14, Mo, 
14 TRUCK SERVICE GUIDE—32-page 
bulletin gives the truck service shop 
accurate time and eost comparisons in doin, 
a number of common service jobs by han 
and with air and electric ey’ tools called 
e, 


Impactools. With this gui a truck service 
shop can evaluate more accurately its present 
service equipment and determine in advance 
the actual savings that it may expect through 
using Ingersoll-Rand air and electric Impac- 
tools. Ingersoll-Rand Oo., 11 Broadway, New 
York, N. Y. 
1 44 RADIATOR SERVICING EQUIP- 
MENT—A new 48 page book ‘‘Blue- 
rint For Profit’’ explains big profite serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland Equipment, 
free factory training school, pa nt plan, 
etc. Inland = Co., 1108 Jackson St., 
Omaha 2, Nebraska. 
1 45 UPHOLSTERY CLEANER FOR 
AUTOMOBILES — [Illustrated 4 
page catalog, which gives fuli information 
about Jensen’s Special to Upholstery 
Foam and how it can benefit jobbers, car 
dealers, and service stations, sent with free 
romotional material. Jensen Products, 4119 
Socsdwer N.E., Knoxville 17, Tenn. 
1 4 NEW LIGHTING SPECIFICATIONS 
BOOKLET— Illustrated 12 pages 
liste all the new American Trucking Associa- 
tion recommendations. Gives uniform speci- 
fications for wiring and lighting ef commer- 
cial vehicles. Write te ss hee Oorp., 523 
Kent Ave., Brooklyn 11, N. Y. 
149 TIRE & TUBE REPAIR MATERI- 
ALS are listed in this mew 12 page 
catalog. Gives the complete line effered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Co 
P. O. Box 6147, Dallas, Texas. 
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152 MODEL 911 ROCKER ARM BE- 
PACER — All technical data and 
operating greceianes are contained in this 
bulletin. Iso, advantage features of the 
Rocker A acer are clearly defined. 
Storm-Vulean, Inc. 2225 Burbank St., 
Dallas, Texas. 


15 BLUEPRINT FOR PROFIT — A 
booklet with case histories of dealers 
who have increased profits servic- 

ing radiators. Information about necessary 
equipment, tools and supplids needed to set 
up. Inland Mfg. Co., 1108 Jackson St., 
Omaha 2. Neb. 


155 HOW TO SELL MORE OIL, OF 
PILTERS, LUBRICATIONS & TBA 

12 page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer. 
Pullman Vacuum Cleaner Oorp., 25 Buick 
8t., Boston 15, Mass. 


156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
os of easy-to-follow, how-to-do a better 
y repair job with this ‘‘miracle body 
filler that hardens like rock.’’ Easily, quick- 
ly and conveniently applied, Bondo perma- 
ently restores surfaces ‘‘like new’’ for auto 
motive, marine and industrial repairs of 
. wood, stone and concrete. Bondo 
. Jaycee Chemical OCorp., 1104 Forest 
Road, Northford, Conn. 


15 AIR CONDITIONED FOLDER — 

Descriptive folder gives full informa- 
tion on the unique features, installation, price 
and warranty of the Cool Queen sutomobile 
air conditioner. Write to Klauss-Joyce, Inc., 
5526 Dyer St., Dallas, Texas. 


159 CONNECTING ROD RECONDI- 
TIONING — Bulletin for automotive 
shops describing a new simplified method of 
grinding and honing connecting rod caps 
and bearing bores. It gives operation details 
and full information about the new model 
125 Rodmaster connecting rod grinding and 
honing machine. The new machine tool fits 
in small space on a bench and is fast and 
accurate. Storm-Vulcan, Inc., 2225 Burbank 
8t., Dallas, Texas. 


| AIRTEX FUEL PUMPS—New and 
rebuilt fuel pouee. Catalog AX-70. 
v., Ine., 


Airtex Automotive D Fairfield, Ill. 


166 CYLINDER HEAD SsTOCK RE- 
MOVAL CHART—A handy pocket 
size showing year and model of car, stand- 
ard compression and the amount of cylinder 
head stock removal necessary to attain the 
increased ratio. Storm-Vulcan, Inc., 2225 
Burbank St. Dallas, Texas. 


16 TOOL CHEST BULLETINS — De- 
scriptive literature of the Huot tool 

chests and cabinets including the Huot Porta 

Oab desicned for you to have rolling sto: 

for tools. Huot Mfg. Company, 587 A 

Wheeler St., St. Paul 4, Minn. 


| CRANKSHAFT GRINDER MANUAL 

—a colortul 8-page manual contain- 
ing engineering. construction and ration 
details of the new Storm-Vulean model 15-A 
Orankshaft Grinder. It is well illustrated 
for easy understanding. and describes fully 
the special features and advantages of the 
new 15-A Crankshaft Grinder designed for 
fast production and g sion. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas, Texas. 


ADVANTAGES OF FILT-O-REG 
COMBINATION FUEL PRESSURE 
REGULATOR-FILTER — on every gasoline 
engine. Solves carburetor troubles caused 





by excessive fuel pump pressure. Explained 
in a new bulletin. Write Alondra Sales, Inc., 
959 Orenshaw Blvd., Los Angeles 19, Oalif. 


173 HYDRAULIC PARTS — Complete 
master catalog of the complete line of 
Eis hydraulic parts. and illustrates the 
complete line of repair kits, 
light switches, brake-master wheel as- 
semblies. Information complete up to 1954. 
Eis Automotive OCorp., Middletown, Conn. 


180 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG — letely re- 
vised, illustrated reference book of fasteners 
used daily by automotive maintenance men 
ne. Screws and Nuts, Brass 
Nuts, Ex 
Lining 

Screws, Flat and 
Studs, Stove Bolts, Cotter Pins and man 
other items. List prices, dimensions an 
carton quantities are given. Lamson & Ses- 
sone Co., 1971 W. 85th 8t., Oleveland 2, 

0. 


18 SERVICE ENGINEERING BRO- 

CHURE — A new brochure com- 
prised of 14 Service Engineering articles 
covering oi] consumption problems, ring 
problema, oil contro] problems peculiar to the 
modern high compression - high vacuum en- 
gines, piston and piston ring nomenclature 
and several articles on scuffed rings and 
how to avoid scuffing and scoring. ‘erfect 
Circle Corp., Hagerstown, Ind. 


| 86 AUTO LITE BATTERY SERVICE 

MANUAL — An authentic reference 
and guide for everyone interested in testing 
and servicing automotive storage batteries. 
Simply written and thoroughly illustrated, it 
is so complete in its coverage of the subject 
that service men and fleet operators will find 
it easily understandable. Distributed by 
Auto-Lite Battery Corporation, P. 0. Box 931, 
Toledo, Ohio. 


19 WIRE & CABLE CATALOG — A 

condensed catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Oo., Toledo 1, Ohio. 


195 NEW CATALOG on Yankee's fen- 
der or body mounting mirror line. 
Locking mirror heads are featured, as well as 
new painted Pacesetters and 24 Karat Gold 
Plated Pacesetters. Ask for Oatalog Sheets 
56001-4. Kalamazoo xaos for filing 
Yankee Metal Products Corp., Norwalk, Conn. 


19 SPARE PLUGS — Condensed four 
page specification folder for passen- 
r cars, including 1956 models. The Electric 
uto-Lite Oo., Toledo 1, Ohio. 


209 EXTRA PROFITS WITH STEAM 
CLEANERS — 20 page booklet 
showing several models of Hypressure Jenn 
steam cleaners, and illustrating many prof- 
itable usages of equipment in automotive 
and allied industries. Also folder on Oooling 
System Maintenance, Hypressure Jenny Div., 


Homestead Valve Mfg. Oo., P. O. Box 3848, 
Coraopolis, Penna, 


21 COLUMBUS SHOCK ABSORBERS 
—Now available, 16 page ‘‘M.O.’’ 

booklet (Method of Operation) designed to 

show how average desler can make $1000 

@ year sel Oolumbug shock absorbers 

— Mig. & Supply Co., Littleton, 
lo. 


214 THE WHYS AND HOWS OF VOLT- 
AGE BREGULATORS — Explains in 
simple language, every detail of Voltage Reg- 
ulators—how they work, why they are im- 
portant, how to adjust and service them. In 
16-page handy pocket size edition, with 
many working drawings to clarify and il- 
lustrate the text. Standard Motor Products, 
Inc., oye Northern Bivd., Long Island City 


216 ‘‘BEHIND THE SCENES’’ — Facts 

and figures on how heavy duty i- 
tion parts differ from others and why they 
are needed. ‘‘Behind The Scenes’’ describes 
how long life, peak performance are built 
into heavy duty ignition parts. Written in 
non-technical language. 'ANDARD MOTOR 
PRODUOTS, Inc., 37-18 Northern Bivd., Long 
Island Oity 1, N. Y. 


219 HOMESTEAD HOISTER — Folder 
describing truck and auto front-end 
lifts, showing many applications of com- 
bining speed and safety. Homestead Valve 
Mfg. Oo.. P. O. Box 348, Coraopolis, Penna. 


222 “WHAT PRICE QUALITY’’ — 
Read how ignition parts should be 
made and why. ** t Price Quality’ tells 
the « of the making of quality ignition 

rts. ritten in non-technical language, 
tandard Motor Products, Inc., 87-18 North- 
ern Blvd., Long Island City 1, N. Y. 


227 FUEL PUMP TROUBLE SHOOTING 
—Olearly describes and illustrates 
correct procedure for testing fuel and vacuum 
pumps, and how to use properly a fuel pump 
ressure gauge. Four page pamphiet also 
focludes complete fuel pump ssure specifi- 
cations and car application data. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 


230 NEW SIOUX CATALOG #56 — A 
new 52 page catalog including com- 
lete illustrations and descriptions of valve 
lace grinding machines, valve seat grinder 
sets, electric serew drivers, impact wrenches, 
drills, bench and portable inders, flexible 
shafts, saws. sanders, polishers, abrasive 
discs and polishes. Also included are electric 
tools for lders, farmers and home shop. 
Albertson Co.., inc., Sioux City, Iowa. 


237 NEW MODEL 519 CRANKSHAFT 
GRINDER — A 2-page informative 
bulletin just published by Lempco Products, 
Inc. Complete with illustrations, dimensions 
and reference data on this low-cost, precision 
cranksnaft nder with outboard counter- 
balancing. Write Lempco Products, Inc., Dun- 
ham Read, Bedford, Ohio. 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 











SOUTHERN AUTOMOTIVE JOURNAL 
806 Peachtree St., N. E. 


Atlanta 8, Ga. 


UAIOMOAHANAN UAL 





HELPFUL 


'=1010) C8 a 


FREE! 


257 RUBBER PRODUCTS — A con- 
densed for parts 
reference work just released. It contains 
handy simplified identification and illustra- 
tions of floor mats, motor mounts, 
and rubber bushings. Doan Mfg. Oo., 1725 
London Road, Cleveland 12, Ohio. 


26. OIL FILTER SELLING AIDS — 

Wix-O-Matic the to extra pro- 
fits in oi] filter service sales. A revolutionary 
merchandising eoncept featuring minimum, 
controlled inventory. sranteed sales, 
—- stock = — — ca ‘ridge 
selector, cart: nstallation charge e, 
dealer franchise, plus choice of two eye- POWER AND EMEROL MFG. CO. — Complete 
eatching, money making morchandisere— . . =p 
floor cabinet or wall rack. Ask for brochure scribed in Lincoln Engineering Gaaner’ . ted information on entire line: 
iving complete details, Wix Corp., Gastonia new catalog No. 74 Catalog contains all new- = Marvel Inverse Top iy 
f. 0. ‘ ' est types of grease guns, fittings 1nd acces- i-Rev Pi Tune-Up 

sories for fast, clean, cosnemical _ Sh uses. pri feconeeen. Tealer, ‘in: 


ILLUSTRATED UE of farm machinery. 
OR FOLDER —- Showing the opers- Sauee. oe Netural Bridge Ave. Bt. Louis dele bathe: 
tion and construction features of the new 
ne ol tame wee Se a a parts ant mater 383 2 TIME - egg hg ge =. 
oc: jeaner, specification e. NEW FILKO IGNITION — Price list, comple 
Storm-Vulcan, Inc., 2225 7 Burbank St., Dallas es = 160- — details & electric Impactools, sockets and 
9, Texas. listings of all Wilke Ieni- accessories, and twelve multipurpose cses 
tion Replacement Parts ¢ a where 'mpactools can save up to 90% of time 


‘or tically every 
CRANKSHAFT * 4 required by hand methods. John K. Uhler, 
6g =e s bus and trac Ingersoll-Rand Oo., Phillipsburg, N. J. 


ORBASE BEARING LIFE — A new ‘ 
service booklet, ‘‘Stop Bearing Failures,’’ for 1k 
the benefit of users of reconditioned crank- B e 387 HIGHWAY SAFETY og 
shafts. Booklet clearly shows the cause of cago 51, Til — A two color oe page |B 
most early bearing failures, and how the contation Z= give Aatice Sas, "includes 
KOTAFIN process prevents th also length- e new Anthes rrors s 
ens bearing life. Desrm-Valeon, Inc., 3225 33 “— — a pe — items are clearly described and plainly num- 
Burbank 8t., Dallas 9, Texas. —iius an andy reference bered with carton packing and shipping 
” ’ with replacement charts and instruction for weight, Kalamazoo punched, Write for your 
aiming, adjusting, pat. installing and supply. Anthes Force Oiler Co., Fort Madi- 
vie BRAKE PARTS CATA- servicing trucks and auto lamps. Also com- son, a 
314 LOG — A handy ONE-POINT ref- sete ns x a ~ F myectonsl 
a ashers ng- ic Inc 
erence to fast-moving brake parts and lining, Eighth Ave., , Be yy New Jersey. 40 42 B O’s OF SAFE PROFITABLE 
covering popular models of cars and trucks. TRE SERVICE — A Sevew book 
Catalog also lists complete stock of shoe ex- just publiched by Bowes ‘‘Seal Fast’’ 
change sets, as well as CoMaX bonded lin- 340 oF a, AIR, FUEL AND WATER Complete with illustrations and how- sede t 
ing segments available to those interested in — Valuable information instructions. Outlines latest tube and casting 
bonding lining in their own shops. Wagner on oil, bg fuel fuel and water filters. Complete repair techniques as well as reconditio 
Electric Oorporation, 6862 Plymouth Avenue, colostion of motertes to help you gel, install trade-ins for profitable resale. Bowes ‘‘Sea 
. Fram Corporation, Provi Fast’’ 147 North Pine Street, Indian- 


St. i d service : 
Louis 14, Missouri. one oe apolis 2, Indians, 


dence 16, R. Ce 


31 5 BETTER IGNITION by Delco-Remy 

—16-page, 8, x 11 (~~ booklet BRAKE WALL NEW AIR BRAKE MAINTENANCE 
covering theory, tion and maintenance 345 faa oRART — a bound nd Hofing =. 410 BULLETINS — e~ of bulletins 
of Deleo-Remy ignition equipment, Contains to-date parts information each devoted to a single unit. Fully illustrated 
71 illustrations. ll help automotive elec- and trucks, including oa ssi ier master with cross coetionsl, fn ages | and aoe 
tricians understand and service ignition and wheel ‘evlinder repair Ste, “es stop light drawings explaies ing every phase © the 2 
equipment. Del Service Department, ewitches and brake Eis Fm -. eration and maintenance. er Electric 
Anderson, Ind. Oorp., . Box 701, Widdietown, 3 Corp., 6400 Plymouth Ave., St. Louis 14, Mo, 


4] TAIL PIPE REPAIR KIT — A four 
- a =. cata describing the 

br ogg = seam tail pipe re- 
ir kit. , A one to fit all cars. "Goober 


Post Card Valid For 90-Days ONLY lapreme Chemical Corp., 815 Whitman St., 
Montgomery, Alabama. 
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800—Contact Sets 


Contact sets featuring two positive 
locking arrangements to assure com- 
plete permanency of the adjustment, 
one at adjustment screw and the 
other on the bracket, have been an- 














nounced by F. & B. Mfg. Co., 4248 W. 
Chicago Ave., Chicago 51, Ill. 

Available for all 1957 GM V-8 en- 
gines, Nash and Hudson V-8s, and 
1956 Oldsmobiles and Cadillacs, the 
“52-90A” sets also feature nylon rub- 
bing block, stainless steel breaker 
spring and serrated base. 

Want more info? Use coupon on 

page 132 and you will get it! 


801—Cylinder Hone 


A hone with replaceable stones for 
reconcitioning hydraulic cylinders, in 
56” to 2” performance range, has been 
announced by Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo. 

Of sturdy construction, the “Speed- 
hone” reportedly hones cylinders on 
the backing plate on or off the car. 
Stone holder includes holes at three 
locations to permit operator to posi- 
tion the spring arms for correct pres- 
sure on the stones to prevent or cor- 
rect tapered bores in single end and 
step bore cylinders. Other features 
include adjustable micro pressure and 
rigid drive shaft, which permits re- 
moval of hone from cylinder without 
waiting for drill chuck to come to a 
complete stop. Flexible drive shaft is 
available for special applications. 

Want more info? Use coupon on 

page 132 and you will get it! 


802—Conditioner, Lubricant 


A cooling system conditioner and 
water pump lubricant, said to contain 
no harmful acids, caustics or alkalies 
and to work equally well with all 
types of anti-freeze in either hard or 
soft water, has been announced by 
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NEW PRODUCTS 


AND CATALOGS 


The Lubri-Loy Co., 6319 Wilson Ave., 


St. Louis 10, Mo. 


Harmless to rubber and metals, the 
product reportedly lubricates water 


pump bearings and seals, contains 
rust inhibitors, clears up rusty water 
as car is driven, stops squeaking 
water pumps and is easy to use. 
Want more info? Use coupon on 
page 132 and you will get it! 


803—Signal Flasher Kit 


A 4-piece directional signal flasher 
sales kit, containing a service guide 
with directional signal lamp and 
flasher replacement charts, a catalog 
sheet, a No. 6 flasher assortment 
folder and a 4-color acetate lighting 
service streamer, has been intro- 
duced by Tung-Sol Electric Inc., 95 
Eighth Ave., Newark 4, N. J. 

Want more info? Use coupon on 

page 132 and you will get it! 





Pat. No. 2,700,490 





one-shot 


DISPENSER 
(utd COSTS 


50% 


saves time 
saves money 


the original 
Double Action 


HAND 
CLEANER 


that cleans 


Le 


THE 


W , TIME 


easier... faster 
WITH or 
WITHOUT WATER 


Workers like the fast, safe, sure cleaning 
action of GO-JO — without harsh abra- 
sion — with protection against Dermatitis 
— with gentle, soothing skin care. 
GO-JO provides savings in cleanup time 
—and soap costs. Completely automatic 
dispenser gives just the right amount 
every time. Convenient throw-away can 
for easy, quick replacement. 


Order from your jobber. 


GOJER, INC. + Box 991, Akron, Ohio 


America’s Largest Manufacturer of Creme Type Hand Cleaners 
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804—Signal Switch 


A roller-type, self-cancelling direc- 
tional signal switch, “#236,” for uni- 
versal truck application, fused for 
burn-out-proof operation and said to 
be quickly and easily installed with 
any type of turn signal lamps, has 
been announced by Grote Mfg. Co., 
Lafayette & Grandview, Bellevue, 
Ky. 

The signal automatically cuts off 
after turning by the action of the 
rubber roller against the hub of the 
steering wheel, though the switch 
may be manually operated if that is 
desired. The green pilot light indi- 
cates properly operating turn signals 
and if the pilot light is inoperative, 


a burned-out signal lamp bulb is in- 
dicated. Individually packed, 12 to a 
standard carton, switches are avail- 
able in 6- and 12-volts. 
Want more info? Use coupon on 
page 132 and you will get it! 


805—Car Washer 


An all-purpose car washer, re- 
quiring no expensive electrical work 
or plumbing for installation, with 
which one man reportedly can wash 
27 to 60 cars a day—with car ready 
for delivery in 10 minutes—has been 
announced by Wohlert Corp., 708 E. 
Grand River Ave., Lansing 5, Mich. 

Shipped completely assembled and 
ready for installation, unit is 50” 





Compare these figures on a *1,300°° Investment 


Savings Accounts 
Stocks and Bonds 
Real Estate 


Ammco Brake Dept. 


*Based on National Average Flat Rate 
Manuals Available 


$32.50 
78.00 
130.00 


3,744.00" 


(Plus parts profits) 


2.5% 
6% 
10% 
288% 


BRAKE SERVICE IS PROFITABLE... with minimum 
space and labor cost. Complete AMMCO Brake Dept. including 
Drum Lathe, Shoe Grinder with Fixed Anchor Clamp, Drum Micro- 
meters, Bleeder, Brake Cylinder Hone and other accessories cost 


less than $1,300.00. 


Want more facts? Use Reader Service Card Page 132 


YOUR AMMCO 
DISTRIBUTOR 
WILL ARRANGE 
A DEMONSTRATION 
IN YOUR 
OWN SHOP 


ay 
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AMMCO TOOLS, INC. 


WRITE US 
DIRECT 





wide, 196” long and weighs 330 Ibs. 
craied. In operation the spray moves 
around the car automatically, mak- 
ing a complete circuit in 24% minutes 
at middle speed. It also has a 1%- 
and a 3%-minute cycle. The spray of 
water is so controlled that it does not 
impede the work of the operation as 
it washes away grime and dirt and 
thoroughly rinses, it was claimed. 
Three complete trips around vehicle 
are sufficient for a complete wash 
job, the manufacturer said. 

Want more info? Use coupon on 

page 132 and you will get it! 


806—Power Booster Kit 


A power booster kit controlled by 
temperature changes, said to add up 
to 15hp for driving needs with faster 
acceleration, speedier engine warm- 
ups and heater action on cold days, as 
well as smoother, quieter rides with 
less engine vibration and noise, has 
been announced by Everhot Products 
Co., 2001-09 W. Carroll Ave., Chicago 
12, Ill. 

Designed to fit all cars and light 
trucks, the “Everkool” kit consists of 
twin fans and a pair of low-voltage 
automotive motors, plus “Temp-trol.” 
The fans are installed on opposite 
sides of the radiator, near the bottom, 
so as not to block the air rushing in 
through the radiator. When the liquid 
in the cooling system heats to 185°, 
the unit kicks on. With both fans 
working independently of the engine, 
the radiator cools down fast, it was 
claimed. When the temperature in the 
cooling system drops down to 165°, 
the entire mechanism shuts off and 
lets the onrushing air do the job, ac- 
cording to the manufacturer. 

Want more info? Use coupon on 

page 132 and you will get it! 


807—Door Bumper 


A rubber door bumper that re- 
portedly takes the shocks and dam- 
age out of opening car doors has been 
announced by Supersite Corp., 300 
Seymour Ave., Derby, Conn. 

Made of top-grade natural rubber, 
one 14” “Protekt-A-Dor” bumper on 
each door protects against chipped 
paint, dents and scratches, it was 
claimed. It is said to be ideal for use 
in garages and parking lots since it 
keeps car door away from walls and 
other cars. With triple-plated chrome 
clamp, it can be installed in seconds 
and blends with exterior of any car, 
according to the manufacturer. 

Want more info? Use coupon 9n 

page 132 and you will get it! 
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As head man wouldn’t you see that your distributors and 
dealers had the “last word” in service information, pro- 
cedure, and technical assistance? Sure you would, because 
you know how necessary this information is to automotive 
servicemen. That’s exactly the way U-M-S feels! 


This is an age of rapid improvement and advancement, and 
the serviceman who isn’t up on the latest service pro- 
cedures is operating at a disadvantage. To prevent this 
U-M-S has a well-planned program to keep dealers aware 


of new service techniques. In part, this consists of technical 
bulletins, service manuals and catalogues. In addition, 
United Motors conducts service classes in all the General 
Motors Training Centers across the country for the bene- 


fit of dealers everywhere. 
Wouldn’t you do the same, if you were boss of U-M-S? 
TUNE IN ...ON TV... Award winning “‘Wide Wide World” 


on NBC Network. ON RADIO... Lowell Thomas Newscast 
on CBS Network. See local listings for time and station. 


AVAILABLE THROUGH YOUR UNITED MOTORS DISTRIBUTORS 


DELCO-REMY starting, lighting, ignition @ DELCO broke parts and fivid @ GUIDE lamps « PACKARD cable products @ INLITE broke linings 
HYDRA-MATIC transmission parts ¢ DELCO electronic parts e MORAINE engine bearings ¢ DELCO automotive motors e AC gauges, speedometers 


MORAINE gasoline filters @ DELCO shock obsorbers 
HARRISON thermostots @ ROCHESTER carburetors 
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@ ROCHESTER lighters «© NEW DEPARTURE boll bearings @ HYATT roller bearings 
@ KLAXON horns @ HARRISON rodictors and cores © DELCO botteries 
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808—Solvent Cleaner 


A solvent cleaner said to be safe 
for cleaning all types of car finishes, 
including the new “Lucite” acrylic 
lacquer, has been announced by E. 
I. du Pont de Nemours & Co., Wil- 
mington, Del. 

Reformulated to remove waxes and 
polishes (including silicone), grease, 
dirt and tar, quickly and easily, 
“Prep-Sol 3919” reportedly prevents 
foreign materials from being sanded 
into the old finish. It also prevents 
“fish eyes,” craters and spots, but is 
not recommended for cleaning bare 
metal. 

Want more info? Use coupon on 

page 132 and you will get it! 


809—Crankshaft Regrinder 


A specially designed crankshaft re- 
grinder for heavy-duty truck, tractor 
and road-building equipment, said to 
regrind crankshafts up to 84” long 
with a 22” swing over centers, has 
been introduced by Van Norman 
Automotive Equipment Co., 3640 
Main St., Springfield 7, Mass. 

The “Number 467” features smooth, 
vibrationless operation with reduced 
set-up time, built-in counterweights, 
precision hand-scraped ways and one- 
man control. The wheel traverse 
mechanism is always positioned in 
front of grinding table, giving op- 
erator positive control, it was claimed. 
All work is traversed on a cast-iron 
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AUTO PRODUCTS, INC. 


1520 Texas St. ° 


Want more facts? Use Reader Service Card Page 132 


You find AmséO Bonded Brake Shoes 
a mighty profitable, easy-to-sell line. 
They're top quality throughout, with 
super-tough bonded lining for greater 
mileage, greater safety. Special bonding 
agent . . . full molded lining . . . 


Go Kime0! Write today for catalog and 


price list on A’MCO Bonded Brake Shoes 
and the whole A/Mé@ line of rebuilt auto 


Memphis 6, Tenn. 


Generators 
and 
Starter Motors 
Armatures 
Starter Drives 
Shock Absorbers 
Voltage Regulators 


Clutch Pressure 
Assemblies 


Clutch Plates 
Bonded Brake Shoes 
Master. Cylinders 
Water Pumps 
Fuel Pumps 
Distributors 


Carburetors 





table, operating on machine tool ways 
on a 16’ deep-ribbed cast-iron ma- 
chine bed. 
Want more info? Use coupon on 
page 132 and you will get it! 


810—Press-Fit Pin Tools 


Tools to insert and remove press- 
fit pins from rod and piston assem- 
blies have been introduced by Lisle 
Corp., 807 Main St., Clarinda, Iowa. 

The “Pinserters” reportedly posi- 
tion the pin on the rod accurately. 
Using a “pilot” to guide the pin and 
a “cap” to protect the pin while press- 


ing, they eliminate the possibility of 
crushing or cracking the piston when 
inserting or removing the pin, ac- 
cording to the manufacturer. Three 
models are available: “PS15” for 
Buick, “PS35” for Cadillac and 
PS55” for Chevrolet. The “PS15” is 
pictured. 


Want more info? Use coupon on 
page 132 and you will get it! 


811—Distributor Tool 


A tool for easy adjustment of Delco- 
Remy points in distributor, through 
the distributor window, has been in- 
Beaton by en Division, The 

am-Herbrand Corp., 111 
St., Fremont, O. . a 

The tool has a rotating shaft en- 
closed in a 20” tube. A 3” flexible 
tube on the working end reportedly 
permits easy setting in close clear- 
ance. Points are adjusted by turning 
knob, and because operator does not 
have to bend down into motor area, 
dwell meter is visible to him during 
adjustment. Use of tool also helps 
prevent burns and shock. 

Want more info? Use coupon on 

page 132 and you will get it! 


812—Silencer 


An adjustable silencer, guaranteed 
to reduce wind and air noises by per- 
mitting shifting of its wings up or 
down for most effective positions, has 
been introduced by Sinko Mfg. & Tool 
- 7310 W. Wilson Ave., Chicago 31, 

Molded in one piece, wings are 
made of sturdy, fluorescent, trans- 
parent plastic in red, green or blue. 
Chromed metal spring clips hold 
silencer securely to leading edge of 
front door of any car. 

Want more info? Use coupon on 

page 132 and you will get it! 
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813—Air Conditioner 


A compact air-conditioning unit for 
all 1957 model Plymouth, Dodge, De- 
Soto and Chrysler cars, with evapo- 
rator designed to be installed under 
the instrument panel, has been an- 
nounced by Parts Division, Chrysler 
Corp., P. O. Box 1718, Detroit 31, 
Mich. 

Cool air may be directed by adjust- 
ing any one of the three sections of 


the plastic grille. Evaporator assem- 
bly with glass fiber insulation weighs 
16% lbs. and is 15%4” long, 7” high 
and 12%” in depth. Compressor is 
mounted on the engine with a con- 
denser mounted ahead of the radiator. 
A magnetic clutch for disengaging 
compressor when unit is not in use is 
available as optional equipment. 
Neutral finish of the evaporator case 
harmonizes with all automobile in- 
teriors. 

Want more info? Use coupon on 

page 132 and you will get it! 


814—Ring Groove Tool 


A manually-operated tool for re- 
conditioning worn or damaged top 
ring grooves on cars, light and medi- 
um trucks and many small engines 
has been announced by the Lisle 
Corp., 807 Main St., Clarinda, Iowa. 

The “Piston ReGroover” is said to 
be adaptable to almost every make of 
piston ring by changing the cutters 
and guide plates. The plates fit in the 
second ring groove, while a spring- 
fed cutter recuts the top ring groove. 
Cut is accurate and spring feeding 


Want more facts? Use Reader Service Card Page 132 


eliminates binding and chattering for 
easy turning, it was said. 
Want more info? Use coupon on 
page 132 and you will get it! 


815—Brake Drum Lathe 


Addition of an improved feed 
mechanism lubrication system to its 
“Model 300 Safe-Turn” brake drum 
lathe has been announced by Ammco 
Tools, Inc., 2100 Commonwealth Ave., 
North Chicago, IIl. 

Outstanding features of the “Safe- 
Turn” include protective boots cov- 
ering precision parts, easily removed 
double-taper arbors, hexagonal bor- 
ing bar and the exclusive “Infimatic” 
feed with .002” to .020” range. 


Want more info? Use coupon on 
page 132 and you will get it! 
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Add it directly 
to old anti-freeze 
before draining! 


Cleans radiator and cooling 
system really clean in 

just 10 minutes! No more 

2 and 3 drainings! Just one! 
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WARNER» 


TRADE ARK 


FLUSH 


for cooling sysfoms 


Make an extta sale! Protect car engines all summer 
with Warner Protector and Water Pump Lubricant 


Sell a can of Warner Protector and Water Pump Lubricant after every cleaning 
job. Remember! There should always be a rust inhibitor in the cooling system. 


WARNER-PATTERSON COMPANY + 920 S. Michigan Avenue + Chicago 5, Illl. 


WARNER BIG COLOR ABE THIS 
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816—Drain Cock Assortment The “No. 130-A” is 4%” pipe thread 
and the “No. 130-B,” “4” pipe thread. 


A brass drain cock assortment for Each assortment has 12 cocks, 4 each 
radiator and block drains, containing of “No. 130-A” and 8 each of “No. 
two sizes to fit most cars, has been 130-B.” 
introduced by Champ-Items, Inc., Want more info? Use coupon on 
6191 Maple Ave., St. Louis 14, Mo. page 132 and you will get it! 


817—Truck Crane 


A hydraulically-operated truck 
crane with capacity up to 1,000 lbs., 
said to appeal especially to automo- 
tive jobbers, engine rebuilders, tire 
distributors and contractors, has been 
announced by Cam Tool Co., 1038 
Larkin St., San Francisco, Calif. 

The “Model OC-70A” stands 4’ 
high and weighs 110 lbs. The ex- 
tended overhang of the boom is 4’ 





and it locks in several telescoped posi- 
tions. Loads can be lifted vertically 
almost 8’ from the truck bed. A hair- 
line release valve allows lowering. 


Want more info? Use coupon on 


page 132 and you will get it! 
818—Polisher 

A polisher developed for the new 
contours of modern cars, delivering 
2,000rpm, said to be able to main- 
tain high speed under pressure, has 
been announced by Thor Power Tool 
Co., 175 N. State St., Aurora, II. 

Used with a valved pneumatic 


backing pad recommended by the 
manufacturer, the polishing bonnet is 

i provided with enough “give” to adjust 
WARNER OFFERS , itself snugly and efficiently to such 


body surface variations as the flared 
ae 4 fenders and side projectiles of the 
2 piece Lighter Set 1957 cars, the manufacturer said. 
jog! a Want more info? Use coupon on 
page 132 and you will get it! 
with every order 


819—Contact Sets 


Pre-assembled ignition contact sets, 
featuring simplified installation so 
that distributors may be serviced on 
the engine, have been introduced by 
Delco-Remy Division of General Mo- 
tors, Anderson, Ind. 

Spring tension is adjusted and 
points are aligned at factory so that 
point gap setting is the only adjust- 
ment needed, the manufacturer says, 
and the breaker arm spring is se- 
curely attached by a screw and lock- 
nut to eliminate the loosening prob- 

* lem that often occurs with ordinary 
Hurry! Offer - — 3 attachments. 
2 8 =. . “3 Want more info? Use coupon on 
ends midnight, =< a= page 132 and you will get it! 


April 30, 1957 


of 3 dozen Warner Products 


820—Cleaner Dispenser 


The GoJo hand cleaner dispenser, 
aie . y featuri tch i 
@ Warner Liquid Solder « Warner Speed Flush ¢ Warner Radiator Cleaner » Warner Block smoother ‘spuntion end ye 
Repair « Warner Radiator Dry Cleaner » Warner Protector and Water Pump Lubricant | ‘ined top clamp to improve appear- 
ance, has been announced by Gojer, 
Inc., Box 991, Akron, Ohio. 
Remember the name UE Aa RR IND EE BR |e: scrmutition’ wnten'“Teportey 
ant formulation which reportedly 
gives GoJo a pleasing and refresh- 
ing scent. New production controls 
MAKERS OF FAMOUS WARNER LIQUID SOLDER! plus a double distillation process al- 
Soturdoy Evening so give it “an extra-fine smoothness 
and white texture,” it was said. 


spring iw iqawo Ost | ees 
page 132 and you will get it! 
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worth a good look: Gabriel AjustOmatics 


Gabriel AjustOmatic is the on/y hand-adjustable shock absorber. 
You adjust it during installation—for normal, soft or firm con- 
trol. On any car, it gives the added stability, roadability and com- 
fort so many owners want. Any time a customer wants something 
different from “average ride” —you've got a customer for Gabriel 
AjustOmatics. The price and profit picture are mighty attractive. 


Get the full facts from your Gabriel Jobber. 


THE GABRIEL COMPANY, CLEVELAND 15, GHIO 





 abriel 


AJUSTOMATIC 
SHOCK ABSORBERS 
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821—Power Wrench 


A manually - operated power 
wrench, said to be the first hand- 
powered tool that incorporates the 
impact principle, which delivers 
torque values up to 20 times that ap- 
plied to the handle by the operator, 
has been introduced by Swenson En- 
gineering, P. O. Box 43, Branford, 
Conn. 

The “Swench” has two drive ex- 
tensions, one for loosening and one 
for tightening fastenings, and is op- 
erated like an ordinary ratchet 
wrench, using standard sockets to en- 
gage the nut or head of the fasten- 
ings. As the handle is pulled, a spring 
and rotor mechanism delivers rotary 
hammer blows automatically through 
the socket to the fastening. One ham- 
mer blow is delivered for every 30° 
of movement of the handle. Impacts 
may be delivered in succession by 
continuous movement of the handle 
in one direction, or, by reciprocating 
the handle like a ratchet wrench, op- 
erator can apply impacts singly or in 
short bursts. Each impact produces a 
clearly audible sound so that the 
number of impacts may be counted, 
freeing operator of necessity of read- 
ing dials to reach predetermined 
stresses. 

Control of force is achieved by set- 
ting an indicator on the head of the 
spring arbor. Charts are furnished 
which indicate proper springs settings 
and number of impacts required to 
produce desired stresses in various 
bolt sizes. The “Swench” is available 
in three models. 

Want more info? Use coupon on 

page 132 and you will get it! 


822—Cooling System Sealer 


An improved cooling system sealer 
which reportedly stops leaks faster 
than the majority of available sealers 
and is capable of withstanding the 
high pressures of modern cooling sys- 
tems, has been announced by E. I. 
du Pont de Nemours & Co., Wilming- 
ton, Del. 

Under exacting laboratory condi- 
tions, the “No. 7” sealer produces an 
effective, leakproof seal with all 
three major coolants—water, glycol 
and methanol anti-freeze solutions— 
in less than three-fifths of a second, 
it was claimed. The tests were based 
on the average rate of sealing holes 
18 to 24 mils in diameter against 
pressures up to 30 psi. The sealer 
is said to be no more corrosive to 
cooling system parts than a hard 
water, high in sulfate content. 

Want more info? Use coupon on 

page 132 and you will get it! 


823—Ignition Tester 


An instrument for ignition, coil and 
condenser testing, Model 21, designed 
to pinpoint faults in 6- and 12-volt 
ignition systems, has been announced 
by Harvey E. Hanson Co., Lake 
Blvd. and Commercial St., Paw Paw, 
Mich. 

The test stand is designed to hold 
all four Hanson testers: Dwell-Tach, 
ignition-coil-condenser, exhaust gas 
and amp-volt-ohm. Individual units 
are readily removable for road-test- 
ing and for use by two or more me- 
chanics. The stand, measuring 48” 
high, 3442” wide, 21” deep, features 
sturdy angle iron construction, dur- 
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able brown finish and large swivel 
casters for easy movement around 
shop. It is available separately or as 
Model 22 with all four testers. 
Want more info? Use coupon on 
page 132 and you will get it! 


824—Mufflers 


Mufflers with improved intercon- 
struction of an indented perforation 
pattern on a center “turbo-tube” have 
been announced by Smithy Muffler 
Co., 1850 N. Main, Los Angeles, Calif. 

Creating a swirling action, the 
whirlpool motion sucks the exhaust 
gases through the muffler, further 
reducing back pressure in today’s 
high-powered engines, it was claimed. 


The turbulent action reportedly pro- 
duces a pleasing “power tone.” Cen- 
ter of “turbo-tube” is supported firm- 
ly on both ends by a heavy-gauge 
concave cup which permits ample 
room for expansion and contraction. 
The new type of construction remains 
as solid and rigid as that of solid 
steel fabrication, the manufacturer 
said. 

Want more info? Use coupon on 

page 132 and you will get it! 


825—Rear-Seat Speaker 


A rear-seat speaker, designed to in- 
crease radio-listening pleasure of car 
passengers, has been introduced by 
Empire Electronics, Inc., 24625 John 
R St., Hazel Park, Mich. 

“Car-Fi” may be quickly and easily 
installed in passenger cars, station 
wagons and trucks. With an accom- 
panying installation kit the speaker 
may be rigidly secured without un- 
sightly wires, brackets or screws, ac- 
cording to the manufacturer. The 6” 
by 9” speaker is ivory and gold, said 
to blend with all interior color 
schemes. 

Want more info? Use coupon on 

page 132 and you will get it! 


826—Car Bug-Proofing 


A station wagon bug screen cf 
quality nylon net and water- and 
mildew-resistant drill, together with 
snap-in mosquito netting for win- 
dows, assuring bug-proof protection 
for motorists, has been introduced 
by Bemis Bros. Bag Co., 408 Pine St., 
St. Louis 2, Mo. 

Both items can be installed in less 
than a minute, with no ropes to tie, 
snaps to fasten or buckles to secure. 

Want more info? Use coupon on 

page 132 and you will get it! 
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Storm-Vulcan takes your machine shop out of the red! 


the new 


a name Famous 
for FIRSTS! 


Storm-Vulcan, always First in the introduction of improve- 
ments in design and operation of equipment also becomes 
FIRST to lead the industry in giving you the proper color of 
machinery to increase your profit and production. 


With the New Storm-Vulcan GREEN you will make MORE 
PROFIT because you will have: 


. . less operator fatigue and increased production 
. . increased machine care and less maintenance 
.. increased morale and improved machinist’s attitude 
. . fewer accidents through less eye fatigue 
. better quality and quantity of production 
. . better employee relations 


Designer of FIRSTS_jn: 


crankshaft grinders camshaft grinders at-t-Celaalliiiate 


EQUIPMENT FOR INDUSTRY, GOVERNMENT, AND RESEARCH 


Remember! 


“STORM-VULCAN 
eet r) Cc. takes your 
machine shop 


2225 Burbank Street Dallas 19, Texas §& out of the red” 
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827—Jack Accessory and a built-in pocket for cartridge 
checker and sales literature. 


A kit designed to convert a regular Want more info? Use coupon on 
one-end lift jack into a high-lift jack page 132 and you will get it! 
er oy of additional equip- 
ment has been introduced by Black- 
hawk Mfg. Co., Milwaukee 46, Wis, %22—-Battery Holddown 
r F e A universal holddown for 6- and 
12-volt batteries has been announced 
by American Motor Products Co., 
Fond du Lac, Wis. 
The holddown is of heavy-gauge 
steel, fortified with protective coat- 
ing resistant to destructive elements. 
Adjustable to sizes from 542 by 8%” i 
to 7%” by 14%”, it fits over 90% 
of all battery installations, according Want more info? Use coupon on 
to the company. page 132 and you will get it! 





HOW TO 
SPECIFY , 
SATISFACTION 


Optional equipment for the newly- 
designed 114-ton SK-25 Service Chief, 
the kit may be assembled and fitted 
to the jack within two minutes, al- 
lowing one mechanic, using a reg- 
ular SJ-25 one-end lift, to service 
cars on hoists apc assistance of Specify Foote Axle Shafts 
an extra man, the manufacturer said. : 

Want more info? Use coupon on for your next replacement job. 

page 132 and you will get it! 


828—<Air Filter Cleaner 


A unit for cleaning air filter car- 
tridges now standard equipment on 
most 1957 cars, which stands 28” 
high with a work surface 2244” x 
25” and reportedly fits neatly on the 
gas pump island as a reminder to 


Each Foote Axle Shaft is Hammer Forged from the finest Axle Shaft 
Quality Stee] produced. When you specify Foote Axie Shafts you receive 
a product backed by more than 42 quarter century of specialized skill and 
production know how. All manufacturing operations are performed in our 
own plant under close supervision guaranteeing uniformity, toughness, 
and durability. 
: To further insure long life and toughness as well as resistance to fatigue, 
Write today all Foote Axle Shafts are shot blasted . . . peened. by millions of tiny 


for this FREE steel shot. 

Illustrated Regardless of make or model — Car, Truck or Bus, Foote Axle & Forge 
“How to folder.” Company makes a precision fitting replacement axle for it. So the next 
time you need axle shafts remember — “FOOTE AXLE SHAFTS.” There's 
“No better axle in ali the world.” 


motorists, has been announced by 


a + ey Pawtucket Ave., Pro- ly 
"Rollers "automatically rotate the r 0 0 T F AX L is E( - s HA F TS 


cartridge by air from a cleaning noz- 
zle supplied from regular tire pump . 

hose, forcing dirt and dust into a MANUFACTURED BY FOOTE AXLE & FORGE COMPANY, 3954 WHITESIDE ST., LOS ANGELES 63 
transparent shield. A 4-compartment, 
2-way drawer houses tools and oil 
filter replacements. Two large bins 
below contain air filter cartridges 


Complete Warehouse Stock at Automotive Industries Service, 2023 Lucas Drive, Dallas, Texas 
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830—Power Buffer 


An electric power buffing tool for 
tubeless tires and tubes, assuring per- 
fect patch adhesion by cleaning and 
roughening necessary surfaces, has 
been introduced by Dill Mfg. Co., 700 
E. 82nd St., Cleveland 15, Ohio. 

Weighing 2% lIbs., the buffer is 
small enough to lay across inside of 


a 670-15 tire for easy operation, even 
in normally hard-to-reach areas. Only 
light pressure is required for oper- 
ation. 
Want more info? Use coupon on 
page 132 and you will get it! 


831—Cylinder Hone 


A cylinder hone, Model 3950, de- 
signed specifically for small engine 
honing and driven with any %” eclec- 
tric drill, has been announced by 
Ammco Tools, Inc., 2100 Common- 
wealth Ave., North Chicago, III. 

With standard range of 1%” to 
2%” and available extension stone 


sets to increase range to 3%”, the 
hone is self-lubricating and has an 
extra-fast cutting action when used 
with 3%” long stones. Stone sets may 
be changed quickly without use of 
springs or clamps. 

Want more info? Use coupon on 

page 132 and you will get it! 


832—Ratchet Adapter 


A tool which converts any %4” 
drive handle into a ratchet has been 
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introduced by Herbrand Tools, Fre- 
mont, Ohio. 

The “Ratch-A-Dapter, M-8” is 
compact, extremely useful in close 
clearance operations and instantly 
reversible. It will also convert the 
standard spin handle to a fully re- 
versible ratcheting tool. 

Want more info? Use coupon on 

page 132 and you will get it! 


833—Cutting File 


A “Whizcut” file, designed to cut 
softer metals faster and smoother 
without chatter or tracking, has been 
announced by Heller Tool Co., New- 
comerstown, Ohio. 

It is different in two ways from 


other Vixen files, the company re- 
ported. The milled-curved teeth are 
cut off-center to provide a variable 
degree of tooth angle and spacing 
from edge to edge on the file face 
and ground-in breaking grooves are 
added to reduce chip size. 

Want more info? Use coupon on 

page 132 and you will get it! 


834—Jack Repair Kits 


A “do-it-yourself” repair kit for 
hydraulic jacks of all makes and 
models has been announced by Jack- 
Pack Mfg. Co., 2115 N. Marianna 
Ave., Los Angeles 32, Calif. 

Want more info? Use coupon on 

page 132 and you will get it! 
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New brake 


World Bestos 


GL GRID LOCK (wireback 


BONDED SETS 
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MAKE MORE MONEY... 


with Woribp BesTos 


BONDED BRAKE SHOE SETS 
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Finest quality DRY-MIX and 
WIREBACK Bonded Shoe Sets for 
passenger cars, light and medium 


BRAKE SHOE EXCHANGE 


> 
SSS SESSESESEEESESESSESEESHEEEESESEESE 


Complete bonded brake coverage for 
all types of vehicles . . . readily avail- 
able from your World Bestos dis- 
tributor . . . means faster reline serv- 
ice, bigger volume and profit for your 
shop! As with all World Bestos lining, 
dependable stopping power, fade 
control and long wear are the big 


quality features that make World 
Bestos Bonded Brake Shoe Sets un- 
surpassed for safety and customer 
satisfaction! 

Only World Bestos Bonded Sets 
give you so many advantages to help 
you do your finest and safest brake 
work on every job! 


Call your World Bestos Distributor today for full information 
about Bonded Brake Shoe Exchange service for passenger cars, 


light and medium trucks. 


World Bestos gives you MORE STOPPING POWER 
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This new, 6,000-square-foot fac- 
tory branch office of Binks Mfg. 
Co. at 196 14th St., N. W., Atlanta, 
Ga., was scheduled to open of- 
ficially March 15 to serve the 
Southeast. C. E. Fuller, shown 
here, will be the manager. For 
the past four years he has been 
at the Chicago headquarters and 
earlier was associated with Mc- 
Ewen Cherry Co., Nashville, Tenn., 
manufacturers’ representatives, 
who will continue to handle all 
jobber sales contacts for the firm. 


FTC Drops Charges 
On GM's “Genuine” 


a Federal Trade Commission 
has dropped charges that Gen- 
eral Motors has unlawfully used 
the term “genuine” in promoting 
Chevrolet’s parts replacement pro- 
gram. 

The charges, filed in December 
1955, had maintained that such a 
term disparaged parts by other 
manufacturers sold without the 
“genuine” label. The FTC ruled 
that because more than 99% of all 
fast-moving Chevrolet parts re- 
portedly are made by or for GM 
to its specifications, the company 
had a fundamental right to protect 
the good-will and esteem the pub- 
lic had for its products by using 
the word. 

There was no evidence, the FTC 
said, that other manufacturers’ 
parts were “counterfeit” and 
wouldn’t function as efficiently as 
“Genuine Chevrolet Parts.” 

The objects of GM’s phrase, the 
FTC decided, were fair and rea- 
sonable: that GM parts are the 
same as used in the original ve- 
hicle, they are parts recommended 
by GM and they are warranted by 
GM. 


Nash and Hudson Plan 
Wagons for 1958 


VERWHELMING and  ever-in- 

creasing popularity of its 
Rambler station wagon has moti- 
vated American Motors Corp. to 
plan station wagons for the 1958 
Hudson and Nash lines, according 
to Executive Vice-President Roy 
D. Chapin, Jr. 

Chapin said that station wagon 
sales, as a whole, jumped from 
1.4% of total car sales in 1940 to 
almost 11% in 1956, and he at- 
tributed the fact to the vehicle’s 
versatility, its design changes 
which combine utility with beauty, 
a growing suburban population 
and the increasing medium-size 
family which needs two cars. 
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13 Southerners Attend 
GM Council Session 


i yews southern dealers at- 
tended the recent 13th Gen- 
eral Motors Dealer Council in 
Detroit, where representatives 
from 33 cities in the United States 
discussed progress with top execu- 
tives under GM’s new selling 
agreement and factory-dealer 
policies. 

Two groups of dealers comprise 
the council—19 representing large 
cities and 19 from medium-sized 


cities, 

Southerners from large cities at- 
tending were W. A. Coleman, 
General Truck Sales, Inc., Wash- 
ington, D. C.; Almond Cooks, 
Broadway Chevrolet Co., Louis- 
ville, Ky.; R. A. Parker, Al Parker 
Buick Co., Houston, Texas; Chas. 
E. Vincel, Charles E. Vincel Pon- 
tiac Co., Inc., St. Louis, Mo., and 
M. B. White, General Truck Co., 
Oklahoma City, Okla. 

From the medium-city group 
were W. H. Foote, Foote Auto Co., 
Florence, Ala.; John C. McKellar, 
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ADDED TO ANY MOTOR OIL 
LUBRI-LOY INCREASES FILM 
STRENGTH, AND FORMS A PRO- 
TECTIVE MAGNA-MATIC FILM 
ON ALL MOVING PARTS. 


MONEY BACK GUARANTEE. 


LUBRI-LOY is the quick, inexpen- 
sive solution to such problems 
as faulty hydraulic valve lifters, 
poor compression, sludge, 
varnish deposits and acid cor- 
rosion. Contains no detergents 
or solvents. No modern engine 
tune up is complete without 


of LUBRI-LOY 
Ask your 


adding a quart 
to the crankcase 
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or write us! 


Salesman for details, 
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McKellar Cadillac, Inc., Orlando, 
Fla.; Enrico Menapace, Rico Motor 
Co., Gallup, N. M.; F. B. Peyton 
III, Bradley Peyton III, Charlottes- 
ville, Va.; W. M. Robertson, R & S 
Motor Sales Co., Joplin, Mo.; J. 
F. Scarborough, Scarborough 
Chevrolet Co., Inc., Statesville, N. 
C., and D. J. Yoder, Yoder Motor 
Co., McAllen, Texas. 


American Motors Signs 
16 Southern Dealers 


MERICAN Motors Corp. signed 

up 16 new dealers in the South 
in January, L. W. Stevens, director 
of dealer development, announced. 
They are: 

Kirkman Car Exchange, Corpus 
Christi, Texas; Eastern Motors, 
Wilmington, N. C.; Smoot’s, Elkins, 
W. Va.; Tom’s Sport Cars, East- 
land, Texas; City Motor Co., 
Portales, N. M.; Powell-Stewart 
Motor Co., Inc., Raleigh, N. C.; Or- 
singer Motor Co., San Antonio, 
Texas; Bill Moyer Nash Co., Cor- 
pus Christi, Texas. 

Central Florida Sales, Inc., Win- 
ter Haven, Fla.; Boone Motors, 
Bennettsville, S. C.; Rippee Ram- 
bler & Nash, Nevada, Mo.; Langley 
Motor Co., Jackson, Miss.; Biloxi 
Motor Co., Biloxi, Miss.; Williams 
Nash Motors, Durham, N. C.; Ber- 
dine Motor Sales, Leesburg, Fla., 
and Marshall Motors, Virginia 
Beach, Va. 


National Muffler Group 
Selects Kaslin 


OWARD Kaslin of Hollywood 

Deeptone Mfg. Co., Holly- 
wood, Calif., has been named presi- 
dent of the National Automotive 
Muffler Association. 

First vice-president of the group 
is W. J. Ashley of Smithy Muffler 
Mfg. Co. and Floyd Wheeler of 
Southern California Muffler Corp. 
is second vice-president. Treasurer 
is Elmer Arndt of Elmco Mfg. Co., 
Los Angeles, and Roy Desbrow of 
G. P. Muffler Co., Monrovia, Calif., 
is secretary. 

Board members reelected for 
another year were Howard Doug- 
lass, Jr., Douglass Muffler Mfg. 
Co.; Howard Kaslin, W. J. Ashley 
and Aaron Fenton, Standard Auto- 
motive Mfg. Co. New board mem- 
bers are Floyd Wheeler, Charles 
Shaw, Nance Mfg. Co.; Howard 
Hudson, Magic Muffler Service; 
Jack P. Brown, Fresno Muffler 
Service; Charles Scott, Scotty’s 
Muffler Service; Vern Mickelson, 
Calex Distributing Co., and R. 
Duane Smith, Exhaust Mfg. Co. 
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every engine deserves //20@ n Jauel Gatton, 


from Fractional H.P, Engines to Heavy-Duty Trucks 


Every engine deserves 
the true improvement in ignition 
performance assured by Filko. Like 
the above listed features of Filko 
Crown Jewel condensers, every Filko 
component embodies superiorities 
which increase customer satisfaction 
...and insure increased reputation 


The (town Jewels Ye Sgnalione | 


>) d 
nee wit rg 


and profit for the installer. See your 
Filko Jobber today. See his Filko 
catalogs for the full evidence of 
Filko’s leadership in completeness of 
line... and then start profiting by 
making every ignition job, from 
fractional h.p. engines to trucks, a 


Filko crown jewel. 


ole 


annyyyyy 


F. & B. Mfg. Co., 4248 W. Chicago Ave., Chicago 51, Ill. 


Warehouses in Los Angeles, Oakland, Miami, Fort Worth, New York, Boston, Atianta, Cleveland, Lubbock, Little Rock, Philadelphia, Kansas City 
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The Filko Library 

of Improvement Opportunitie 

Proof of Filko’s leaders 
ompleteness of line 

Filko catalogs. Over 35 ! 

are required to list, illustrate 

and describe ali the 

“Crown Jewels of ignition.” 
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1957 Prospects Favorable, 
Says Associates’ Oare 


— for 1957 can be 
considered favorable,” said 
Robert L. Oare, chairman of the 
board of Associates Investment 
Co. “Although rising money costs 
will again act as a restraining in- 
fluence on the profit potential, we 
believe that some degree of im- 
provement will be realized 
through higher returns on the in- 
coming finance business.” 

Oare described the company’s 


achievements last year as “highly 
satisfactory considering the de- 
cline of automobile sales.” The 
company announced record high 
earnings for 1956 of $19,508,296, a 
gain of $504,161 over the previous 
year. 

The volume of finance business 
amounted to $1,478,439,094, a drop 
of 5.3% from 1955, but still the 
second largest annual volume in 
the company’s history. “The de- 
cline in retail motor vehicle in- 
stallment volume was proportion- 
ately less than that of the auto- 
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/ Systems NOW 
...for extra profits 
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At spring change-over, certify cooling systems | 

of your customers’ vehicles for hot weather | 
operation. Show them what is needed fast with a 

Stant Pressure System Tester. Be sure you have a | 
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complete supply of Stant EV RSEAL Caps... 
recognized standard of the industry. 


STANT MANUFACTURING CoO., INC., 
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mobile sales finance company in- 
dustry,” Oare said. He stated that 
the relative improvement in the 
company’s showing was due to an 
expansion of activities into new 
operating territories and to the 
continuous development of busi- 
ness throughout the entire branch 
system. 


South Carolina Dealers 
To Meet April 26-27 


ws gery with Profit” will be 
the theme of the 18th an- 
nual convention of the South 
Carolina Automobile Dealers As- 
sociation at the Francis Marion 
Hotel in Charleston April 26-27. 

Key speakers from the industry 
and top performers from the en- 
tertainment field are being booked 
by the convention committee, un- 
der the chairmanship of George 
Stout of Fort Sumter Chevrolet 
Co., Charleston. An added attrac- 
tion will be tours of the world- 
famous gardens of Charleston. 
Full program details, committees, 
etc., will be released at an early 
date, according to Executive Sec- 
retary Ella W. Ford. 

Association officers are W. E. 
Hancock, Jr., Columbia, president; 
H. Earle Holley, Aiken, vice- 
president, and R. F. Pulliam, 
Columbia, who is the secretary- 
treasurer. 


Safety Belt Institute 
Issues Approval Seal 


SEAL of approval identifying 

specific belts of all manu- 
facturers who pass tests to meet 
standards recommended by the 
Society of Automotive Engineers 
is being issued by the Automobile 
Safety Belt Institute. 

In an effort to eliminate public 
and official confusion about 
strength and proper installation of 
seat belts, the institute recently 
shipped the black-and-gold, oval- 
shaped seal to numerous manu- 
facturers who had _ submitted 
sworn certificates of test compli- 
ance. 

“We believe this step will help 
protect car owners and reputable 
makers of safety equipment,” said 
Richard L. Ekstrand, executive 
secretary of the institute. “While 
most belts on the market today are 
made to Civil Aeronautics Author- 
ity specifications and will help 
reduce deaths and prevent or 
minimize injuries from automo- 
bile crashes, there are known to 
be shoddy, unreliable belts widely 
available.” 
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PROVING GROUND REPORT NO. 3) 
-TorqueFlite Transmission 


















“Greatest get-away on the road!” 






** ‘Race ya!’ challenged the West Texas kid in his souped-up job. He 
was sizing up our new Dodge on its transcontinental test run. When 
the traffic light turned, he threw exhaust and rubber all over us. 


Step into the 
wonderful world of Autodynamics 







“Kinda poor advertising, lettin’ him do that—I thought to myself. So 
at the next two lights, I tromped on it a little and left him there 
spinning his wheels. When he caught up with me, he was pop-eyed. 





“* ‘What’s under that hood? Greatest get-away I ever saw!’ ”’ 





Take it from test driver Dick Schanz, there’s plenty under the 
hood of the Swept-Wing Dodge. And new TorqueFlite makes the 
most of that horsepower and torque. “TorqueFlite has new gear SWEPT -winG 
ratios; the band ratios are different,”’ says Dick. ‘““When it shifts, 

there’s no more spark knock, no dragging effect on the engine. 

Smoothest thing you ever drove. And that new second range is ° 
wonderful, up or down grades. I found that out on Mt. Evans. SZ 










“In my book, it’s first of all just what the Texas kid said—the 
greatest get-away on the road!” 





























Sessssesseeess== ose: “pe ” 
fee; on ye, tH 'D” Drive Button —On this setting, you start in low or ‘break-away, depressed while the cor is exceeding 11 mph, the transmission will 
ts | D oy shift to intermediate range and then to direct as speed builds up shift to neutral to prevent engine damage 
=| h low 7 h kick lerat 6 8 
| sae Anywhere below 70 mph, you can kick down on accelerator and gain “y" away b— Vals batten of any speed Gives quith 
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an added burst of torque with automatic downshift to intermediate range 





wonderful engine braking on steep grades or in other extreme driving 

“N” Neutral Button — With ignition key in extreme clockwise position, situations. And what blistering ‘‘break-away™ from a standing start! 
mply press the '"N tt Hh th: n fi f tort 

ar ° button o oy Der Care, Gay Seay “2” Intermediate Button — You get super response and performance 

“R" Reverse Button —If this reverse button should be accidentally from accelerator action alone with this choice of driving range 
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D Concrete Example! 


Up and down the length and breadth of 
the expanding “American road,” you see 
evidence of the fine performance and extra 
long lifetime built into the modern motor 
car. Helping to keep the wheels rolling is 
Kester Flux-Core Solder . . . the automo- 
tive trade’s preferred choice, “concrete 
example” of a high quality product*that’s 
contributed, to the growth of the service 
industry from coast to coast. 








Get These Quality Kester Products From Your Job- 
ber: Kester Acid-Core Solder for general work; Plas- 
tic Rosin or “Resin-Five” Core Solder for electrical 
systems and auto-radio; Radiator Flux-Core Solder. 


ACOTER SOLDE 


4236 Wrightwood Avenue ¢ Chicago 339, Illinois 
Newark 5, New Jersey ® Brantford, Canada 
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Field salesmen and factory of- 
ficials of The Mohawk Rubber Co., 
Akron, O., recently attended a 
four-day sales conference at the 
company’s new tire plant in 
Helena, Ark. The conference was 
held to present the 1957 sales and 
advertising plans for the company 
and to permit the men to inspect 
first hand the new manufacturing 
facilities. 


Road-Testing Electronic 
(Continued from page 77) 


ern Association of State Highway 
Officials. 

Other top staff members in- 
clude A. C. Benkelman, flexible 
pavement research engineer; 
Frank H. Scrivner, rigid pave- 
ment research engineer and a 
former Texas Highway Depart- 
ment research engineer; Dr. Paul 
E. Irick, data analysis and proc- 
essing branch chief; Rex C. Leath- 
ers and Howard H. Boswell, spe- 
cial project research engineer and 
maintenance engineer, respective- 
ly; James F. Shook, acting ma- 
terials engineer; Peter Talovich, 
business administrator, and Wil- 
liam J. Schmidt, chief of public in- 
formation and former staff writer 
for the News-Journal newspapers 
of Wilmington, Del. 


All Champions to Offer 
Non-Slip Differential 


TUDEBAKER-PACKARD’S non-slip 

differential is being offered for 

the first time as optional equip- 

ment on the company’s lowest- 

priced Champion series, making all 

its cars now available with this fac- 
tory-installed development. 

The twin-traction safety and 
driving control device automatical- 
ly transfers up to 80% of engine 
driving force to the rear wheel 
with the best traction under ad- 
verse road conditions. It was 
pioneered by the corporation. 
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tempco’s NEW 
SAVE LABOR= 


Pt 
THE WORLD 


LOW COST presses 


ALL OVER 








CUT COSTS! 
25 TO 150 TONS CAPACITY; 


15 Models — Manual and Power! 


Straighten axles, spindles, banjo 
housings, torque tubes; assemble and 
disassemble ring gears, bearings and 
sleeves, pulleys and hubs; rivet brake 
drums to hubs; broach connecting 
rods, etc., etc., LEMPCO PRESSES DO 
ALL THESE JOBS AND MORE! 


NEW waist-level Pump Operation, on 
Manual Models, greatly reduces 
operator effort, operator fatigue. 
SCREW TYPE RAM EXTENSION, on 
all models, speeds up work. 





WRITE FOR COMPLETE 

SPECIFICATIONS 

AND PRICES 
MODEL 568-M 
50-TONS 
CAPACITY 
Manually Operated 


LEMPCO PRODUCTS, INC., BEDFORD, OHIO 
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North Carolina Dealers 
To Meet in Asheville 


North Carolina Automobile 
Dealers Association will hold 
its 22nd annual convention in 
Asheville May 19-21. Convention 
headquarters will be at the Bat- 
tery Park and George Vanderbilt 
Hotels, with the City Auditorium 
the center of events. 

Outstanding entertainment fea- 
ture will be the golf tournament 
Saturday and Sunday mornings. 
Participants who plan to play 
Saturday may arrive at the hotel 
on Friday and those who will play 
on Sunday should arrive Satur- 
day. 

Among the speakers at the con- 
vention, which draws attendance 
of hundreds, will be the new pres- 
ident of the National Automobile 
Dealers Association, Frederick M. 
Sutter, a Dodge-Plymouth dealer 
of Columbus, Ind. He was ele- 
vated to this post in January. 

Association officers are John M. 
Tiller, Durham, president; Walter 
A. Deal, Asheville, vice-president; 
Hal Hoyle, Sr., Lincolnton, secre- 
tary, and J. A. Watkins, Oxford, 
treasurer. Mrs. Bessie B. Ballen- 
tine is the executive secretary. 
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“Yes, sir, these certainly lived up to the protection guarantee. I didn’t 


Atlanta Group Hears Anderson 


The Atlanta, Ga., Fleet Superin- 
tendents Association heard Elmer 
Anderson, service engineer with 


feel a thing!” 


Timken Roller Bearing Co., speak 
on “Care and Maintenance of Roll- 
er Bearings in Automotive Main- 
tenance Work” at its February 
meeting. 
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FRIGIQUIP CORPORATION 
3724 North May Ave. 
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“AS MODERN AS AN ADVENTURE INTO SPACE 


@ Space-modern NEW DESIGN blends perfectly . . . fits 
perfectly, under the dash on all cars! 

@ New KEYBOARD CONTROLS, with pushbutton operation 
of clutch and 3-speed blower! 

@ New AUTOMATIC TEMPERATURE CONTROL adjusts cold- 
ness thermostatically with the turn of a dial—completely 
eliminates old-fashioned, inefficient by-pass valve! 

@ ELECTRIC CLUTCH (standard equipment for 1957) is auto- 
matically controlled! 

@ Outstanding BLOWER WHEEL air-flow system is silent 
and highly efficient . . . makes noisy fans obsolete. 
Utilizes 100% of coil surface! 

@ HIGH CAPACITY LeHigh compressor is only one specially 
engineered for automotive use. Cools entire automobile 
in seconds! 

FITS 95% OF ALL CARS AND TRUCKS 
TWO MEN INSTALL IN THREE HOURS 


We still have some areas available to strong, qualified 
distributors and dealers. Mail the coupon NOW—learn 
why the opportunity FRIGETTE offers in 1957 is ‘‘out 
of this world’'! 
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“Ball Joint Trouble? Grab them by the stud and 
shake ’em hard,” says Clem Ware of Authorized 
Brake Company, St. Louis, Mo., to a Chevrolet 
owner. ““You can feel and hear the difference!’’ On 
close inspection you can even see the difference be- 
tween the Moog Ball Joint in his right hand and the 
original equipment in his left. 


“BELL-RINGER’ TEST SHOWS WHY 
NEW MOOG BALL JOINT iS BETTER 
THAN THE PART IT REPLACES!... 


It’s easy to prove to yourself and your customer the 

superiority of the new Moog Ball Joint for 1955-56-57 

Chevrolets over the part it is designed to replace. This 

shake test reveals a smooth, quiet action in the Moog 

Ball Joint that comes from close tolerances, no stud 

end play and the famed Gusher Bearings that breathe 
Pre-mounted self centering bolts for 


oil to fight wear. fast installation. 
Excessive stud end play in the ordinary ball joint repentant Dhar pert as 9d 


will cause noisy, erratic steering and encourages wear. > Insert for added bearing strength. 


Gasket keeps grease in, water out. 


For the inside story of this exclusive replacement Steel Jacketed Rubber Sea! seals out 
irt and water. 


part design, study the features in the cutaway view. See Heavy-Dety Sted cold headed for 
for yourself how Moog Bail Joints are engineered to de re i a 
allow you to give a fast, positive front end adjustment K660 Upper Ball Joints 

° m : for 1955-56-57 Chevrolets 
with an improved “feel of the wheel’’ the minute the No break-in .. No noise... 


No wobble 
car leaves the shop. 


MEANS MORE UNDER THE CAR BUSINESS 


MOOG INDUSTRIES, INC. e ST. LOUIS, MISSOURI 
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PROGRESSIVE ENGINEERING 
MAKES THE DIFFERENCE 
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DELCO-REMY ANNOUNCES NEW 
WATERPROOF STANDARD REGULATORS 
WITH IMPROVED PERFORMANCE 





Better electrical performance and greater dependability in any weather 
are important user benefits found in Delco-Remy’s new waterproof 
standard generator regulators, now available for general replacement use. 
And here are the features that make them the right regulators for 
millions of Delco-Remy equipped cars and trucks. 
New overhanging one-piece formed-steel cover and mating base 
shed road splash . . . convenient attaching screws are outside the 
enclosed area. Molded soft rubber gasket seals out harmful oil 


and water vapors. 

Integral sleeves of molded nylon insulator form permanent seal 
around rivets—assure watertight base. 

New, longer, more flexible armature contact spring on voltage 
regulator unit assures more positive closing of contact points for 
smoother operation. 


Welded electrical connections, and highest quality tungsten and 
non-tarnishing precious metal contact points, assure minimum 
resistance, maximum durability. 


's) Special fine thread screw-type controls allow easy, highly accurate 
adjustment of all three units. 


Always replace with Delco-Remy waterproof regulators when you 
service Delco-Remy equipped cars and trucks. These improved regu- 
lators are available from your car or truck dealer or the United 


Motors System. 


DELCO-REMY «+ DIVISION OF GENERAL MOTOPS «¢ ANDERSON, INDIANA 


GM 
icons 
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Chevrolet Registrations 
Lead in All States 


RE were 2,122,630 more 
Chevrolet passenger cars in 
service than any other make last 
July, with Chevrolet leading in 
registrations in every state, ac- 
cording to statistics recently re- 
leased by R. L. Polk & Co. 

This was the first time Chevrolet 
had been able to capture leader- 
ship in all states in total registra- 
tions, and the first time since the 
mid-thirties that a manufacturer 


(Ford) had so dominated registra- 
tions. 

Count of cars in the United 
States was as of July 1. Total 
passenger cars in operation num- 
bered 49,803,977 and Chevrolet 
was credited with 11,741,695. 


14 Southern Dealers 
Added by DeSoto 


Soto has added 14 new south- 

ern dealers, three of them ex- 
clusive, since Nov. 15. 

“DeSoto only” dealers are 





Manufacturer's Representative and 
Warehouse Distributor in the Southwest 





























4 EMEROL PRODUCTS 


Marvel Mystery Oil, Marvel In- 
verse Oilers and Marvel Hi-Rev. 


Manufacturer's representative for 
all of Texas. 


4 GABRIEL COMPANY 


Complete line of standard and 
heavy-duty shock absorbers for 
passenger cars, trucks, and buses; 
automobile thermostats; car, truck, 
and bus heaters. 


@ MARVEL-SCHEBLER 


Industrial gasoline and LPG. 


Werehouse distributor for 
Louisiana and Texas. 


HINT = W by & [ A hy UMN 


ome POA UY 


2616 Ross Avenue 
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Phil Sommerlad, formerly general 
sales manager of a division of 
Thompson Products, Inc., has been 
named marketing manager of De- 
troit Aluminum & Brass Corp., 
President Jerome Frank an- 
nounced, Sommerlad holds control 
in Motive Parts Co., Daytona 
Beach, Fla., jobbing firm. His 
major duties will be working with 
company distributors and jobbers. 


Grentner Bros., Miami, Fla.; Five 
Points Motor Co., Inc., Garden 
City, Kan., and Hutchinson Motor 
Car Co., Hutchinson, Kan. 

Other new dealers are Jesse 
Hammond Motors, Sheffield, Ala.; 
D & S Motor Co., Tuskegee, Ala.; 
Ned Branch Motor Co., Milling- 
ton, Tenn.; Phillips Motor Co., 
Inc., Spruce Pine, N. C.; Sid Hay- 
don, Inc., Little Rock, Ark.; Paul 
H. Taylor Motors, Inc., Beaufort, 
S. C.; Brewer Sales & Service, 
Flemingsburg, Ky.; B. J. Hurley 
Auto Sales, Seaford, Del.; Chron- 
ister Motor Co., Drumright, Okla.; 
L & R Motors, Inc., Carrollton, 
Ky., and Greenshaw-Eddings Mo- 
tor Co., Tahlequa, Okla. 


Mercury to Pace 
“Southern 500" 


ELECTION of a 1957 Mercury 

Montclair convertible as the 
pace car for the “Southern 500” 
race classic at Darlington, S. C., on 
Labor Day has been announced 
jointly by F. C. Reith, Ford vice- 
president and general manager of 
the Mercury Division, and Robert 
E. Colvin, president of the Darling- 
ton Raceway. 

The car is painted classic white 
with a black top and black and 
white interior trim. It has a 290hp 
V-8 engine with 368 cu. in. dis- 
placement and a compression ratio 
of 9.75 to 1. Mercury will also pro- 
vide the Darlington Raceway with 
a 1957 four-door commuter station 
wagon, painted yellow, to be used 
as a safety car. 
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Help your customers be safe 
and sure with every stop! 


Satisfied customers are your best assets. Don’t gamble with 

their safety! Your state law may already require the use of an 

SAE 70R1 heavy duty brake fluid. Sell them Puritan Super 60 

—it does a better, safer, surer job. Here’s why: 

e Highest Heat Resistance—safety margin over 400° F. 

e Highest Rust Resistance—chemical inhibitors provide un- 
equaled moisture protection. 

e@ Proper Viscosity—at both high and low temperature ex- 
tremes. 

e@ Chemically Stable—won’t break down. Always gives safe, 
sure stops. 

e Compatible—mixes with all other brands. 

Puritan Super 60 meets and exceeds these and all other SAE 


7OR1 specifications. - 
PROGRESS = 
As advertised in Progressive Farmer. | Fame a | 


OLIN MATHIESON CHEMICAL CORPORATION 


Automotive Products Department e Baltimore 3, Maryland 
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TIME SAVERS 











Caster, Camber Wrench 
For 1957 Mercurys 


GHTENING or loosening the nuts 
that hold the caster and cam- 
ber shims on the ’57 Mercurys with 
regular tools can be a heartbreak- 
ing job, and since the tool com- 
panies have not come out with a 
special wrench, I made one as 
shown in the illustration. 
This wrench can be made by 
heating and bending a long 34” x 
Ys” boxocket into the shape shown. 


The 34”, or lower end, is given a 
sort of reverse bend to allow it to 
be placed on. the nuts, and the 
other two bends enable it to clear 
the exhaust manifold. The 7%” end 
is, of course, not used, being left 
on merely for additional leverage. 
—Robert C. Guice, Andress-Hanna, 
Inc., 717 Crockett St., Shreveport, 
La. 


Protecting Throttle Plate 
On the 1957 Fords 


_ PROTECT throttle plates that 
extend below the base of 
carburetors on the 1957 Fords, and 
also to hold carburetor firm on 
four legs while dismantling or as- 
sembling it, I use four 5/16” car- 
riage bolts, 3” long, and eight nuts. 

First, I run one nut down 34” on 


each bolt, then insert one bolt 
through each mounting hole in 
carburetor base. Finally, I put 
second nut on each bolt and 
tighten. 

This makes a good, cheap stand 
with a total cost of about 20¢.— 
Howard Caviness, Eudora, Kansas. 


Tightening Last Bolt 
On Ford Manifolds 


HEN tightening the exhaust 

manifolds on the ’54-’57 

Fords and Mercurys, it is almost 

impossible to tighten the last bolt 

on the right side and sometimes 
on the left side. 

Here is a way to get at the bolt 
from the top side with ease: Use 
a round shank % x 9/16 combina- 
tion box-end wrench No. XD1618 





No. 137 to 146 


No. 301 to 312 WHEEL HUB 


in the 
M BERS CHAMP-ITEMS LINE! 


A aon A 


No. 130 DRAIN COCK ASSORTMENT 
FOR RADIATOR AND BLOCK DRAINS 
—will not rust — made of brass — 2 

sizes will take care of 98% of all makes. ra 
List 35¢ each. 


TEN THOUSANDS 
(.010 )OVERSIZE . 


BOLTS 


WITH OVERSIZE KNURL for all cars 


and trucks. Made of steel, 


heat 


treated. (Each bolt identified.) 


No. 137 to 146 FRONT SUSPENSION CASTER 
AND CAMBER SHIMS FOR CARS USING DOUBLE 
SLOT SHIMS. Sizes for 1957 Chrysler — De Soto; 
1957 Dodge — Plymouth; 1956-1957 Pontiac; and 


1957 Buick. 


Write for catalog supplement No. 2 for full details. 


Champ-Items are ‘*the Service Man’s Friend’’ 


CHAMP-ITEMS, INC, 6191 Maple Ave., St. Louis 14, Mo. 
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lace Motor Co. (Lincoln-Mercury), 
801 W. Innes Street, Salisbury, 
North Carolina. 


To Replace Dash Gauges, 
Use Masking Tape 


MAKE the job of replacing 

dash gauges easier on cars 

that have space for only one arm 
at a time, do this: 


for and installing screws.—Bill Joe 
Allen, P. O. Box 8392, South 
Charleston, West Virginia. 


Fuel Injection Starting 
A la Chevrolet 


| Pyregys Division has issued 
the following service instruc- 
tions on fuel injection starting 
procedures: 


Due to the revised fuel- and 
air-control arrangement used on 
injection as compared to 
air-fuel control, the 


Place a length of masking tape 
across the back of gauge (before 
installing) with overhanging ends fuel 


GOT A GOOD 
$ IDEA? 
will be paid for every 
time - saver or shop 
short - cut accepted 
for — in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern to hold it in place while reaching carburetor 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 














Bluepoint or Snap-On and heat 
the 9/16 end approximately 114” 
up, then bend it to about a 45° 
angle. A slightly worn one is best. 
—Noble T. Soper, 408 W. Anthony, 
Medicine Lodge, Kansas. 


Helping thousands of dealers make more money! 


Pick BRAKE SAFETY CHART _ 








Making Shim Tool 
From Steel Bar 


a 

ERE is how I made a handy tool 
for removing and replacing 
shims when aligning front suspen- 
sion units on Ford products from 

1954 on: 
Using a 11/16” steel bar 21” 
long, I formed a regular chisel 
shape on each end, bent one end 


fov Safely Thats Real 
Cheek. from Pedal to Wheel. | 
too coke | 


ii» square steel bar 

<— 2. 

Sede 
14” and the other 34”, then cut out 
center with a round file. I tem- 
pered each end as I would a chisel. 
This tool can be made from old tie 
rods, drag links or regular tool 
steel. It has good leverage and will 
not slip.—L. D. Weeks, 709 Dela- 
ware Street, Leavenworth, Kansas. 


Get this FREE chart... another 
Pick sales tool to build your profits! 


You get more from Pick .. . “like new” 
exchange shoes . . . quick service . . . com- 
plete coverage . .. PLUS the tools to help 
you sell! The Brake Safety Chart is one of 
these tools that make profits greater for 
thousands of dealers by helping them sell 
the complete job—the pedal-to-wheel job! 
Ask your Pick wholesaler for your chart 
. .. let it start working for you now. 


Replacing Chrome Molding 
At Windshield and Rear 


Peo molding around wind- 
shield and rear window can be 
put back in place by putting liquid 
soap on the rubber and pounding 
molding with about three pounds 
of body putty wrapped in adhesive 
tape, or a rubber mallet. 

With this method, the glass does 
not have to be removed.—Emmett 
Thompson, Service Manager, Wal- 


PICK MANUFACTURING COMPANY 
West Bend, Wisconsin 
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procedure for restarting a 
warmed-up engine is different 
than was required for carburetor- 
equipped engines. 

Hot starting: 

To restart a_ fuel-injection- 
equipped car while the engine is 
still warm, depress the accelerator 
to the floor and hold in this posi- 
tion while cranking with the 
starter until the engine starts. By 
this means, a minimum amount of 
fuel is added by shutting off the 
starting bypass fuel line while the 
maximum amount of air is ad- 


mitted by fully opening the throt- 
tle valve in the air meter. 

Clearing a flooded engine: 

To clear a flooded engine, pro- 
ceed as described under “hot 
starting.” 

Cold starting: 

Cold-starting procedures for 
fuel - injection - equipped engines 
are identical to those of automatic- 
choke - carburetor - equipped _ en- 
gines. Depress the accelerator ped- 
al to the floor to index the fast-idle 
cam, then fully release. Crank en- 
gine until it starts. Indexing the 





Ann Blyth 


co-starring with 


VAN JOHNSON and STEVE COCHRAN 


in 


Metro- Goldwyn- Mayer’s 


"SLANDER’ 


put more smiles...in more miles... 
install... 


NManiey 


valive parts 
Airchrome VALVES, SPRINGS, GUIDES—and TIMING CHAINS 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manvfacturers. District Sales Representa- 
tives: Lawrence M. Hirsig Co., Jacksonville; J. S. 
Connell Co., Dallas. 
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“Chester,” the most famous “me- 
chanic” in Houston, Texas, stopped 
traffic in this same position for 
seven days in front of Aubrey, 
Orval and Mac (Hudson). Of 
course, “Chester” is a dummy and 
didn’t seem to mind his position 
over the Metropolitan “1560.” 


fast-idle mechanism provides the 
higher engine idle speed necessary 
during warm-up. 


Rear-Mounted Engines 
Debated by SAE 


MORROW’S automobiles may 

have air springs, rear-mounted 
engines, entirely new finishes and 
synthetic foam and fiber  up- 
holstery. 

At any rate, they’re likely to be 
different as one result of the SAE 
national passenger-car, body and 
materials meeting March 5-7 at 
Detroit. Engineers considered 
rear-mounted engines from the 
viewpoints of engineering, design 
and styling. They talked about 
suspensions—independent wheel, 
air springs, torsion bars. 

They also considered improve- 
ments in storage batteries, gen- 
erators and headlights. 


Gillespie Dies in Texas 


Henry Carter Gillespie, Sr., 81, 
died in Corpus Christi, Texas, last 
month as a result of injuries re- 
ceived in an automobile accident 
last May. He was born in Knoxville 
and for 33 years before his retire- 
ment in 1949 was southern regional 
manager for Buick. 
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NEW! 


FROM KENT-MOORE 


MONOXO-FLEX 


FLEXIBLE NON-CRUSH 
NEOPRENE EXHAUST HOSE 
AND TAIL PIPE ADAPTERS 

FOR 1957 CARS 


Here's a new addition to K-M’'s Exhaust 
Eliminating Equipment line: tailored 
neoprene accessories, connections, and 
adapters for all 1957 cars. 

® Monoxo-Flex takes a lot of punishment: 
run over it with a car, twist it like a 
pretzel, or expose it to water, grease, oil, 
fumes or temperatures up to 325°. No 


a 
matter how much you abuse it, it remains 
resilient and damage-free. 


There are no wires or coils to cave-in, 
rust or corrode; no metal contacts to mar 
cars. Because it takes full bends without 


e 
kinking, a mechanic can roll it up and 
pack it away for storage. 


All special twin tail pipe adapters on 
Monoxo-Flex work wonderfully with 


and Merc-O-Matics. These sets easily K-M gaivanized or stainless steel hose 


Here is a tool with a past. 
and J5202-B Dual Exhaust Adapters. 


It goes back to the days when there perform simple external adjustments 
were more horses than horsepower on that are 75% of all automatic trans- Write for descriptive literature. 
the road. Its great-great-great grand- mission jobs. 
father was the first tool ever made by Nowadays when extra profits de- 
Kent-Moore. The skill that went into pend on doing special jobs fast, this 
that first special tool grew and grew, = experience of K-M is more important 
resulting in the very new, very special to you than ever before. Kent-Moore 
tool pictured above, a Kent-Moore Rate-Maker Service Tools for en- 
Hydramatic Servo Band Adjuster. gines, rear axles, and transmissions 

This adjuster is part of a set of | help you cash-in on_profit-packed 
tools for Hydramatic transmissions. jobs almost immediately. 

There is also a set for Fordomatics 


CALL YOUR KENT-MOORE JOBBER, TODAY 


KENT-MOORE 


ORGANIZATION, INC. 


28635 MOUND ROAD + WARREN, MICHIGAN 
ENGINEERS AND MANUFACTURERS OF SPECIAL SERVICE TOOLS AND EQUIPMENT 





57-Al Examples of quick, easy adapter hook-up. 
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Make fast, easy wiring repairs 
on late model vehicles 


Twenty-four items for wide service coverage 
All parts are identified 
Application data included 


Handy case has space for crimping pliers 


Packard Electric’s 4004 Snap Fast connector kit contains original 
equipment parts used on over half of all the automotive vehicles 
produced today. The compact kit is sectionalized to keep parts 
separate and readily available without confusion. And it’s built 


strong, for long wear. 


The new Packard Electric connectors are all easily attached with 
terminal crimping pliers. They make quick, easy repairs and give 
you factory-type push-together connections that don’t shake 
loose in service. Order a kit from your jobber today. It’s another 
Packard exclusive, designed for your profit. 


Look how easy it is! 


Instruction sheet identifies the proper part. Terminal then slides easily into insulator and 
Terminals go on quickly with crimping pliers. connector is ready to snap on. Job finished! 
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with new. . 


Buy the line of wiring easiest to stock 


and install . . _— Electric 


GM 


PARTS SALES 


Warren, Ohio 


“Live Wire” division of General Motors 
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Ive never taken in so much 
money and had so little of it left 
at the end of the year!” 


Does that sound familiar? If it reg- 
isters, there must be a good reason. 
Service shops everywhere have this 
problem in common because the cost 
of doing business keeps rising. Me- 
chanics’ pay is high . . . that can’t be 
changed. Car owners can’t be charged 
more than the going rate for ordinary 
repairs or they go elsewhere. As a 
result, most of the rising cost must be 
paid out of profits. 


Where do profits go? 


There is no complete answer to 
that question. But there are certain 
kinds of repair jobs on which few serv- 
ice shops make a profit and many 
actually lose money. These are the 
jobs which require more of a me- 
chanic’s time than can be sold profit- 
ably to a car owner. They include dif- 
ficult repairs to units which could be 
quickly detached and sent out to spec- 
ialists or exchanged at the Jobbers’ for 
a completely rebuilt unit. 


Why not make these repairs? 


When the average mechanic tackles 
a generator or starter, a regulator or 
a clutch, he is handicapped before he 
starts. He lacks specialized training 
and the special tools required to com- 
plete the job quickly enough to make 
it profitable. Without special tools, 
proper testing equipment and a stock 
of parts, he actually uses more man- 
hours than can be charged to the car 
owner. Instead of man-hours being 
spent on unprofitable jobs . . . they 
could be profitably used on jobs within 
the scope of the mechanic’s ability, 
experience and available tools. 


For example, it is no problem for 
a mechanic, with ordinary tools, to 
remove a complete sub-assembly which 
has failed and to replace it with a re- 
built unit. This gets the job completed 
and out of the shop quickly at a double 
profit . . . one profit on the sale of the 
rebuilt unit, plus a sure profit on labor. 
And in addition, losses from “come- 
backs”, adjustments or further repairs 
are practically eliminated. 





How about the car owner? 


A careful check of costs to car 
owners shows that in most cases in- 
stalling a good rebuilt unit costs little 
or no more than repairing the original 
part. Furthermore, a good rebuilt unit 
is assurance to the customer that the 
trouble is corrected. He has no worry 
about a repaired part which may fail 
again and require road service or more 
repairs. In fact, if the replacement part 
is properly rebuilt and installed, it is 
as reliable as the original part it 
replaces. 


“A repair job in a package” 

To a service shop, a good rebuilt 
unit is “a repair job in a package”. 
It is quick and sure and allows me- 
chanics to use their time most effi- 
ciently. And the fact that the service 
shop completes repairs quickly attracts 
new customers. People need their cars; 
they look for those service shops which 
put their cars back on the road 
promptly; they like the economy, re- 
liability, and fast service a good rebuilt 
unit provides. 


How good is a rebuilt unit? 


When a service shop recommends 
a rebuilt unit, their customer expects 
them to provide a really good one. 
And service shops, to a great extent, 
depend on the recommendations of a 
reliable jobber . . . a jobber with whom 
they have done business for years. 

Usually, this is a sound recommen- 
dation for anything they buy. How- 
ever, it is doubly sure, if the unit is an 
established brand . . . the product of 
a financially responsible rebuilder who 
guarantees both the quality and per- 
formance of his products. When this 
rebuilder has been in business for 
many years and has earned a reputa- 
tion for honest pricing and full dis- 
counts, service shops are assured his 
rebuilt units will provide customer sat- 
isfaction and full profit on every job. 


More detailed information 
available 


To provide more detailed informa- 
tion on rebuilt units, Arrow Armatures 
Company has just published a new 12- 
page illustrated booklet. It is called, 
“How Good Are Rebuilt Generators 
and Starters.” This booklet is available 
without charge to service shops east 
of the Mississippi River. 


Request your free copy from: Technical Service Department 


ARROW 


ARROW ARMATURES COMPANY 


11 Fordham Road, Boston 34, Mass. “ 
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Chrysler Bears Down 
On Turbine Study 


HRYSLER Corp.’s_ engineering 
division is doubling its lab- 
oratory space devoted to re- 
search on automotive gas turbines 
and piston engines and is increas- 
ing its total research staff by 20%. 
“To meet the immediate needs 
of our research programs,” Paul 
C. Ackerman, Chrysler vice-presi- 
dent and director of engineering, 
explained, “we have leased the 
former Waters Mfg. Co. building 
at 12843 Greenfield Road in De- 
troit. This will make available an 
additional 67,000 square feet of 
space for research laboratories 
and test facilities. By doing this 
we will more than double the 
space allocated to our gas turbine 
program.” 


Four Series of Edsel 
To Sport 18 Models 


Edsel car line will feature 

18 models in four series, ac- 

cording to Richard E. Krafve, 

vice-president of Ford Motor Co. 

and general manager of the Edsel 
Division. 

Krafve said the names selected 
for the four series, starting with 
the lowest-price and working up, 
are the Ranger, the Pacer, the 
Corsair and the Citation. 

The Edsel is scheduled for in- 
troduction early this fall. An- 
nouncement of the specific models, 
which will include “a complete 
mix of two-door and four-door 
sedans and hardtops, two-door and 
four-door station wagons and con- 
vertibles,” will be made later, 
Krafve said. 


Vicksburg Dealer to Run 
For Mayor in May 


few Holland, 34-year-old dealer 
and national vice-president of 
the Junior Chamber of Commerce, 
will be a candidate for mayor of 
Vicksburg, Miss., in the May elec- 
tion. 

A move to back Holland for na- 
tional president of the Jaycees has 
been underway. 


Olds Adds Jacksonville Zone 


Oldsmobile’s new zone office to 
be opened in Jacksonville, Fla., 
this month in Prudential Insur- 
ance Building, 841 Miami Road, 
will serve 95 of its dealers through- 
out Florida, except the nine west- 
ern-most counties, and southern 
Georgia. 
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‘Binks opens 
pray painting Hdgrs. 
in ATLANTA™ 


For even better service to the steadily growing industrial South... 
Binks announces a new branch office in Atlanta, Georgia. 


The address is 196 14th Street, Northwest and the phone 
number is TRinity 5-7261. Under one roof you will find a 
modern spray painting and coating equipment showroom 
plus a well-stocked parts inventory that is ready for 
immediate shipment. 


A repair department staffed with factory-trained specialists 
offers prompt service on all Binks spray finishing and coating 
equipment. Reconditioned units are normally on their way back 
to you within 24 hours...ready for additional years of service. 


Binks Atlanta office amplifies the long-standing sales 
and service facilities provided by The McEwen Cherry Company 


Meet "Chuck" Fuller... . 
of Nashville, Tennessee. 


Binks Atlanta manager 


Drop in on us. 6000 sq. ft. of sales, 
parts and repair facilities are at your 
service. Plenty of parking space. 


eee Binks 


Ps Awe 


Binks Manufacturing Company EVERVINING 
3138-40 Carroll Ave., Chicago, 12, Ill. 





SOUTHERN AUTOMOTIVE JOURNAL for March 1957 Want more facts? Use Reader Service Card Page 132 





New officers of the Automotive Wholesalers of Oklahoma are (I. to r.): 
Bobby Thompson of Ada Auto Supply. Ada, vice-president; Joe S. 
Owens of Owens Supply Co., Enid, retiring president and board mem- 
ber: Tom Payne of Okmulgee, executive director: Vernon Kleier of 
Ponca Automotive, Inc., Ponca City, president, and Wayne Sledge of 
Auto Parts and Equipment, Duncan, secretary-treasurer. Those, with 
seven others, constitute the board of directors. Three new members are 
Roy Sauerman of Sauerman Sales Co., Lawton; Howard Thomas of 
Standard Auto Parts, Pryor, and John M. Yantis of The Automotive, 
McAlester. Holdovers are James Duncan of Hanks Auto Supply, Cher- 
okee; Gene Mahaney of Mahaney Brothers, Clinton; Al O’Connor of 
Agnew Auto Parts, Oklahoma City, and C. A. “Cy” Waste of Standard 
Motor Supply, Tulsa. 


Booth Conference Becomes Sell-Out 
Despite Weather at Oklahoma City 


oc closed down on Oklahoma 
on the morning of Monday, 
Feb. 25, and gets credit for hold- 


ing registrations to less than 250 
for the third annual convention of 
the Automotive Wholesalers of 
Oklahoma in Oklahoma City Feb. 
25-26. 

For this convention the associa- 
tion sponsored its first booth con- 
ference, a plush affair by compar- 
ison with some because of car- 
pets underfoot in the Persian 
Room of the Skirvin Tower Hotel. 
With 45 spaces occupied, this booth 
conference was a sell-out, mostly 
to factory representatives, with 
satisfactory interest and attend- 
ance for both days. 

In attendance and length, booth 
conferences overshadowed conven- 
tion business sessions, two of 
which were limited to less than 
two hours each, with a total of 
three scheduled speakers. These 
were Roger Seaton, sales manager 
of Ponca Automotive, Inc., Ponca 
City, Okla., on “Dealer Sales Pro- 
motion” (excerpts of this talk on 
page 164D); Dr. George Benson, 
president of Harding College, 
Searcy, Ark., “Americanism in 
Business,” and Ira Saks, president, 
Accurate Parts Mfg. Co., Chicago, 
“Free Enterprise vs. Monopoly.” 

Saks, who has spoken to many 
aftermarket groups on this sub- 
ject, is executive director of the 
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anti-monopoly committee of the 
automotive service industry. 
Committee reports included one 
on association education activities 
by Director C. A. “Cy” Waste of 
Tulsa. He also formally presented 
a new station wagon to L. K. Co- 
velle, director of the Oklahoma 
A. & M. School of Technical Train- 
ing, Okmulgee, which has sup- 
plied instruction for the AWO 
transmission schools. This car, 
purchased by AWO for the school, 
will be used exclusively for tak- 
ing carburetion and ignition in- 
struction to groups of mechanics 
about the state. In accepting, Co- 
velle briefly discussed “doorstep 


education” throughout Oklahoma. 

Senator Gene Stipe of McAles- 
ter, co-author, was to have dis- 
cussed Oklahoma’s proposed safe- 
ty inspection law which is now 
being considered by the legisla- 
ture. Stipe was unable to appear 
and Tom Payne of Okmulgee, as- 
sociation executive director and 
now a member of the state sen- 
ate, explained the bill. 

It calls for mandatory safety in- 
spection of all motor vehicles, 
Payne said, and the Oklahoma bill 
incorporates the best features of 
other state laws on the subject, 
although copied largely after 
Pennsylvania’s. 

Only recently was Payne able 
to devote himself fully to asso- 
ciation work in the role of exec- 
utive director because of months 
of litigation over his state senate 
seat. From the time he filed as a 
candidate against his opponent, 
John Russell of Okmulgee, nine 
months elapsed before he got his 
seat. 

During the nine months there 
were five supreme court actions in 
this battle, seven district court ac- 
tions and “injunctions and hin- 
drances too numerous to mention.” 
As a result of this litigation and ac- 
tion of the state supreme court, the 
name of neither Payne nor Russell 
appeared on the general election 
ballot. But Payne was the majority 
choice in a special election last 
Dec. 22 and this influenced the 
senate to seat him by unanimous 
vote, 42 to 0. 

Thereafter, however, the court 
ruled that Payne must assume the 
costs — $1,800 — of a three-foot- 
thick transcript. Payne’s support- 
ers in the long battle underwrote 
this item. 

“We lost practically every round 
but the last one,” Senator and 
Executive Director Payne said. 


This new station wagon purchased by the association for use in carbu- 
retion and ignition schools by Oklahoma A. & M. School of Technical 
Training was displayed by registration desk in convention hotel lobby. 
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DUR's Henderson Tire. Changer 


The new “Air Lock Safty-Lift 
Henderson Tire Changer-Balancer”’ 
Model AF-S, designed for all 

tires, 12-inch through 17-inch. 

The proper new tool and equipment 
to handle the 14-inch wheel. 


The newest 

and most modern 
equipment 

to handle 

the 14,13, and 


12 inch wheels 


| (Balances wheels, tool) 


=e ie, 


U.S. Patents—2,534,515—2,609,038—2,609,039—2,655,985. Other U.S. and foreign patents pending 


Visit the Big 4 Booth 344-346-348 to hear Jim Seifert, 
Balancer Availeble Ron Wells and D. W. Besuden, Big 4 Sales Manager, 
with all Air-Lock explain our new Big 4 sales profit program. 


Models 


LET'S TALK TRADE 


Before you invest, 
make sure that the new 
equipment you buy will 
handle the 14”, 13” and 
12” shallow-well 


wheels, 








Write today for 


Special 14-inch 
Wheel Booklet - 
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Mail today: 
BIG FOUR Industries, Inc., 5938 Carthage Ct., Cincinnati 12, Ohio 
| would like to see your mobile display. 


Nome_ 


Address 





OVERSEAS DIVISION CANADIAN DIVISION weet COAST WAREHOUSE 

276 W. 43rd St. Canada Vulcanizer & Four Industries, inc, 

New York 36, New York Equipment Co., Ltd., 3 South Avalon Bivd. 
London, Ontario Los Angeles, Colif. 
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Oklahoman Pinpoints Spot 
Occupied by Salesmen 


_ turnover—of merchandise 
or manpower hours — and at 
a profit — “must be the ultimate 
aim of any sales promotion,” Roger 
Seaton told the spring convention 
of Automotive Wholesalers of 
Oklahoma at Oklahoma City Feb. 
25-26 (see page 164B). 

“In my way of thinking this can 
be accomplished only through 
proper education of the dealer 
handling your merchandise,” said 
the sales manager of Ponca Auto- 
motive, Inc., Ponca City, Okla. 

“Education first at inspection 
level (find the need), next at sales 
level (prove the need and ask 


Sales Manager Seaton 


’em to buy) and last, but possibly 
most important, is the education 
which removes the fear of instal- 
lation,” he asserted. 

“The motivating factor and the 
most important man in the promo- 
tion of this educational program 
is first, last and always the jobber 
salesman. The dealer clinics, the 
dealer training courses — every 
step of the terrific sales job of 
educational promotion — must be 
carried by the hardest-driving cog 
in the automotive aftermarket ma- 
chinery: the jobber salesman — 
promoting sales at dealer level 
through education of the true 
meaning of turnover, and through 
eliminating the fear of selling and 
installing.” 

He asked: 

“Suppose a dealer doesn’t know 
how to sell a line? What do we 
do? 

“At the dealer level this prob- 
lem is one of our biggest hazards 
and its solution is the complete 
and ultimate key, and it must be 
done by education. Perhaps he 
doesn’t know how to check, how 
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to convert, how to ask for the 
business. Have you ever heard a 
service station man grumble that 
he didn’t want to sell the customer 
a fan belt for air conditioning be- 
cause he would have to install the 
belt? Well, for many dealers, there 
is a fear of installation, and this 
must be overcome. 

“Sales promotion is more and 
more a problem of education. 
Where can an independent go for 
education? Why, to the jobber. 
And there is only one successful 
means of putting an educational 
program into this business and that 
is through the jobber salesman. 
He is the key man. He is the man 
they see 50 times a year. He is 
the man they trust and he must 
lead them in education. 

“We are making a mistake in 
our dealer sales promotion, too, 
if we don’t blow our own horns 
as jobbers. Show some dealers 
what we can do for them. Walk 
into a dilapidated place where 
they are not getting times turn 
and tell them you have an idea. 
Any time you think times turn 
is not the answer, pick some dusty 
item he’s been stuck with and 
show him how to concentrate sales 
effort on that line. Give it a try 
in behalf of this dealer to deter- 
mine if he can sell the line, or 
if it should be dropped. 

“It takes a breed of men and 
a class of men to put it over and 
they have to believe. Among other 
qualities they have to believe in 
themselves, have to have a faith 
in themselves. Another thing they 
have to believe is that they are 
working for the best house it is 
possible to work for, but not one 
in 50 sells his house. A fourth 
thing they have to believe in is 
the industry they are in. And they 
have to believe in work. 

“Beyond all that, they have to 
believe that everything that pro- 
duces starts at the dealer level.” 


Tarheels Elect J. B. Hood 


J. B. Hood is the new president 
of the Scotiand County (N. C.) 
Automobile Dealers Association. 
Other officers are Ben Owen, vice- 
president, and Robert Hill, secre- 
tary-treasurer. All are of Laurin- 
burg. 


Missourians Employ Johnson 


R. D. Johnson of Columbia is 
a new field man for the Missouri 
Automobile Dealers Association, 
Manager James A. Gorman an- 
nounced last month. 


Appointment of Carl K. Revelle as 
head of the western division of 
Mack Trucks, Inc., has been an- 
nounced by General Sales Man- 
ager Lewis E. Minkel. Formerly 
general sales manager of the 
Studebaker-Packard Corp., Re- 
velle succeeds John C. Rowold, 
who retired. 


Wholesaler-Factory Panel 
Planned at Dallas 


A JOINT panel] discussion by 

wholesalers and manufac- 
turers of some rights and respon- 
sibilities they have to each other 
will highlight the business con- 
ference by Motor and Equipment 
Wholesalers Association at the 
Baker Hotel in Dallas, Texas, 
April 3, on the eve of the South- 
west Show’s opening. 

Topics to be included are: “How 
to Discharge your Responsibilities 
to Suppliers;” “A Dealer Stocking 
Plan to Increase Profits;” “Proven 
Means of Coping with Price Cut- 
ting;’ “How to Make Customers 
and Influence Profits;” “Get Out 
and Sell — or Get Out;” “How to 
Coordinate a Smal] Sales Depart- 
ment,” and “How to Merchandise 
Your House and Lines.” 

Richard G. Welborn, Welborn 
Supply Co., Hutchinson, Kan., will 
present “An Executive Training 
Plan for Automotive Wholesalers.” 

“How MEWA’s Merger Proposal 
Will Benefit the Industry” will be 
explained by B. W. “Whit” Ruark, 
MEWA general manager. 


Motor Service in Miami 
Changes Management 


OLDINGS of former President 
Dave Wilson, Sr., in Motor 


Service, Inc., Miami, Fla., have 
been purchased by Haas Auto 
Parts, Louisville, Ky. J. R. Haas 
is manager. 

Wilson is specializing in diesel 
injection service and is affiliated 
with Nieman-Wilson, Inc., 3028 N. 
Miami Ave. 
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Some dealers switch financing connections at the drop of a hat. Not 
THE Y so the Associates dealer. Likely it’s because for years Associates 
has considered its dealers’ welfare as its own... has eagerly accepted 


JUST KEEP the challenge of helping its dealers and their salesmen sell more 


cars—new and used—at a profit. Today Associates recognizes a 

ROLLIN , ALONG new era in finance company/dealer relations—has geared its branches 
to provide the closer, more flexible cooperation demanded by today’s 
highly competitive automotive market; faster credit clearance, 
simpler paper work, and modern, complete one-stop financing service. 
No wonder then, that Associates’ dealers like old man river “just 
keep rollin’ along”—selling more cars—more profitably! 





7s Obl Sige ays... Y@\/) ssociates 


“Another example of Associates continuing 
dealer aid policy is its new sales | : SOUTH BEND, INDIANA 
training, sales making slide film, ‘Clutch 
Selling’—if you haven’t seen 
it—call your Associates’ branch today!”’ 











ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Cleaning Up Big 


(Continued from page 74) 


“Open Week Days. 

“Sunday: Let’s Go To Church.” 

But closing on Sundays hasn’t 
hurt the business any. In fact it 
may help some, because in the 
twin cities of Maryville and Alcoa 
the people are church-goers and 
the Presbyterians’ Maryville Col- 
lege is in Maryville. 

The sign offers a _ car-wash 
coupon book—ten washes for $10. 

The usual price is $1.25. 

Or a customer can get six car 
washes at $1.25 and is given the 
seventh. 

Biggest day was 478 washes. 
The average is around 150 a day. 
Highest month was 4,200. 

New and used cars of the com- 
pany go through the line fre- 
quently. 

The tunnel is next to the recon- 
ditioning shop, where every car 
taken in trade on a new one is 
made like a new one and is 
washed. 

The automatic equipment solved 
several problems and that is main- 
ly why it was started. 

Let P. K. Costner, a partner 
with F. D. Eagleton, explain it: 


“We had a problem of 100 new 
and used cars, and demonstrators 
which needed frequent washing. 
We had to wash every car by hand 
and before it would take a week 
to wash all of them. Some cars 
were not getting washed. 

“We hoped that by building the 
‘Magic Tunnel’ we could break 
even. Now we can take 75 to 100 
cars off the lot and run them 
through in an hour. It helps us to 
keep our cars clean all the time 
and helps sales. Unless cars are 
clean, it is like a grocer trying to 
sell apples covered with dust. 

“When a customer brings a car 
into the shop for mechanical work, 
he often wants a wash along with 
it. If he comes back at a promised 
time and his car is not washed, he 
gets madder over it than any- 
thing. That was a problem which 
We overcame, too, by erecting the 
car-wash building. 

“In the past I have known cus- 
tomers to wait an hour and a half 
or two hours to get a car washed. 
Now we are able to do it in three 
minutes and the customer is 
pleased. 

“People at first were a little 
leery of the idea. They took the 
attitude that their finish on their 








ELECTRIC 


BUFFERS and 
VULCANIZERS 





The ann Al Hi Line of 


Tire and Tube Repair ieee 


ACE RUBBER COMPANY 


BOX 6147 
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cars might be damaged. It took 
a little time to get that out of their 
minds. 

“We had to educate the public 
on it. We ran a series of ads, as- 
suring people their cars would not 
be hurt. We guaranteed to take 
care of any damage done. 

“The benefits had to be pro- 
moted. Word of it got around by 
mouth, too. People came and saw 
for themselves that we didn’t just 
take a chamois and grind dirt into 
the paint. Our nylon brushes spray 
water over the car and they tend 
to shake the dirt off onto the 
floor. The dirt is not knocked off 
by any rubbing. 

“We have gained some in vol- 
ume each year, but we had to 
learn to control expenses. Labor 
costs are a big thing. 


Outguess the Weatherman! 


“We have to outguess_ the 
weatherman, too. We call the 
weather bureau each day to find 
out what it has to say. If the 
weatherman says it’s going to rain, 
and it looks cloudy, we have to 
consider what the customer 
thinks. A customer won’t bring a 
car in for a wash if he thinks it’s 
going to rain that day. 

“If the early-morning forecast is 
for rain, we may wait a couple of 
hours. Then if that is still the out- 
look, we may let four on the wash 
job go home and may close down. 
If the sun pops out, say at 2 p.m., 
we call those four back in. 

“We try to keep a list of at least 
30 persons we can get hold of 
quickly for wash work if needed. 
We start back with the four and 
call in others if needed. 

“We keep an hourly chart and 
know how many are washed in 
that time. We try to gauge a wash 
by at least one car for each one- 
half manhour. 

“We could operate with four 
men—a vacuum man, steam man 
and two in the pit, where the 
handbrush is used. 

“After operating the vacuum 
and steam, those men can go to the 
front. It all depends on the volume 
going through. We use women for 
wiping with soft cloths, because 
they are better at it. 

“All are on an hourly basis. 
When we send them home they are 
not getting paid, but if we kept 
them at work three or four hours 
we wouldn’t send them home at 
3 p.m. We would let them do 
something else and would pay 
them for the rest of the day. 

“We have to have men who can 
be depended on—men who have 
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“Duco” Primer-Surfacer avoids 
settling, avoids pinholing. 


Primer-Suracer stick test” 
shows how to protect against pinholing 


past-DRYING 
sy-SANDING 


MONEY-SAVING 


To insure economical, trouble-free jobs, test your primer-surfacer for settling. 
Even after it’s left standing, High Speed Duco® Primer-Surfacer that has been 
properly reduced 2 to 1 does not settle enough to pick up on the stick. It stays 
uniform . .. makes it almost impossible for solids to settle out in the cup and 
cause pinholing. ‘‘Duco” Primer-Surfacer is also fast-filling, fast-drying, fast- 
sanding. And it gives high color hold-out for quick gloss with less rubbing. You 
save all the way with “‘Duco”’ High Speed Primer-Surfacer. And since one 
gallon gives three at the gun, it actually costs less than many so-called 
“‘bargain”’ primer-surfacers. Ask for it next time you order. 





“DUCO” LACQUER HIGH SPEED primer-surFaceR COL {ND 


DU 


PONT 


REFINISHING MATERIALS 
BETTER THINGS FOR BETTER LIVING 


THR 7H CHEMISTR 





















had experience and know what 
they are doing. The backbone of 
the operations is to know what to 
do.” 

The girl at the cashier’s win- 
dow, at the end of the line, can see 
all the operations. Buttons are at 
her fingertips which she can press 
to start or stop any operation at 
any time. 

A door there opens into the re- 
conditioning shop, with a sign 
telling wash customers of polish- 
ing available. 

“All of our cars which are re- 
conditioned go through the wash 
tunnel,” says Leon Shope, who is 
in charge of that department. 
“When we recondition a car we 
make it just like new.” 

Bobby McClurg, who looks after 
the car-wash line, said people “are 
bringing in cars continuously. We 
wash trucks and buses, too. We 
don’t turn down a thing.” 

Each of the three motors is 
15hp. The automatic steam clean- 
er capacity is 180 gallons an hour. 
Brushes are nylon. Modern equip- 
ment is used with the blowers and 
the vacuum cleaning, too. 

Costner-Eagleton Motors has its 
own washer, extractor and drier 
for doing the laundry. 


Stainless Steel to Appear on Fords 
To Cool Automatic Transmission Oil 


R the first time in automotive 

history stainless steel will be 
used as a material in the cooling 
of automatic transmission oil in 
production cars. 

These stainless steel oi] coolers 
will be used on part of Ford’s pro- 
duction this year. Ford engineers 
have been working on the devel- 
opment for almost two years a- 
long with engineers from McCord 
Corp., manufacturers of radiators 
and oil coolers for the automotive 
field. 

Allegheny Ludlum Steel Corp. 
engineers assisted the two com- 
panies in the selection and grade 
of stainless steel which was finally 
decided upon. 

The oil cooler is an envelope 
of metal about 7” long, 1142” wide 
and a %” thick which is located 
in the bottom tank of the radiator 
and operates as a small heat ex- 
changer. There is an inlet and an 
outlet metal tube through which 
the searing oil is forced under 
pressure. The oil is cooled and 





Here’s a 
Money Saving 
Service 


on Camshafts 


Standard’s exclusive camshaft service recondi- 
tions worn camshafts — good as new in specifica- 























tions, performance, and service — at a considerable 
saving to you. A Mack Model 672, for instance, is reconditioned for about $30.00, 


Standard’s “Chromaloy” process and technique have been thoroughly tested 
and proven on hundreds of thousands of camshafts of all sizes. Some of America’s 
largest truck transportation firms have been using this service without a single 


failure of any kind. 


Let us give you full details and prices, or send us a worn camshaft to recondition. 


Standard Crankshaft and Hydraulic Co., Inc. . 


117 Southside Drive, Charlotte, N.C., Phone EDison 33-5122 
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spurts out the outlet side and is 
returned to the transmission. 

The switch to stainless steel as 
a material for the oil cooler fol- 
lows two similar changes to the 
corrosion-resistant metal for func- 
tional parts in this year’s automo- 
biles. The steel company recently 
announced that certain cars for 
1957 would utilize, for the first 
time, stainless steel functional 
parts in the top and bottom radi- 
ator tanks and for the expander 
oil ring on pistons. 

By changing to stainless steel 
Ford expects to make a savings on 
each unit, but one of the main 
















This stainless steel oil cooler will 
be utilized on part of the produc- 
tion line for this year’s Fords. 


factors in making the change is 
that the new oil cooler uses no 
hard-to-get metal which may be- 
come scarce in times of emergency. 
The oil cooler is made of type 430 
stainless steel, a high chromium 
stainless steel noted for its resist- 
ance to corrosion at elevated tem- 
peratures and its good ductility. 

On the oil cooler it was neces- 
sary to find and use a material 
that could withstand the corrosive 
action of the various types of wa- 
ter and anti-freezes used through- 
out the country. Temperatures 
surrounding the oil cooler, while 
in use, range from around 0° to 
180° F. Within the oil cooler, oils 
get up to 300° F. 

Oil coolers are necessary only 
on automobiles using the automatic 
transmission, which in 1956 ac- 
counted for about 70% of the cars 
produced. 

Engineers have predicted that in 
a few years, because of lowered 
demand, a standard shift will cost 
extra on Cars. 
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There’s a Bright New Future Awaiting 


ALL WHO SELL THE 
‘57 AMERICAN MOTORS CARS... 













RAMBLER — FASTEST GROWING CAR IN POPULARITY 


Little wonder Rambier sales are soaring. For this is the one car specifically 
designed for today’s driving—with greater maneuverability, easier parking, 
greater economy. And the new choice of 190 H.P. V-8 or Economy 6 
assures even greater market penetration. 















NASH AMBASSADOR V-8 
WORLD’S FINEST TRAVEL CAR 


Nash is the car to sell to every travel- 
minded prospect. The biggest of the big 
V-8’s has more interior room — even Air- 
liner Reclining Seats and Twin Travel 
Beds. And its distinctive styling sets it 
apart from every other car on the road. 














POWER IS UP — PRICE IS DOWN 
IN THE 57 HUDSON HORNET V-8 
The trim, tough Hornet for '57 offers good news for 
prospects. Power is up to 255 H.P. Price is way, way 
down below comparable models last year. And smart 
new styling gives Hudson a “come-hither” look. 











METROPOLITAN 


"1500" 






The smart new Metropolitan combines foreign car 
flavor with American car comfort... gives American 
Motors dealers a big wedge in the growing European- 


There’s No Franchise Like An car market. Tops in economy with up to " M.P.G. 
AMERICAN MOTORS FRANCHISE! -%: 


FOR COMPLETE INFORMATION — WIRE OR WRITE 
DEALER DEVELOPMENT DEPT., AMERICAN MOTORS CORP., 14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN 
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AP'S “TAP, LOOK AND LISTEN” 
YOU TO MAKE OVER $2500 


When you’re an AP Muffler Specialist you’re 
set to make $2520 extra profit a year on muffler 
business. Dealers average $3.48 on every 
muffler, plus another $1.92 on tail pipe and 
clamp, plus $3.00 on labor—for a total profit 
of $8.40 per sale. Only six sales per week give 
you $2520 per year. And the plan that helps 
you reach this big total is the AP Muffler 
Specialist “Tap, Look and Listen” program. 
It starts with the right merchandise—the high 
quality, individually engineered line of AP 
oval mufflers that have up to 4% heavier heads, 
1, thicker shells. Furthermore, many numbers 
have asbestos liners or corrosion-resistant 
aluminized and zinc-coated steels—al/ at 
no extra cost. 

This top-quality product is backed by a com- 
plete sales promotion plan that gives you 
everything you need to cash in on the doubling 
muffler business. This includes price sheets, 
catalogs, and installation tips direct from the 
factory to you. Add to this the sales aids and 
national advertising shown here. 

What more could any dealer need to put him- 
self right into the swing to more and bigger 
You asked for this double-faced, all-metal, 3-color business-building sign, muffler business in a market that’s expanding 
which is available to AP dealers only. Field tests show that it will double or faster than new cars are coming off the as- 


triple your muffler business. Just one of the many features of AP’s dynamic : ie Sine? 
merchandising program. sembly line! 





UL? es 


New AP “Dri-Flow” Mufflers last longer on the inside, too. These evenly More than you'd expect from a muffler. But just to 
melted candles on muffler hooked up to engine running at 25 mph for 10 minutes show you how strong AP mufflers are, we ran this 
show how internal corrosion is retarded by eliminating cold spots where excessive 5-ton tractor over a standard AP oval with practically 
moisture collects. Hot spots where burnout occurs are eliminated, too. no damage to the shell. 


LONGER-LASTING MUFFLERS—DESIGNED FOR TODAY’S 
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PLAN MAKES IT EASY FOR 
MUFFLER PROFITS YEARLY 


aM <o 


AP mobile merchandiser with basic stock is a big help The AP muffler removal tool used above cuts the average installation 
to thousands of dealers in the sale of AP mufflers. It has time in half. Ask your AP wholesaler about it. Note also that this 
smashing display value, rolls easily on big rubber wheels Lincoln exhaust system has four mufflers—evidence of how fast the 
—sells muffiers! Get one from your AP wholesaler. muffler market is growing. 


Your initial sales package will include a “How to Sell” booklet, consumer National advertising. Big consumer cam- 
comic book, posters, post cards, inspection tags, a decal, a catalog and paign presells car owners on AP quality. 
price sheets. Then AP mails direct to you a constant flow of additional Your prospects will read the AP ads and 
sales aids, up-to-date price and catalog data. look for your AP Muffler Specialist sign. 


THIS FREE SIGN IDENTIFIES YOU 


Register with your AP wholesaler and put it 
where it will be seen. Then TAP, LOOK and 
LISTEN the easy AP way for greater profits. 


THE {2 PARTS CORPORATION 
9-P AP Building, Toledo 1, Ohio 
Mufflers and Pipes ¢ Miracle Power ¢ dgf 123 


HIGH-COMPRESSION ENGINES 
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Jobber News 
(Continued from page 81) 


last show for Dallas — March 26- 
29, 1953 — drew, according to fig- 
ures released then by management, 
the greatest attendance in all 
show history — 39,650. 

Two shows held since then, in 
1955 and 1956, attracted less than 
17,000 each. Sponsoring jobbers 
this year number 350, compared 
with 327 in 1953. 

This show, incidentally, is the 
pioneer among regional shows. Al- 


though the first Southwest Show 
was presented in Fort Worth in 
1938, the enthusiasm that pro- 
pelled it was actually generated 
during a “clinic” in San Antonio 
in the early 1930’s 

This year a social event, the 
president’s reception, scheduled 
for the evening of April 4 in the 
Statler Hilton Hotel, will be the 
introductory preliminary. 

Next day, Thursday, April 4, ex- 
hibits will be in place, but this is 
not an “open” day, being reserved 
entirely for sales conferences 





HERE'S THE AUTOMOBILE CLEANER 
SERVICE STATIONS HAVE BEEN WAITING FOR 


SN 
rascncust THOMPSON 
MOBILE VAC 


READ WHAT IT DOES 
SEE WHAT YOU GET 
FOR ONLY 


198° 


COMPLETE 


overall. 


cal. 


¢ Thompson Mobile Vac will 
good-will building quick and practi- 


¢ Powerful, light weight, with easy 
portability combined with low cost. 


¢ All aluminum housing, weight 21 Ibs. 
Diameter, 18" overall. Height, 24/4" 


e It will increase gallonage, lubrication. 
e lt will increase new re and keep 
your present customers sold 


See It At The Southwest Automotive Show 
BOOTH 323, April 4-5-6-7 


Thompson & Sons, Inc. 


Further information 
sent upon request 


LYONS, ILLINOIS 
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which do not begin until 1 p.m. 

Thereafter, however, the show 
will be open to all connected with 
the automotive industry from 1 
p.m. to 9 p.m. on Friday and Sat- 
urday and from 10 a.m. to 5 p.m. 
on Sunday, April 7. 

This year, too, the “kick-off” 
banquet returns to the program, 
this function also scheduled at the 
Statler Hilton the evening of 
Thursday, April 4. 

Special entertainment in the 
form of a Neiman-Marcus style 
show and a tour of the Dallas 
Merchandise Mart has been ar- 
ranged for visiting ladies. Ladies’ 
headquarters during the show will 
be the Gold Room of the Statler 
Hilton. 

Two pre-show meetings are on 
the program. One is the Southwest 
conference for members of MEWA. 
Another will assemble the board 
of directors of the Automotive 
Wholesalers of Texas. Members of 
the Independent Garagemen’s As- 
sociation of Texas will convene in 
their spring convention at the 
Baker Hotel, April 5, 6 and 7. 

Meanwhile, it is probable that 
more promotion than ever before 
has kept pace with show prepara- 
tions. 

Kits to sponsoring jobbers con- 
tained show tickets, folders and 
correspondence enclosures, win- 
dow banners and counter cards. 
Bumper strips were distributed to 
more than 2,000 traveling repre- 
sentatives of the industry. Sixty 
thousand copies of the new 
“Southwest Show News” were 
distributed in February to service 
managers, shop foremen, garage 
superintendents, body shop fore- 
men, parts managers, independent 
garage owners and service station 
operators, This distribution was to 
be repeated in March and, finally 
there was a schedule of display 
advertising in the leading auto- 
motive publications. 

President Braden has written 
an uncounted number of personal 
letters to many friends and he 
has constantly talked “show” 
since entering office. If this year’s 
show doesn’t draw, it will not be 
because of lack of effort. 


Ohio Firm Opens Miami Office 


Howard Weiler and Ed Smith 
are in charge of Fibre Glass-Ever- 
coat Co.’s new Florida office 
at 425 West Flagler, Miami. Prod- 
ucts include repair, customizing 
and restyling kits for road-noise 
silencing, hoodlining, epoxy sol- 
dering and epoxy resining. 
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EVERY part is there 
im the PERMITE line 


Yes, with Permite you have all needed parts in one line! The 
valves, the pistons, the pins, the bearings, the water pumps, the bolts, 
the suspension parts, the spring shackles . . . all the parts you need for 
engine or chassis overhaul are supplied in the complete 
Valve Guides Permite Line of Original Equipment Parts. 
Valve Parts 
Pistons And Permite’s greatly expanded production and service 
Piston Pins facilities in support of the Permite nation-wide distribution system 
Pin Bushings make Permite Parts always AVAILABLE—when you want them 
Cylinder Sleeves —for all makes and models of cars, trucks, buses, tractors. 


Sleeve Assemblies 
Engine Bearings Just phone your nearby Permite Distributor. 


Water Pumps 

Ball Joint Suspension 

King Bolt Sets ALUMINUM INDUSTRIES 1NC., Cincinnati 11, Ohio 
Tie-Rod Ends 


original @y cqvipment 
Suspension Parts 
sn ah rmite parts 


engine and chassis line 
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for your hands! 


asier | 
DL ORIGINAL 


Cream Type 


HAND CLEANER 
with HEXACHLOROPHENE and 


OL DISPENSER 
cuts cleaning costs 


DL 


SAFELY REMOVES 
GREASE * GRIME * CARBON 
LIPSTICK * PAINT * SHELLAC 
ASPHALT * RUBBER CEMENT 
GUM * TAR * PRINTERS INK 
ADHESIVES, ETC. 


UILT-IN PROTECTION 

_ @ Formuiated with Lanolin and 

_ Hexachlorophene DL keeps hands 

soft and guards against infec- 

tion. No harsh abrasives or harsh 
solvents to irritate your skin. 


ACCEPT NO SUBSTITUTE 


First and Finest for Ouer 
Twenty Years / 


DL HANDI-CLEANER... USE 
WITH OR WITHOUT WATER 





Made only by 


BANITE CO. sirraios w.¥. 
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Thirty manufacturers’ representatives and wholesalers of Cuba were 
hosts at this cocktail luncheon in Havana Jan. 28 in honor of M. D. 
“Buck” Taylor (numeral 1), Andalusia, Ala., jobber who is president 
of the International Automotive Exposition, and Marshal G. Luce (2) 
Miami whoiesaler, who is a member of the show’s advisory committee. 


Automotive Fraternity of Caribbean 
Shows Big Interest in Miami Show 


HE automotive fraternity of the 

Caribbean is joining heartily in 
plans for the International Auto- 
motive Exposition to be held at 
Miami’s Dinner Key Auditorium 
April 25-27, show officials re- 
ported. 

In return for this _ interest, 
they’re planning a hospitable at- 
mosphere for the foreign guests 
and sponsors during their stay in 
Miami. 

M. D. “Buck” Taylor of An- 
dalusia, Ala., president of the ex- 
position, and Marshal G. Luce of 
Miami, a member of the executive 
advisory committee, flew to Ha- 
vana Jan. 27. 

“Our welcome and cooperation 
shown by the automotive parts 
wholesalers and manufacturers’ 
representatives was beyond any- 
thing that I expected,” Taylor com- 
mented. 

“We were met at the airport and 
from there on we were definitely 
guests. We called on a number of 
wholesalers and received their 
sponsorship agreements as well. 
These folks paid the same fee, $10, 
for becoming a sponsoring whole- 
saler as are jobbers over the South- 
east and they are being carried as 
full-fledged cooperating sponsor- 
ing wholesalers.” 

The Alabama 
ported: 

“On Monday, Jan. 28, we were 
guests of the factory export repre- 
sentatives at a cocktail luncheon at 


wholesaler re- 


the Bacardi House in Havana. At- 
tending were some 30 manufactur- 
ers’ representatives and whole- 
salers. These people very definitely 
showed their appreciation of being 
able to come to Miami and meet the 
export managers and their cus- 
tomers. If the manufacturers let 
these people down it will be a 
shame.” 

Some manufacturers’ represent- 
atives at the Havana meetings were 
from countries other than Cuba, 
including Venezuela, Taylor re- 
ported. 

He said exhibiting manufactur- 
ers should have Spanish-speaking 
personnel staffing their booths be- 
cause of the heavy attendance an- 
ticipated from the Caribbean. 

This is the first time the show 
has promoted this phase. 

Luce said: 

“On Tuesday evening we met 
with the Chamber of Commerce 
Automotive Division. Here again 
we were assured of their apprecia- 
tion, and also that they would at- 
tend 100%. 

“The trade publications have 
gone all out in Cuba for us. They 
are giving free advertising and 
other publicity, particularly El 
Auto de Cuba, Transporte and 
Motrix. These publications cover 
the Caribbean circle. 

“Mr. A. Gumersindo Gonzalez, 
Jr., who is our member director, is 
working hard to organize his group 
to take care of the Latin-American 
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ONLY OLDS DEALERS HAVE... 


ALL THIS... 
AND 


Only Olds dealers have the car with these advanced 
style and design features— the clean, low-level look 
... the safety and convenience of Wide-Stance Chassis 
. new Tech-Style Interiors . . . exclusive Accent 
one for economy, two more for Ba : “~~ Stripe that highlights Olds beauty! 
oer = CNET ~ ; And in addition to all this, Oldsmobile Quality Dealers 
+ now offer the ultimate—the J-2 Rocket Engine*! 
This new and uncomplicated system of progressive 
carburetion is a big selling plus because it’s like two 
engines in one! It lets the driver decide—he can 
have economy when he wants it . . . 300 high- 
compression horsepower when he needs it! 
The J-2 Rocket opens a tremendous opportunity for 
Oldsmobile Quality Dealers to move into the Spring 
Selling Season in high gear—because the J-2 Kocket 
Engine is a demonstration natural! 
The new J-2 Rocket is still another reason why it’s 
better than ever to be with Oldsmobile! 





*277-h.p. Rocket T-400 Engine standard on all models. J-2 Rocket 
Engine, with 300 h.p., and special Rocket Engine, with up to 312 h.p., 
optional at extra cost. 


OLDSNMNOBI LE 


DIVISION OF GENERAL MOTORS CORPORATION . LANSING, MICHIGAN 
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Your eye can see 


NIEHOFF 


Superiority 


ENGINEERED 
FOR LONG LIFE AND 
PEAK PERFORMANCE 


@ Trained eyes can easily see 
Niehoff’s obvious superiority. 
The advantage that makes 
Niehoff Ignition Parts superior 
to any on the market is...the 
specialized engineering that 
builds quality. You can install 
Niehoff Ignition Parts with the 
knowledge you are building 
customer satisfaction and your 
profits. 





@ Best of all, there is a Niehoff 
Systematic Service Stock con- 
taining all the ignition parts 
you need to service all makes 
and models. A Service Stock 
custom designed for your own 
business. Ask your jobber to 
explain Niehoff’s merchandis- 
ing plan—for more sales—for 
bigger profits, today! 























c-E. NIEHOFF « co. 


4925 LAWRENCE AVE., CHICAGO, ILL. 
WAREHOUSES 
ATLANTA 3, GA., 95 Pine St. N.E. DALLAS, TEX., 2715 Main St. 
BOSTON 34, MASS., 250 Brighton Ave. NEW YORK 19,N.Y., 250 W. 54th St. 
PHILADELPHIA, PA., 1800 Fairmont Ave. 
BRANCH: LOS ANGELES 75, CAL., 1330 W. Olympic Blvd. 











Allied Parts Co. and its division, 
Central Florida Warehouse, share 
this handsome home in Orlando, 
Fla. The move to this location 
several months ago—the third in 
the firm’s 16-year history—was 
necessary to provide more space, 
President William P. Blackburn 
said. This location affords 15,000 
square feet of floor space and off- 
street parking for 60 cars. The 
president has been in the whole- 
Central Florida Warehouse, share 
sale parts busiriess for 40 years. 


member wholesalers and guests. 

“TI feel after this trip that if all 
the other people in Latin America 
feel the way our Cuban friends do, 
we will have an attendance beyond 
our wildest dreams. I also want to 
say that Mr. Antonio Lopez, Mr. 
Fernando Lopez and Mr. Gumer- 
sindo Gonzalez, who acted as our 
hosts, made us feel very humble, 
and we shall be put to a test to re- 
turn this hospitality when all the 
people come to Miami.” 

At an exposition committee 
meeting in Miami Jan. 30, where 
among those attending were Sec- 
retary Harry Gee, Show Director 
Foster B. Steward, E. W. “Webb” 
Patten, August Schultz, Dave Wil- 
son and other Miamians, plans 
were laid for a hospitality room 
for the overseas people in the 
Everglades Hotei. A Latin-Amer- 
ican booth will be provided at the 
Dinner Key Auditorium too. 

“These people have been invited 
to come over and attend all of the 
festivities and sponsoring whole- 
salers particularly have been in- 
vited to attend the MEWA national 
convention as well as the show,” 
Luce said. 

The MEWA meeting, at the Mc- 
Allister Hotel, will be held April 
23-24. (For program details turn 
to page 178.) 

At the drawing Feb. 18 in At- 
lanta, more than two-thirds of the 
exhibit space was allocated, Stew- 
ard announced. A total of 174 man- 
ufacturers were assigned space. 
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New and Improved 


WEAVER COUNTERBALANCER 


handles the new 
14” wheels, too! 


The Weaver Counterbalancer instantly 
shows you where and how much weight 
should be added to balance wheel. No 
guesswork is involved. Perfect balance is 
obtained the FIRST TIME! The opera- 
tion takes but a few minutes, and can be 
easily performed by any mechanic in your 
shop. 


The Model WJ-41 shown, counterbal- 
ances the wheel while it spins. Two 
levers do most of the work. An indicator 
tells when the wheel is balanced and 
gages show how much weight to apply 
and where to apply it. 





Get your full share of the expanding 
market for wheel balancing. This spe- 
cialized service will not only attract new 
customers to your establishment, but will 
also lead to increased sales of tires, brake 
service and Wheel alignment jobs. See 
your Weaver jobber today or write us for 
Bulletin SAJ-603. 


Close up shows 

how machine has been 
designed to allow 
ample working room 
for applying weights 
on the new 14” wheels. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . . . Triple Post Lifts . . . Single Post Roll-on, 
Free-Wheel and Frame Type Lifts . . . Unit Lifts . . . Bumper Lift . . . Car Washers . . . 
Wheel Alig t Equip t .. . Headlight Testers . . . Brake Testers . . . Wheel Balanc 
ing Equipment . . . Jacks . . . Wheel Dollies . . . and Air Compressors. 
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(“I've quit searching \ 
for tools since 
lve had my 


HUOT 
‘TULDEX” 


«+. says Henry Rigethof, 
Assistant Service Manager 
for Whitcomb 
and Blick, 
Minneapolis’ 

oldest 

Pontiac 

decler. 








“The pull-out feature sure beats 
drawers for storing tools. They’re al- 
ways orderly and at finger-tip reach,” 
according to this practical mechanic. 

Since its introduction, the Tuldex 
has become the hottest item in the 
tool chest line. An entirely new idea 
for protecting and locating tools, it 
puts the master mechanic on a pro- 
fessional basis. 

Six tool holding panels, 12” x 18’, 
swing out on separate tracks. Holes 
drilled in the pegboard hand each tool 
on its separate mounting. There are 
more than 24 square feet of storage— 
twice as much as the average tool 
chest! 

The heavy steel cabinet is fitted 
with top and bottom locks and the big 
drawer is just the right size for power 
tools. 29” x 26” x 1334” overall. 


Warehouse Stocks 
Carried in Dallas. 








HUOT MANUFACTURING CO. 


587 No. Wheeler St. 
St. Paul 4, Minn. 


Pronounce 
it “Hew-ot” 
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Talk on Association Merger Proposal 
By Ruark Planned on MEWA Program 


hp proposal to have only one 
manufacturer association and 
one wholesaler group in the after- 
market industry will be aired ad- 
ditionally in Miami, Fla. next 
month. 

General Manager B. W. “Whit” 
Ruark of Motor and Equipment 
Wholesalers Association will speak 
on “How Adoption of MEWA’s 
Merger Proposal Would Benefit 
Industry” at the two-day conven- 
tion of his association at the Mc- 
Allister Hotel April 23-24, a pre- 
lude to the International Automo- 
tive Exposition at Miami’s Dinner 
Key Auditorium April 25-27. 

Virgil C. Smith, MEWA presi- 
dent and president of Auto Parts 
Co. Inc., Ann Arbor, Mich., will 
preside. Smith will share honors 
with Vice-President Jay T. Davis, 
president, Motor Parts Co., Corpus 
Christi, Texas; Treasurer Marshal 
G. Luce, president, Electrical E- 
quipment Co., Miami, Fla., and 
Secretary Bruce B. Cameron, pres- 
ident, MacMillan & Cameron Co., 
Wilmington, N. C. 

All events will be open to au- 
tomotive manufacturers and in- 
vited wholesalers and their rep- 
resentatives, including overseas 
guests. 

The tentative convention pro- 
gram includes: special presentation 
of “By Jupiter,” Marshal] Field 
and Co.’s sales-stimulating pro- 
gram; “Impact — Highway Act of 
1956,” by J. T. Callaway, special 
assistant to the president, Good- 
year Tire & Rubber Co.; “How to 
Get Most Out of Your Internation- 
al Automotive Exposition,” by M. 
D. “Buck” Taylor, president, In- 
ternational Automotive Exposition, 
and president, Taylor Parts & 
Supply Co., Inc., Andalusia, Ala.; 
“How the F.B.I. Serves Business,” 
by Bernard Suttler, special agent 
on director’s staff, Federal Bureau 
of Investigation, Washington, D. 
C.; “A Functional Cost Accounting 
System for Automotive Whole- 
salers,” presented through coop- 
eration of the American Steel 
Warehousing Association. 

“Dealer Stocking Plan to Build 
Profits,” by an MEWA staff mem- 
ber; “The Break-Through to the 
Commercial Jet Age,” by an aero- 
nautical authority; “Planned Sell- 
ing for Profit,” by Bernard Weir- 
auch, vice-president in charge of 
sales, Orr Iron Co., Evansville, 


Ind.; “Sell Equipment on Service,” 
by Lew Dorman, president, Ohio 
Auto Parts Co., Columbus, Ohio; 
a panel discussion on the profit- 
margin problem. 

An address by Judge Wendell 
Barnes, administrator of the Small 
Business Administration of the U. 
S. Department of Commerce, 
Washington, D. C.; “Brainstorming 
Your Way to Sales,” a _ joint 
wholesaler - manufacturer panel; 
“The 1957 Business Outlook,” by 
Ernest T. Baughman, economist, 
Federal Reserve Bank, Chicago, 
Ill.; “How MEWA Serves Whole- 
salers at Washington,” by James 
W. Cassedy, MEWA’s general 
counsel, Washington, D. C.; win- 
ning Young Executives’ essays; 
“Developing Automotive Whole- 
saler Management by Means of 
Executive Training,” by William 
Harwell, G. W. Harwell-Distrib- 
utor, New Albany, Miss. 

The president’s reception will be 
held from 4 to 6 p.m. April 22 in 
the McAllister. 











SPRAY STARTING FLUID, 

with the propellent used in the 
pressurized can, insures quick starts 
for Diesel and gasoline engines in 
temperatures as low as 65° F. below 
zero and withstands 180° F. heat. 
This combustible propellent was 
developed after two years of research. 
SPRAY STARTING FLUID 
pressurized with our inert 
propellent is absolutely safe 

and odorless in storage. 

SPRAY STARTING FLUID is sold 
through distributors, wholesalers 
and’their dealers located throughout 
the United States and Canada. 


SPRAY PRODUCTS 
CORPORATION 


P. O. BOX 584 « CAMDEN 1, NEW JERSEY 
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Les M. Cagle is the new director 
of sales at Service Auto Parts, Inc., 
Knoxville, Tenn. He was formerly 
district manager of United Motors 
Service Division of GM in that 
area and earlier was district man- 
ager in the Philadelphia, Washing- 
ton, D. C., and Baltimore areas. 


Fuel Injection Progress 
To Get AEA Airing 


NE of five regional conferences 

of the Automotive Electric 
Association, featuring discussions 
on fuel injection, will be held 
March 25-27 at the Atlanta Bilt- 
more Hotel, Atlanta, Ga. 

Giving service specialists an op- 
portunity to obtain the latest serv- 
ice information will be _ special 
presentations on fuel injection 
systems and carburetion by the 
Eclipse Machine Division of Ben- 
dix Aviation Corp., Rochester 
Products Division of General Mo- 
tors, American Bosch, Carter 
Carburetor, Holley Carburetor, 
Marvel-Schebler Products Divi- 
sion, Stromberg Carburetor and 
Zenith Carburetor Division. 

The Electric Auto-Lite Co., 
Holley and United Motors Service 
will hold meetings covering the 
newest developments in automo- 
tive ignition systems. 


Each conference will feature a 
one-day business management 
meeting for service distributor 
members in which inventory con- 
trol, insurance, wage-hour law, 
sales training and other pertinent 
subjects will be discussed. 

Attending each conference will 
be executives from AC Spark 
Plug Division, American Bosch 
Division, Bendix Products Divi- 
sion, Briggs & Stratton Corp., 
Carter Carburetor Corp., Eclipse 
Machine Division, The Electric 
Auto-Lite Co., Fairbanks, Morse & 
Co., Holley Carburetor Co., King- 
Seeley Corp., Leece-Neville Co., 
Marvel-Schebler Products Divi- 
sion, Monrce Auto Equipment Co., 
Norma-Hoffmann Bearings Corp., 


G. E. “Jerry” Weissert has been 
named sales manager of The Arco 
Co.’s Automotive Refinish Division, 
President Kenneth E. Clarke an- 
nounced. Weissert has been as- 
sociated with this field for more 
than 35 years, having been sales 
manager of that department for 
Sewall Paint & Varnish Co. in 
Kansas City for 25 years. After 
its purchase by American-Marietta 
Co., he became sales manager of a 
division of the latter company. 
With purchase of Arco by Amer- 
ican-Marietta in 1951, he was 
named district manager of Arco’s 
southwestern division. 


New officers have been elected by 
the Southeast Texas Automotive 
Wholesalers Association. They are 
(l. to 4r.): seated, Edwin Garner 
of Beaumont, president, and C. O. 
Spraggins of Beaumont, secretary: 
standing. Carl Savino of Beau- 
mont, vice-president, and J. E. 
Davis, Jr., of Port Arthur, treas- 
urer. New directors are Hal Wray 
of Orange, Dwight Simonds and 
Harold Phares of Beaumont, Har- 
old Bean and A. O. Yakie of Port 
Arthur. Jack A, Ruth, NSPA field 
secretary, addressed the Jan. 28 
meeting in Beaumont. 


Power Products Corp., Purolator 
Products, Inc., Scintilla Division, 
Stewart- Warner Corp., Trico 
Products Corp., United Motors 
Service, The Weatherhead Co., 
Wico Electric Co. and Zenith Car- 
buretor Division. 


VCAWA Selects March 28-29 


The spring convention of the 
Virginias- Carolinas Automotive 
Wholesalers Association will be 
held March 28-29 at the Robert E. 
Lee Hotel, Winston-Salem, N. C., 
President Frank G. McKenzie of 
Bluefield, W. Va., announced. R. E. 
Kirkland, Jr., of Wilson, N. C., is 
vice-president and J. A. Richard- 
son of Richmond, Va., is secretary- 
treasurer. 





EASY to keep your floors 
FREE of SLIPPERY OIL SPOTS 


with . y CHECK THESE ADVANTAGES 
! ® ri © Reduce sli ) } 


ABSORBENTS 


It’s 


WRITE TODAY FOR FREE 


60-SECOND DEMONSTRATION, Oil-Dri Corporation of yaWaallaiae, 
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Alabamians fo Invite Factory Men 
For Convention at Mobile May 31 


A TWO-DAY spring convention to 
which Boosters, AAR’s and 
all other aftermarket factory men 
are invited will be held by the 
Automotive Wholesalers’ Associa- 
tion of Alabama at the Admiral 


The program was not formu- 
lated at the directors’ meeting Feb. 
4, he said, “but we intend to mix 
business with pleasure in this 
beautiful old southern city. We in- 
tend to plan a complete program 


of them to come to Mobile as pos- 
sible.” 

The directors also approved a 
broad program of group insurance 
and hospitalization which will be 
offered to the jobbers, their em- 
ployes and their families. The pro- 
gram is being underwritten by the 
New York Life Insurance Co. 

“The directors also approved a 
very broad educational program 
for the jobbers which will be car- 


ried on throughout the year in the 
11 districts in the state, as well as 
by mail and bulletin,” Rooney re- 
ported. 

The safety program previously 


approved has become a reality, he 
said, “and beginning this month 
monthly mailings of safety infor- 
mation and bulletin-board posters 
B [J kr N N G will begin to reach the jobbers in 


Band' Valves 


D. B. Jones of East Alabama 
Auto Parts Co., Opelika, is presi- 
dent of the association and John 
D. Lee of Anniston Auto Parts Co., 
Anniston, is vice-president. Ray C 
Birdsall of LaGrange, president of 
the Georgia Automotive Whole- 
salers Association, sat in on the 

Is your engine burning valves? Correct it 

rmc ‘‘Heat Banded” valves, featuring — 

a layer of special ‘Non-Burning” alloy “We have added Pratt mufflers 

fused around the top—outer edge— and tailpipes in our Houston 

of the valve and sme “Hand Welded” store,” announced Sam Suravitz, 

Stellite faces. vice-president and treasurer of 

Beard & Stone Electric Co., Inc., 

Houston, Texas. 


for the wives of those attending 
the convention, and are going to 
make every effort to get as many 


Semmes Hotel, Mobile, May 31 
and June 1, Executive Secretary 
John W. Rooney announced. 





directors’ meeting. 

Most AWAA conventions in the 
last several years have been re- 
stricted to attendance by members, 
their wives and key personnel. 


rmc heat bands cut valve burning to 
a minimum—increase valve mileage. 
They cost more, are worth more. Sav- e 
ings in down time make them the 
most economical to use. Also avail- 
able in solid stem replacements for 
Sodium valves. 


Appointment of George C. Valen- 
tine as district manager for the 
Richmond, Va., area of The Mo- 
hawk Rubber Co. has been an- 
nounced by General Sales Man- 
ager T. C. Johnson. Valentine, who 
has been in the automotive sales 
field since 1923, is a past president 
of Automotive Booster Club B-35, 
Richmond, and regional vice-presi- 
dent of Automotive Booster Club 
International. 


WAREHOUSED AND SOLD BY: 
PIONEER WAREHOUSE CO. (Herman Shields) 
2314 Front St., Meridian, Miss. 
DISTRIBUTOR'S WAREHOUSE, 2436 Dennis St., Jacksonville, Fla. 
AUTOMOTIVE WAREHOUSE, INC., 320 Fifth Ave., S., 
Nashville, Tenn. 
T. L. KIDD COMPANY, 123 Shuman Ave., Charlotte, N. C. 
FRANK J. MERRYMAN CO., 419 Peachtree St., N. E., Atlanta, Ga. 
NEAL GREENFIELD SALES, 509 E. Third St., Fort Worth, Texas 
NEAL GREENFIELD SALES, 2916 Main St., Dalles, Texas 





VALVES AND COMPONENT PARTS 


SV es Q 


Roto Valve bone focees Valve 
Valve Kits Guides Seat Inserts 


RICH Ma’.UFACTURING 
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This one has everything 


BLACKHAWK 
mechanical bumper lift! 


Slick for service stations — perfect for pas- 
senger cars .. . it’s Blackhawk’s ALL-NEW 
1957 J-6! 

And look! At this astoundingly low price 
you can afford several. Keep all your men 
busy in the station — on the road! 

So get acquainted with this new Black- 
hawk addition to the world’s most complete 
line of mechanical and hydraulic jacks. 
SEE YOUR JOBBER TODAY! 





@ RUGGED heavy-gauge Your Price 
channel design post! : 


@ SUPER-PRECISION lift screw! || J] oTele 
= 


@ EASILY FOLDED — stands by 
: itself! \- ; Resale $1195 
| 


© BIG 4-1/2’ lift hook for all '57’s! . 
@ DEPENDABLE anti-creep safety 


catch! 
(Prices subject 
@® HANDY rear leg latch! wakes? aatlesd 


@ SAFE extra-wide feet! ’ ‘ * SPECIFICATIONS 


+: 

; Hook low height...... 
Hook high height 
Lift range 








MAKE YOUR STATION : ee 
SALES HEADQUARTERS St poe 


FOR THESE sons Reve pie 
BLACKHAWK JACKS 


Ratchet-type J-5 Ratchet-type PP 


Low-cost J-1 bumper jack, bumper jack, 
Triped, 1-ton l-ton capacity 1-ton capacity 


BLACKHAWK cm a [a= | 


Your price, . . 
$5.70 Resale price, Resale price, 


has the buys! alas seit ibn 


make your next jack buy a BLACKHAWK 


BLACKHAWK MPG. CO., DEPT, J-437, Milwaukee 16, Wisconsin 
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Seven Reasons Detailed by NSPA 
For Opposing ASI Show Revival 


en to the reactivation of 
the Automotive Service Indus- 
try Show, proposed by Motor and 
Equipment Wholesalers Associa- 
tion and Motor and Equipment 
Manufacturers Association, has 
been voted unanimously by direc- 
tors of National Standard Parts As- 
sociation for the following an- 
nounced reasons: 

1.—“The outstanding success of 
NSPA’s 1956 national convention 
in San Francisco and extremely 
favorable reports in advance of its 
1957 convention in Boston indi- 
cate an industry-wide preference 


for the convention rotation plan as 
announced in June of 1955.” 

2.—‘The agreement made with 
executives of the Pacific Automo- 
tive Show in regard to following 
through on the rotation plan as out- 
lined is a binding moral obligation 
which NSPA will meet.” 

3.—“Recommendations from 
various industry groups and in- 
dividual members indicate an over- 
whelming preference for continua- 
tion of the rotation plan now in ef- 
ee 

4.—“Attendance records of the 
last few ASI Shows indicate it had 


dwindled in attendance and sig- 
nificance from a national show to 
a luxurious, costly regional show 
drawing 62.7% of its wholesaler at- 
tendance from the eight middle 
western states, with 59.7% of this 
attendance being from only three 
states.” 

5.—‘NSPA is not opposed to re- 
gional shows. Participation in such 
shows must necessarily remain the 
prerogative of manufacturers who 
exhibit or decline to do so. In view 
of the regional attendance of the 
former ASI Shows as indicated by 
the records, it is believed that such 
association sponsorship on an an- 
nuai basis for the major benefit of 
one segment of its wholesaler 
membership and its customers in a 
given area does not represent the 
greatest good for over-all national 





WT. APPROX 
3 iss. 


DUAL ACTION . . . COMPLETELY NEW sanding 
action . . . moves two directions AT THE SAME 
TIME. Turns 6000 R.P.M. to the right and at the 
same time moving in fast REVERSE action to the 


left, cool operation, no swirls. 
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REMOVAL OR FINE FINISHING. 
BLOCK SANDING, SCUFFING, FEATHER-EDGING, DISCING, BUFFING. 
FAST FOR REMOVING SCRATCHES AND “FROST” FROM WINDSHIELDS. 


2 SANDERS IN 1 


SPINNER (DISC) ACTION! Press shift ring for 
unique, OFF CENTER, rotary action that elimi- 
nates disc swirls. VERY FAST for removing stock, 
nicks. Ideal for smoothing solder, working fiber- 


glass, polishing windshields. 
See your jobber —write for literature and bulletin “Glass Scratch Removal.” 


DETROIT SURFACING MACHINE COMPANY 


See us at Southeast, Southwest and Mid-West Auto Shows 


1245 E. EIGHT MILE RD. 


DETROIT 20, MICHIGAN 
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H. Phillip Scarborough, sales man- 
ager and manager of machine di- 
vision of Storm-Vulcan, Inc., Dal- 
las, Texas, is a member of the 
executive committee heading up 
the recently reorganized company. 
Other members of the committee 
are Sanford A. Johnson, secretary- 
treasurer, and Sam L. Asher, man- 
ager of Turbo-Blast Division. L. 
D. and J. L. Tuttle have sold their 
interests in the firm. However, L. 
D. Tuttle Co. will continue to rep- 
resent the organization as manu- 
facturers’ agents in the Southwest. 


membership and serves to create 
an additional excessive financial 
burden on sponsoring manufactur- 
ers by adding what could justly 


be termed another regional show.” 

6.—“The modern trend in hold- 
ing shows and conventions indi- 
cates an increasing need to follow 
rotation plans (such as_ that 
adopted by AERA, NADA and 
Motorama, for example).” 

7.—“NSPA feels that any de- 
cision to reactivate the ASI Show 
should be predicated on the wishes 
of the industry as a whole. NSPA, 
as a former sponsor of the ASI 
Show since its inception, is strong- 
ly opposed to reactivation since it 
is the unanimous considered opin- 
ion of our wholesaler and manu- 
facturer boards that the show as 
recently operated under the ASI 
banner has outlived its useful- 
ad 

The directors also asserted: 

“In accordance with previous 
announcements, NSPA will hold 
its 1957 national convention in 
Boston, 1958 national convention 
in Los Angeles and 1959 national 
convention in Chicago. After this 
three-year cycle is completed every 
consideration will be given to 
holding the NSPA national con- 
vention in any area of the country 
where adequate hotel facilities are 
available and a strong regional or- 
ganization can offer sufficient in- 


centive to assure adequate attend- 
ance by wholesaler members and 
guests.” 


Genuine Parts’ Profits 
Jump 29% in 1956 


N@ profits of $1,163,717, com- 
pared with $901,629 in 1955— 
an increase of 29%-——were ex- 
perienced last year by Genuine 
Parts Co., Atlanta, Board Chair- 
man Carlyle Fraser reported last 
month. 

The wholesale parts firm, which 
has ten warehouses, 54 jobbing 
stores and two manufacturing 
plants situated chiefly in the 
Southeast, New Orleans and Mem- 
phis, chalked up sales of $41,325,- 
377, compared with $34,073,287 in 
1955—an increase of 21%. 

The company will move into its 
new home in Atlanta within a few 
months and construction will be- 
gin this year on a new building at 
Memphis. Construction of a new 
warehouse is being considered at 
Jacksonville, Fla. Investment in 
these three plants will amount to 
approximately $2,000,000. 

“We are pround of our progress 
during the past year,” Fraser com- 
mented to stockholders. 





ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 


| Why not get your own subscription so you can always be 


; good reading. 


| sure of seeing each issue . . . the price is low and it's all | 





FIVE MODELS... 


; SOUTHERN AUTOMOTIVE JOURNAL 
| Department A-I! 

| 806 Peachtree Street, N. E. 

Atlanta 8, Georgia 


(1) New Subscription 


... Under Dash... Trunk... Built-In 


C) Renewal 


GO FAR with 
ARTIC-KAR.... 


make BIGGER PROFITS 
with QUICKER installations 
for customer SATISFACTION 


ARTIC-KAR ... 


made by pioneers of car air 
conditioning, is engineered for 
quick, easy installations (without 
costly serviceman training) . . . 
for lower upkeep, longer life, 
fewer service calls . . . more 
coils for faster cooling {in 2 
blocks). Line up NOW for biggest 
@ NEW Decler-help Advertising Ab car air conditioning 


WIRE, WRITE for complete 
@ NEW ice-making Refrigerator Dealership details TODAY 
© GO FAR with ARTIC-KAR Dallas, Tex. 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL 


for 3 years. 


P. O. Box or 
Street and No. _____ 


| 
| 


| 
| 
| 
| 
| 
| 
| 
| 
SER SUPE 6 Re a 


@ FIVE purse-pieasing models 
@ NEW Polar-Matic Control 
@ NEW Temptro! Regulator 

@ NEW Pushbutton Selectors 





Q 
< 
| 
} 


Name of Firm ____ 


C) Enclosed find $3.00 C) Bill me for $3.00 





ARTIC-KAR — 3922 Kolloch Dr. 
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Savings on Insurance 
Proposed in Florida 


i COVER workmen’s compensa- 
tion claims, the Florida Auto- 
motive Wholesalers Association 
has proposed establishment of a 
membership self-insurance pro- 
gram which would kickback divi- 
dends to its members on all un- 
used premiums. 

FAWA _ Executive Secretary 
Charles H. “Chuck” Davis, circu- 
larizing the membership about the 
proposal, described similar pro- 
grams by Florida organizations, 
including the Florida Automobile 
Dealers Association, members of 
which groups regularly receive 
dividends up to 48% of their an- 
nual premium payments. 

Enacted in 1935, the Florida 
workmen’s compensation act pro- 
vided for self-insurance. And it is 
generally known that premiums 
paid in have greatly exceeded 
paid-out claims, according to 
Davis. 

Under the FAWA proposal, 
each member would receive im- 
mediate benefit on paying into the 
common fund a sum equal to his 
previous premium, less 10%. All 
claims and administrative costs 


would be paid from the fund, with 
the balance, on a pro-rated basis, 
returned to members as savings 
dividends each year. 

Lloyds of London has agreed to 
insure the plan with a $1,000,000 
stop-loss policy. In the event of 
unprecedented loss and depletion 
of the fund, Lloyds would pay all 
losses over and above the fund— 
a member’s assurance against fur- 
ther assessment, limiting his lia- 
bility to an annual premium, Davis 
pointed out, 

He said that negotiations with 
an underwriter would continue, 
following majority expression 
from FAWA membership. 


AEA Picks Boca Raton 
For April Meeting 


HE spring meeting of the Manu- 

facturers and Central Dis- 
tributors Divisions of the Auto- 
motive Electric Association will 
be held April 14-18 at the Boca 
Raton Hotel and Club, Boca Raton, 
Fla. 

Important segments of the 
meeting will be devoted to the as- 
sociation’s technical service, field 
training and merchandising ac- 
tivities, as well as reports on the 


B % we. aoe yD a 
Richard E. Reich has been ap- 
pointed product sales manager of 
Proto Tool Co., Los Angeles, a di- 
vision of Pendleton Tool Indus- 
tries, Inc. During the past five 
years Reich has been assistant 
sales manager for a company sub- 

sidiary in the Midwest. 


business management program. 
Preliminary program plans have 
been worked out under the direc- 
tion of M. G. Luce of Electrical 
Equipment Co., Miami; Fred E. 
Spencer of Spencer Auto Electric, 
Inc., Tampa, and Edmund T. Duffy 
of The Weatherhead Co., Cleve- 
land, who will be co-chairman. 





* Priced to Zoom Your Profits 
*« Rugged, but Smooth Handling 


* Liberal Dealer Discounts 


*« Complete, Streamlined Family *« Briggs & Stratton, Clinton, Lausen Engines 
* Forceful Ads Spell Fast Turnover 


See your jobber or write us today for catalogue, prices, complete information. 


SOUTHLAND MOWER COMPANY 


SELMA, ALABAMA 
THE GRASS IS ALWAYS GREENER IN A DIXIE YARD, 
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Model D3 


18°" & 20°° 
Fingertip Control 


\ | > 
a=. SPR2-216 
Self-Propelled 21°’ 











DIXIE crew-cuts tough old weeds as 
well as gay young blades... 
and it's safe! ... 


Exclusive Dixie Bladeholder 
prevents blade from coming off 
even if bolt is broken. 
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More and more car owners are roiling into service estab- 
lishments all over the country, asking for WIX Oil Filter 
Cartridges. WIX tells your customers, in LIFE and the 
SATURDAY EVENING POST, about the damage that dirt 
and grit in motor oil can do to a car engine. And, “when 
motor oil becomes a dirty word” — WIX is THE Oil Filter 
to use! WIX not alone brings ’em in, but also gives you the 
most advanced selling aids in the business . . . the time- 
saving, profit-producing sales tools that MAKE your location 
a profitable Filter Service Center. If you don’t have the 
WIX-O-MATIC Sales and Service Plan operating for you 
right now, you're losing sales! For, you can have it FREE 
to speed your service and step up your profits — PLUS 
GUARANTEED SALES! Get the WIX-O-MATIC story 
from your Jobber or write us direct right now. 


4 WIX-O-MATIC 

The money-making Filter Service 
Pian that’s revolutionizing Oil Filter 
Cartridge sales! Makes your service 
quick and profitable — the right Car- 
tridge, always at your fingertips. 
Minimum, controlled inventory. 
GUARANTEED SALE! And, you can 
have WIX-O-MATIC — FREE. Ask for 


OIL FILTERS CARTRIDGES details. 


AUTOMOTIVE © INDUSTRIAL © RAILROAD 
WIX CORPORATION * GASTONIA « NN. C. 








a Od 


SENSATIONAL WIX 
“SPIN-ON” FILTER 


ORIGINAL EQUIPMENT ON FORD—1957! 


Twist-of-the-wrist installation ease 

* and removal. Features built-in relief 

WIXITE WIX- KNIT POROSITE valve, self-contained gasket and 
Famous WIX HEVI-DUTY Premium WIX depth-type Exclusive WIX high poros- anti-drainback valve. AND: A WIX 
controlled density filtrant filtrant in gold cans for ity pleated paper filtrant CONVERSION — to modernize old- 
for partial-flow systems. full-flow systems. for full-flow systems. style full-flow filters on pre-'57 Ford 


Seema Cars and Trucks. Ask about WF-15! 





In Canada: Wix Accessories Corp. Ltd., Toronto 
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AVAILABILITY 


%* K-D WAREHOUSES 
CHARLOTTE 8, NORTH CAROLINA 
2228 Thrift Road 
Phones: FRanklin 7-2512 and 7-2513 
KANSAS CITY 8, MISSOURI 
1615 Grand Avenue 
Phone HArrison 1-6068 - 1-6069 


MEMPHIS 3, TENNESSEE 
230 Washington Street 
Phone JA 7-5440 - 7-5449 


DISTRICT SALES REPRESENTATIVES 
John W. Earl, 3714 Sterling Ave., Independence, Missouri 
Edward M. Kaminski, 3264 Gaylord Avenue, Pittsburgh 16, Pennsylvania 
Paul B. Kern, 119 Woolper Ave., Cincinnati 20, Ohio 
W. L. Lyon, 2808 Aurora Street, El Paso, Texas 
Paul Oxley, 770 Downing St., Kings Forest, Macon Georgia 
Earl Potter, 1816 Kendall, Memphis 14, Tennessee 
Troy Rose, 5502 Southwestern Boulevard, Dallas 9, Texas 
Walter Sanders, 102 North Cedar Lane, Highland Park, Upper Darby, Pennsylvania 
D. C. Stroud, 127 West 7th St., Charlotte, North Carolina 
Carl Walden, 127 West 7th St., Charlotte, North Carolina 
Cedric H. Watson, 951 Dover Place, St. Louis 11, Missouri 


ATLANTA 3, GEORGIA 
95 Pine Street, N. E. 
Phone: TRinity 4-3896 
DALLAS 1, TEXAS 
2914 Canton Street 
Phone: PRospect 8501-2 


The Complete Line The five warehouses bring closer home to Southern jobbers K-D's single-source 


service of quality automotive safety products. 

| KD Lampe COMPANY 
i 1910 ELM STREET + CINCINNATI 10, OHIO 
WAREHOUSES: ATLANTA - CHARLOTTE - CHICAG 

DALLAS - KANSAS CITY - LOS ANGELES - MEMPHIS - M HES 

RS NEW YORK - PHILADELPHIA - SAN FRANCISCO * SEATTLE - TORONTO 
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S. B, Grayson, vice-president and 
general manager of Chain Battery 

Automotive Supply,  Inc., 
Shreveport, La., is pictured here 
with J. P. Falvey (right), president 
of The Electric Auto-Lite Co., and 
W. E. Blank (left), Auto-Lite vice- 
president, at a recent meeting in 
Toledo, where advertising and 
marketing plans were discussed. 


Georgia Trio Opens 
Atlanta Operation 


HREE well-known Atlanta, Ga., 
automotive men opened their 
own wholesale business, Atlanta 
Auto Supply Co., Feb. 1 at 350 
Techwood Drive, N.W., in that city. 
President is Kester Boylen. Guy 
Dawson is vice-president and L. C. 
Matthews is secretary-treasurer. 
They had been employed previous- 
ly by Alexander-Seewald, Mat- 
thews for about 30 years, Boylen 
for around 20 and Dawson about 
15. 
The company’s lines include 
some of the best-known in the in- 
dustry. 


Van Norman Names Osgood 


W. M. “Bill” Osgood has been 
named division manager for the 
Alabama, Georgia and Florida ter- 
ritory of Van Norman Automotive 
Equipment Co., replacing B. O. 
Black, who resigned. Osgood, who 
has been with the company over 
15 years, formerly handled service 
parts and machine orders at the 
factory before becoming a division 
manager in the New England terri- 
tory. 


Foote Warehouses Axle Shafts 


A complete warehouse stock of 
axle shafts for the Southwest is 
being maintained by Foote Axle & 
Forge at Automotive Industries 
Service, 2023 Lucas Drive, Dallas, 
Texas, operated by O. D. Buford. 
Dean Johnson Co. also represents 
Foote Axle & Forge in Texas, 
Louisiana, Arkansas and Okla- 
homa. 


New Orleans Picks Kagan 


Oscar Kagan of New Orleans 
Auto Supply has been elected 
president of the Automotive Job- 
bers Association of Greater New 
Orleans. Other officers are E. T. 
Jennings, vice-president; William 
Epperson, secretary, and Rene A. 
Carrouche, treasurer. 
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CAPACITY 1,000 Ibs. 
Overall Height — 54" 
Overall Length — 48" 
Overall Width — 33" 


Write for Catalog Information 
on STAR's Complete Line of 


... for ECONOMICAL 


IFTING POWER 


STAR'S Amazing "LITTLE OSCAR” 


HYDRO-LIFT CRANE 


SEE the “Little Oscar" 
and the complete line of 
STAR Hydro-Lift Cranes 


operations. 


Now you can own that half-ton crane you've always needed—at mini- 
mum investment. It's speedy—converts back-breaking jobs into simple 


“Extra-reach” boom 
available to make easy work of lifting and 
removing hard-to-get-at engine blocks from 
late model passenger cars. 





NEW DELINER 
to be introduced 
At the Show 


Star Machine and Tool 


at the 
SOUTHWEST 
AUTOMOTIVE SHOW 
DALLAS 
Automobile Building, cquel a 
Fair Park tionel). You'll ‘see’ tt 
April 4, 5, 6, 7 pees a 


STAR MACHINE & TOOL CO. 
225 S.E. SIXTH ST. MINNEAPOLIS 14, MINN. 


Hydro-Lift Cranes Co., world's largest man- 
ufacturer of brake re- 
lining equipment, will ex- 
hibit their new No. 45-FD 
Power operated Deliner. 
it removes one or 

















SMART AUTOBODY MEN 


Wako Bigget Prof ita 


WITH SCHOFIELD REPAIR PANELS 


in one month.. 
SERVICING 
RADIATORS! 


—Neyland's, Baton Rouge, La. 

“My new Inland equipment and the 

wonderful job it does has attracted 

nearly a $4,000-a-month volume!” 
MANY MAKE OVER $8,000 A YEAR! ‘We are going at the rate of 
$15,000 a year,’" Herman's Radiator Service, Twin Falls, Idaho. $13,904 in 
914 mos. made by McCain-Richards, Monroe, La. 
20,000,000 Radiators Need Servicing Yearly! And with today's engine 
power increased, cooling capacity decreased, radiators will require more ser- 
vice than ever before ! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
purchase plan—adveftises nationally to attract radiator servicing business to 

TRAINING 


Inland-equipped shops. Mail coupon ! 
FREE scroor 


INLAND MFG. CO. 
1108 Jackson St., Dept. SA-3 Omaho 2, Nebr. 
World's Largest Manufacturer Factory school trains 
of Radiator Servicing Equipment ~y your man quick- 
® . leaning, repairing, 
“SOLD EXCLUSIVELY BY MAIL” qeodion, pasion aneet. 
oe eee ee eee eee ewewee | thing! FREE to Inland 
INLAND MFG. CO., Dept. SA-3 customers. 
1108 Jackson St., Omaha 2, Neba 


Please send new free book, ‘‘Biveprint for Profits.” 


A selection from the complete Schofield line of 
bedy repair panels, for most makes 1941 
through 1957, is this Buick and Olds quarter 
panel fender section. 


PICTURED ABOVE IS ONE OF 
MORE THAN 400 SCHOFIELD 
PANELS THAT PRODUCE BETTER 
BODY REPAIR JOBS FASTER! 


Write for the new Schofield cat- 
alog today! 





JOBBERS : Certain choice territories are 
still available. Write, wire or phone 
for full information. 


ol" fol tim ein | ch eted 


1158 E, 222nd ST. CLEVELAND 17, OHIO 





(PLEASE PRINT) 





CITY. —_—ZONE__STATE___ 
BY OO 








4). ng GG Ee 
Are you now operating a radiator shop 0) Yes () Ne 
me ams are om mee mee cee eee 
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LOOK FOR 
THE SPECIAL 
APRIL ISSUE 


Again... in 1957, SOUTHERN AUTOMOTIVE JOURNAL 
will turn the spotlight on Safety in the April issue. 


This issue is important to you. Your alertness in capitalizing 
on the safety factor in automotive service will reward you with 
more sales and bigger profits. Every automotive man is con- 
cerned with safe driving and this is your opportunity to do some- 
thing about it. In 1952, 1953, 1955 and 1956, SOUTHERN 
AUTOMOTIVE JOURNAL received special Awards from the 
National Safety Council for exceptional service to safety. This 


year, plans for selling safety are bigger and better than ever. 


Every aspect of motor vehicle safety will be covered liberally 
in the April issue. The relationship between the need for safety 
and the inherent sales possibilities will be thoroughly discussed. 


SOUTHERN AUTOMOTIVE JOURNAL 
Department A-I1 

806 Peachtree Street, N. E. 

Atlanta 8, Georgia 

Please enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL 
for 3 years beginning with the April issue. 


(_] New Subscription 
[] Renewal 


Name 

P. O. Box or 
Street and No. 
City - 

Name of Firm - 


[_} Bill me for $3.00 [] Enclosed find $3.00 
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Ray F. Ehler has been appointed 
Atlanta zone manager for United 
Motors Service Division of General 
Motors, succeeding George S. Bell, 
who has been granted a leave of 
absence for reasons of health. 
Ehler joined United Motors in 
Boston in 1950. Since 1954 he has 
been assistant manager of the Bos- 
ton zone. 


Alabama Firm Moves 
To Larger Home 


USCLE Shoals Auto Parts Co. of 

Florence, Ala., has moved to a 
new building at 206 So. Seminary 
St., with modern offices and display 
floor and parking space for 30 
automobiles. 

A complete machine shop with 
enlarged facilities occupies double 
the space of the former shop. A 
separate entrance to the shop is 
used to receive motors, crank- 
shafts and all machine-shop work. 
Nationally-known brands of auto- 
motive parts and equipment are 
handled by the company, as well as 
industrial supplies. 


Davis of Walter Tips 
Dies in Austin 


LDEN Davis, 72, retired vice- 

president and a board mem- 
ber of Walter Tips Co., died re- 
cently in Austin, Texas. He had 
been connected with the com- 
pany 41 years. 

Davis was one of the organizers 
of the Texas Highway Safety 
Council. He was also active in the 
Automotive Wholesalers of Texas, 
of which he had been president. 


South Carolinian Ups Three 


Davis Auto Parts Co., Green- 
ville, S. C., has promoted I. W. 
Norris to city salesman, Raymond 
Williams to counterman and 
Marion Mahon to service manager, 
Secretary-Treasurer Alex Davis 
announced. 
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The Mohawk Sales Force photographed at their recent sales meeting: 

Front row, I. to r. L. D. Baker, Helena Ark.; F. J. Ruetz, Waco, Texas; W. T. Ernst, Akron, Ohio; T. C. Johnson, Akron, Ohio; H. M. Fawcett, 
Akron, Ohio; W. J. Moore, Helena, Ark.; J. M. Hawks, Sr., Forrest City, Ark.; C. P. Scalia, Akron, Ohio; F. F. Silver, Akron, Ohio; Second row, L. to r. 
E. S. Barr, Buckhannon, W. Va.; Everett Ontis, Helena, Ark.; D. H. Leichty, Helena, Ark.; P. E. Nicholson, Akron, Ohio; Tom Polk, Helena, Ark.; 
Jack Humphreys, Helena, Ark.; N. B. Oswalt, Helena, Ark.; Bill Pitchford, Helena, Ark.; Third row, |. to r. W. E. Show, Helena, Ark.; W. J. Voitle, 
Akron, Ohio; M. M. Lobazzo, New Kensington, Pa.; F. A. Pupello, Brockton, Mass.; R. A. Bissin, Mt. Wolf, Pa.; L. I. Prast, Brooklyn, N. Y; 
W. C. Seidel, Ft. Wayne, Ind.; R. J. Kerens, Waterloo, Ill; T. O. Lee, Louisville, Ky.; E. J. Howe, Cleveland, Ohio; Last row, 1. to r. F. W. Craft, 
Orlando, Fla.; D. W. Gates, Akron, Ohio; E. J. Schultz, Lansing, Mich.; W. J. Barris, Akron, Ohio; R. D. Mitchell, Columbia, S$. C.; E. O. Webster, 
East Walpole, Mass.; R. W. Miles, Mansfield, Ohio; R. E. Morris, Cincinnati, Ohio; W. F. Irvin, Akron, Ohio. 


You will make More Net Profits 


with MOHAWK 


These are the men of Mohawk. Aggressive, fully experienced, chosen 
for their intimate knowledge of the independent tire business. Each 
man knows his job, has earned an enviable reputation with his dealers 
for his sound judgment, helpful advice, willing cooperation. 


These men are more than mere “tire salesmen.” They make it their 
duty to keep you alert to industry developments, to help you plan 
sales strategies, to enable you to take advantage of market changes. 
And conversely, they are your communication system with us. They 
tell us what you want and need to increase your profits. 


This kind of sales cooperation make sense to you? If it does, write 
or wire Tom Johnson, General Sales Manager, today. You'll see an 
independent tire program that will open your eyes, including more 
net profit for you! 


MOHAWK 
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Quaker Supreme 


HYDRAULIC BRAKE FLUID 
always . . guaranteed 


safe for all brake systems! 


s THE BENEFITS 


Chemically 
Hydraulic Brake, Fluidl mobility 


i ‘0 
nce ch brake fluid you 
better 
jess of low tempers q1 And it's backed a 
is supreme in 


you BE 
gosyel Quaker Suprem® 


prorit 
antee ‘ quorts 


field! * nts 
12 ounce cons - gallon drums 


SIZES: gattess 


pep.: b- M. Mirela So" 


Uuaker Supreme Chemical Corp. 


MONTGOMERY, ALABAMA 








THERE'S NO SUBSTITUTE 
FOR SAFETY! 





TRU-TORQUE Safety Cups 


with METAL EXPANDERS 
prevent cup failure 
caused by excessive heat 
of modern brakes. 


Metal Expanders with 
severe angles result in 
sticking cups. Only TRU- 
TORQUE with offset an- 
gles . . . special springs 
. and chemically 
treated surfaces give 
SMOOTH . . . POSITIVE 
TROUBLE-FREE 
SERVICE CONSISTENTLY 


ASK YOUR JOBBER OR WRITE DIRECT 
TRU-TORQUE 


1200 RECO AVE. @ ST. LOUIS 22, MO. 





SIZES FOR 16”, 15° and 
NEW 14” WHEELS 





GLEAMING TRIPLE 
CHROME PLATE 





INTERCHANGEABLE WITH 
ORIGINAL EQUIPMENT 





EXCLUSIVE NO-SLIP, NO-TURN, 
NO-SQUEAK ATTACHMENT 
SPRINGS 





SPECIFIC CAR MODELS 
AND UNIVERSAL STYLES 


Fa amipioust Products 
% HUB CAPS for all popular 
' cars and for industrial use; 
boat and house trailers. lawn 
mowers, etc. 
%& TRU-SEAL GAS and RADIATOR 
CAPS 


‘® WHEEL PARTS—EXHAUST EXTENSIONS 





REDESIGNED 

FOR THE LONG, LOW ‘57's 

RE-ENGINEERED FOR MAXIMUM REFRIGERATED 
—_———_—_—_— CO AR AIR CONDITIONING 
The industry pace-setter — now with even 
more exclusive features. Push-button controls, 
two 2-speed fans, three 360° adjustable louvers 
—and now, the Mobil-D-Icer! Top perform- 
ance, low cost — and you can take it with you! 


WRITE OR WIRE FOR ILLUSTRATED 
BROCHURE AND PRICE INFORMATION 


MOBIL-AIRE MANUFACTURING CO. 
BOX 122, + DENISON, TEXAS 
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Automotive NEWS BRIEFS 


(Continued from page 15) 





your business and you are being 
encouraged by your factory to do 
more than your share of the busi- 
ness in your community and your 
sales manager definitely is one 
man that is responsible for that 
volume. 

More important than volume 
though, he’s responsible for your 
gross profit. He’s the man that 
really approves or disapproves the 
deals presented to him by the 
salesmen or by your customers. 

He’s responsible for your sales 
morale and the sales atmosphere. 

By the way, how is your sales 
atmosphere? Do people tell you 
that they can feel enthusiasm of 
your organization the minute they 
walk in your showroom? Or do 
you see your customers stumble 
around the showroom for minutes 
before anybody gets up the en- 
ergy to speak to them? 

I also mentioned that he’s re- 
sponsible for hiring and firing 
your salesmen. Is he hiring the 
right kind of salesmen or is he 
reaching down in the gutter just 
to get men? The very reputation 
and the success of your dealership 
may depend, to a great extent, on 
the quality of the men that he 
hires for you. 

Now he’s also responsible for 
training your sales force, as I 
mentioned before. Does he do it 
right? Are you proud of your sales 





QuALITY (< 
WHEEL ‘i 
WEIGHTS 


SHT OF THE WORLD 


Made by South's First 
Weight Manufacturer. 


Precise Fit on Tubeless Tires 
Double Curvature Spring 
Clips 

Thin and Regular 

Fractional '/4 oz. Sizes 

Fits New 14" Wheels Also. 
Best Truck Weights Made 
Stocked by Best Jobbers 
Large Factory Inventories 
For Immediate Shipment. 


ASK YOUR JOBBER FOR ATLAS WEIGHTS 





IRGIA 


SOUTHERN AUTOMOTIVE JOURNAL for March 1957 





policies? And of your sales repu- 
tation? Or does he have to resort 
to the low-down, unethical meth- 
ods used by some sales managers 
to get some volume and deceive 
the boss? We’ve had a lot of this 
going on since 1955 and for a 
while some dealers were even con- 
vinced that the razzle-dazzle, 
wheel-and-deal type of sales man- 
ager was the type of fellow who 
would guarantee his success. 

I don’t know how well they have 
lasted up in this area, but I can 
tell you that down South they are 
disappearing fast. A good many of 
our dealers found they could in- 
crease their volume for a little 
while and show some fake profits 
on their books, but it didn’t take 
long for them to find out that they 
were deceiving the public, de- 
ceiving themselves and that they 
either had to change their meth- 
ods of doing business or they were 
going broke or losing the respect 
of everybody in their community 
which, they have found, is worse 
than going broke. 


Lewis Dies in West Virginia 


Charles Scott Lewis, 78, presi- 
dent of Lewis Chevrolet Co., Back- 
ley, W. Va., died recently follow- 
ing a heart attack. Lewis, who 
entered the automobile business in 
Beckley in 1923, was also presi- 
dent of the Hall Chevrolet Co. of 
Sophia and Pine Chevrolet Co. of 
Pineville at the time of his death. 


Southard, Ex-GM Official, Dies 


Robert C. Southard, 72, a former 
district manager of Chevrolet Di- 
vision, died in Jacksonville, Fla., 
last month. A native of Shelby- 
ville, Ky., Southard had lived in 
Jacksonville since 1921. Before 
joining Chevrolet, he had been 
with Ford Motor Co. at Jackson- 
ville. 


Rowell Buys Ford Agency 


Stacy Rowell, Miami used-car 
dealer since 1935 and immediate 
past-president of the National In- 
dependent Automobile Dealers As- 
sociation, has purchased Lara- 
more-Neese Ford agency of Miami, 
now operating as Stacy Rowell 
Ford, Inc. 





‘ TUBELESS— 
TRUCK 


Faster-Easier 


lit 
K E N iob- Reale 
T-45 TIRE TOOLS 


TRUCKS — BUSSES 
TRACTORS 


Used and recommended by leading tire 
makers. New, improved design for mount- 
ing and demounting tubeless truck tires 
on new one-piece drop-center rims with- 
out damage to sealing features. Simple 
instructions with set of tools. Length: 
38". ‘ 


2 


Chang 





USED IN PAIRS 


- 7 av N] 
= ~<a 
. IN : 


Demounting second bead PAIRS 


SEE YOUR JOBBER! 


SAVE LABOR, TIME AND MONEY. 
INSIST ON KEN TOOLS. Finest Quality 
and Design. Largest Exclusive Mfgrs. of 
Tire Changing Tools and Equipment. 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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Atomic Energy Promotes Wedding 
To Produce Higher-Quality Casing 


TOMIC energy has been suc- 

cessfully used to vulcanize an 
automobile tire, The B. F. Good- 
rich Co. announced in Akron, Ohio, 
recently. 

Vulcanization, the basic process 
in the manufacture of tires and 
all other rubber products, is nor- 
mally accomplished through the 
use of heat. 

The company’s scientists said 
they believe the tire is the first 
large commercial item ever proc- 
essed by nuclear radiation and the 
first basic change in the “curing” 
of rubber products since the dis- 
covery of vulcanization in 1839. 

In addition to proving the prac- 
ticability of vulcanizing large 
items by nuclear radiation, the 


First tire ever vulcanized by nu- 
clear radiation is checked by B. F. 
Goodrich Scientists Dale Harmon, 
left, and Charles Stockman at the 
National Reactor Testing Station, 
Idaho. The tire, encased in a steel 
mold, is slowly rotated over radio- 
active fuel elements in 17’ of wa- 
ter which protects the scientists 
from radiation exposure. 


experiment produced a tire ex- 
pected to wear longer and resist 
deterioration better than conven- 
tionally - vulcanized _ tires, the 
scientists said. 

Vulcanization, they explained, 
normally involves adding sulphur 
and other chemicals to rubber and 
heating it. Until it is vulcanized, 
rubber is a relatively useless ma- 
terial, sticky in hot weather, brit- 
tle in cold and susceptible to rapid 
deterioration. Nuclear vulcaniza- 
tion of the tire was achieved with- 


192 


out the use of heat and no sul- 
phur or accelerators — standard 
components of all of today’s vul- 
canization processes — were used. 

The scientists said the nuclear 
vulcanization resulted in a direct 
linkage of the carbon atom chains 
of the rubber molecules. Ordi- 
narily, the carbon atom chains 
are linked through sulphur atoms, 
and this is the ‘weak link” in vul- 
canized rubber, they said. 

Tests show the nuclear vulcan- 
ized tire to have considerably bet- 
ter resistance to aging and deteri- 
oration than conventionally-vul- 
canized tires while the tread 
shows “above normal” resistance 
to abrasion and wear, the scientists 
said. 

The company said the achieve- 
ment proved that in the future, if 
nuclear energy becomes economi- 
cally practical, tires could be vul- 
canized “cold” on a_ production 
basis much more rapidly than they 
are with today’s processes which 
require 300-plus degrees. 

The vulcanization was achieved 
by Goodrich scientists at the 
Atomic Energy Commission’s Na- 
tional Reactor Testing Station in 
Idaho. 

The tire, in a steel mold, was 
vulcanized by rotating it slowly 
over radioactive fuel elements 
taken from a nuclear reactor. This 
was done in a 17’ deep water- 
filled canal at the Materials Test- 
ing Reactor Gamma Facility, the 
water protecting the _ scientists 
from exposure to radiation. 


Ford Appoints Corbett 
For Houston Sales 


Lge vce E. Corbett, formerly 
of Memphis, Tenn., has been 
appointed Houston, Texas, dis- 
trict sales manager for Ford 
Division of Ford Motor Co., suc- 
ceeding E. F. Laux, who was 
transferred to general offices in 
Dearborn, Mich. 

After joining Ford in Memphis 
in 1946, Corbett was field man- 
ager, parts and service sales man- 
ager and planning and analysis 
manager before his transfer to 
Houston in 1955, where he was 
manager of planning and analysis 
for one year. In April 1956 he 
moved to Dallas in the same ca- 
pacity for Ford’s southwestern 
regional office. 


French Cars Pour 
Through Norfolk 


A GROWING number of Renault 
cars may be hitting roads in 
the Carolinas and Virginias, with 
80 to 90 per month to be coming 
through the port of Norfolk short- 
ly in the process. 

During the first week of Feb- 
ruary, a shipment of 80 Dauphines 
and 30 CV Renaults was dis- 
charged from a French freighter, 
destined for dealers in North Caro- 
lina, South Carolina, West Vir- 
ginia and Virginia. Shipment of 
Renault automotive parts has al- 
so been steadily increasing. 


Rebuilders Offer Clinics 
For September Sessions 


A gee a clinic meetings 
will be the principal feature of 
this year’s meetings of the Auto- 
motive Parts Rebuilders Associa- 
tion, where improved methods for 
better rebuilding will be open to 
all rebuilders. 

W. G. Weldon of Van Bergen and 
Greener, Chicago, president of the 
association, announced that the 
convention and trade show will be 
held at the Congress Hotel in Chi- 
cago Sept. 12-14. 


NHUC Appoints Texan 


Appointment of P. L. Haney of 
Dallas, Texas, as a regional repre- 
sentative of the National Highway 
Users Conference has been an- 
nounced by Director Arthur C. 
Butler. A native of Texas, Haney 
will work with state conference 
groups in Texas, New Mexico and 
Arizona. He will reside now in 
Dallas. 


Oldsmobile Elevates McMeans 


William E. McMeans, formerly 
Oldsmobile assistant zone manager 
in Denver, has been appointed zone 
manager in Washington, D. C., 
General Sales Manager V. H. 
Sutherlen announced. McMeans 
succeeds Theodore J. Higgins, who 
was transferred to Minneapolis as 
zone manager there. 


Galveston Elects Gillespie 


Kyle Gillespie, George Spiker 
Motors, has been elected president 
of the Galveston County (Texas) 
Automobile Dealers Association. 
Bill Brown, Brown Chevrolet Co., 
is vice-president and Jack Pen- 
nington, Pennington Buick Co., is 
treasurer. 
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Right now... PUROLATOR puts you 
ahead @& ways! 


You're ahead with the 1957 

@ Purolator Bonanza—the 

fastest moving sales deal in 
Purolator history! 


You still have time to join the tens of 
thousands of other smart dealers who 
have jumped aboard the 1957 Purolator 
Bonanza! It’s the most wanted deal in 
Purolator history. And it’s a deal you 
can’t afford to miss! 
Here’s all you have to do: 

YOU BUY— 30 Purolator refills — fast 
movers you always use—at regular prices. 
YOU GET—a complete 16-pc. set of 
beautiful Salem Dinnerware for only $1.95. 
Sold at better stores everywhere for many 
times more. 

Dinnerware and refills all in one package. 
Don’t lose another minute or another full- 
profit Purolator sale. Order your Purolator 
Bonanza and get your set of dinnerware. 


~ 


You're ahead with The 
P® Purolator 1957 Spring 
Filter-Check advertising and pro- 
motion program! 


You get everything you need to sell 
more and make more with Purolator: 


Multi-page Purolator advertising in 
LIFE will help bring in the customers 
. - « Purolator station displays will 
stop and sell ‘em! 


Be sure you’ve got your Purolator pro- 
motion package of Filter-Check sales- 
clinchers. 


Call your supplier today! | 


tae What a team to clean up with! 


<3 PUROLATOR 


“Purolator” Reg. U.S. Pat. Off. 


renway, Xt Torene, omeriercreee §=6-s QL AND AIR FILTERS 
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And Coffee in Texas 
Flowed Like Rain 


In celebration of the two 
and more inches of rain 
which fell in the thirsty Rio 
Grande Valley over a recent 
weekend, Finis Easterling 
and Gayle Van Tyne, Har- 
lingen, Texas, dealers, order- 
ed up free coffee for every- 
one downtown between 8 and 
11 a.m. 

First bills from restaurants 
indicated the cost would run 
about $200, but, said Easter- 
ling, “We feel pretty good 
about that rain. 

“TI didn’t realize people 
drank that much coffee,” he 
added. 
































Ditzler Appoints Andersen 
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Appointment of George B. An- 
dersen as manager of the automo- 
tive refinish sales department for 
the Ditzler Color Division of Pitts- 
burgh Plate Glass Co. has been an- 
nounced by General Manager John 


A. Fleming, who retired recently 
after 36 years’ service. 


Gray Co. Appoints Bruce 

Gray Co., Inc., Minneapolis, 
F. Green. Andersen succeeds Neil Minn., has appointed C. Tom 
Bruce southeastern regional sales 
manager of its automotive equip- 


“That young man who owns that long, low sports job is here to get it.” 


ment division in charge of opera- 
tions from the Atlantic Coast 
states to Texas and from Kentucky 
and Virginia to the Gulf. Bruce, a 
district sales manager for the past 
ten years, will reside at Atlanta. 





DEGREASER! 


engine shampoo 
QT. SIZE CONCENTRATE 
MAKES 2 GALLONS 


Spray Or Brush On 


sakes cling out of oil and grease—emulsifies it so 
that all dirt may be hosed off as easily as you rinse hands under 
water faucet. Launders engines faster, more completely and safer than 
steam cleaning (warm the engine). Self scouring action brings out 
factory new appearance — provides accurate visual inspection — 
Gunked engines run cooler. Genuine Gunk is sold in BULK sizes at 
better automotive wholesalers everywhere. Retail sizes may be ob- 
tained at WESTERN AUTO STORES AND ASSOCIATE STORES. 


Try it today! 





(CHICAGO PLANT) GUNK CHICAGO CO. * CHICAGO 38, ILL. (LICENSEE) 
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PRESSURE CLEAN WITH... 


cold steam 


@ BLASTS STUBBORN DIRT 
® HARMLESS TO FINEST FINISH ‘ “ 


® NO BACK SPLASH =~ 


a 


eronan OG) oe 
de a 


Pe, 


HYDRO- WV TS 


PRESSURE WASHER Noe 4 
so : 


D& MPRODUCTS, INC. 


26 N RAYMOND AVE PASADENA 1 oe 
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D. S. Harder, former executive 
vice-president of basic manufac- 
turing divisions of Ford Motor Co., 
has been appointed executive vice- 
president, President Henry Ford II 
has announced, In addition to his 
present responsibilities over the 
basic manufacturing divisions, 
Harder will have responsibility 
over all car, truck and tractor di- 
visions as well. L. D. Crusoe, who 
suffered a heart attack, had han- 
dled these duties. He continues on 
a leave of absence. 


Sommerville Is Retiring 
From Electric Storage 


L. “Bos” Sommerville, mar- 
e keting consultant for the au- 
tomotive division of The Electric 
Storage Battery Co., will retire 
March 31 after almost 38 years’ 
service. Until Jan. 1 of this year 
he was general sales manager. 
Sommerville was director, vice- 
president and president for two 
terms of the Association of Amer- 
ican Battery Manufacturers, Inc. 
Also for some years he was a di- 
rector and chairman of the manu- 
facturers’ board of governors of 
National Standard Parts Associa- 





A COMPLETE LINE OF 
FACTORY DUPLICATE MUFFLERS 


Arnold Haviland Co. 
Defiance, Ohio 
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Members of the southeastern regional group of Automotive Affiliated 
Representatives held this meeting Feb. 22 in Atlanta to plan for the 
erganization’s luncheon meeting at the Everglades Hotel in Miami, Fla.. 
April 24. They are (1. to r.): seated, L. W. Bell, Walter Klier, Frank J. 
Merryman, Grant Roy, C. Y. “Doc” Strausz, Tom Clark, W. L. Morris, 
Waymon Hefner and Herman Shields: standing, Joe McDonald, Phil 


Boehm, William C. “Bill” Kitchens, 


orge H, Davison, Art Styron, 


“Pinky” Williams, P. W. Rowan, “Red” Williams and Frank Barringer. 


tion and director and secretary of 
the Motor and Equipment Manu- 
facturers Association, 


Hal Miller Has Operation 


Hal Miller, general manager of 
Womwell Automotive Parts Co., 
Lexington, Ky., and president of 
National Standard Parts Associa- 
tion, is recovering nicely from an 


operation, officials of his company 
reported. 


Proto Promotes Zellweger 


Henry J. Zellweger, previously 
merchandising, sales training and 
sales promotion manager, has been 
promoted to advertising and sales 
promotion manager of Proto Tool 
Co. 








For the STUBBORN GREASE FITTING 


“LITTLE LUBE’? Recommends 
The Amazing UNIVERSAL 
12,000 Ib. GREASE GUN 


@ All steel swivel coupler rotates through 360° 
and locks in 18 rigid positions. 

@ Patented ball swivel allows complete free- 
dom to service the hard-to-reach fitting. 

UNIVERSAL manufactures a complete line of 

guns, grease fittings, hose assemblies, couplers 

and gun adapters. 

*WRITE for our New Catalog. 


UNIVERSAL LUBRICATING SYSTEMS, Inc. 


Oakmont, Pennsylvania 


642 Allegheny Avenue 
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More than 60 dealers and their mechanics recently 
attended a brake service clinic sponsored by Johns- 
Manville and the Patten Sales Co. in Miami, Fla., 
where discussions were held on how to service brakes, 
trouble-shoot and sell more and better brake jobs. 


Films and demonstrations were used dealing with the 
latest brake developments and correct service prac- 
tices, with time allowed for questions. Two of the 
speakers were Lee Christy, a Johns-Manville sales- 
man in Florida, and R. E. Eason, area sales manager. 


Texan Named Chairman 
By NADA Youths 


Spe H. Nash, Jr., of the Chev- 
rolet dealership at Austin, Tex- 
as, is the new national chairman 
of the Young Automotive Man- 
agers of the National Automobile 
Dealers Association. 

Also elected at the recent an- 
nual NADA convention in San 
Francisco were Henry Sitton, Jr., 
of Greenville, S. C., and Jack M. 


Roth, Jr., of Merced, Calif., vice- 
chairmen, and Charles Rayl of 
Hutchinson, Kan., secretary. 

The group formerly was known 
as the Young Executives Group 
of NADA. Membership is open to 
any NADA member’s employes 
under 40 years of age. 


Lee Filter Picks Piperberg 


W. E. Piperberg of Birmingham, 
Ala., was recently appointed rep- 


resentative of Lee Filter Corp. of 
North Arlington, N. J., for Ala- 
bama, Tennessee and Mississippi 


Dade City Elects Alexander 


New president of the Dade City 
(Fla.) Automobile Dealers Associa- 
tion is W. H. Alexander of Alexan- 
der Buick Co., Inc. Secretary- 
treasurer is James L. Huckabay of 
Huckabay Chevrolet, Inc. 

(More News Briefs on page 199) 
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@ Zero to 90° 
positive 
stop — and 
minus one 
degree setting 

@ V-ways with 
automatic 
take-up 
for wear 

@ Collet Chuck 


pensive machines. 





LEE (ae 


Occasionally a manufacturer develops a product that is so 
outstanding that the trade gives it a rousing welcome. 
K. O. Lee Lifetime Refacer is such a product. 


The K403C refacer does an exceptionally fine job of grinding 
valves—providing a super finish seldom equaled by more ex- 


K. O. Lee Company, Aberdeen, S. D. 


Valve Refacer 


SUPER FINISH 
AND 
EXTREME 
ACCURACY 


EARN BiG PAY 


Earn While You Learn 


DIESEL MECHANICS, AUTO MECHANICS 
WELDING, BODY AND FENDER REPAIR 


Train in our modern shops. 

You learn with tools on real equipment. 
Master a trade with a real future. 
Many of our graduates earn $100 

per week and up. 


THOUSANDS OF MECHANICS NEEDED! 





*Enuth 


The nation’s requirements for new mechanics now is 
nearly 50,000 
begin mounting beyond 60,000,000. 
mated that mechanics graduating from schools number 
only around 10,000 a year. 


*50,000 NEEDED 


as motor vehicle registrations 


a yeor, 
it hos been esti- 


tive Journal for January, 1956 








MODEL 








K403C 


The 


@ DAY AND NIGHT CLASSES APPROVED FOR VETERANS 
@ WRITE FOR FREE BULLETIN DEPARTMENT NO.7 








NASHVILLE AUTO-DIESEL COLLEGE 


226 7th Avenue, North, Nashville 3, Tennessee 
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Sarnrett Says: 


) LET’S FACE FACTS... 


YS You cannot do a good Brake Job on today’s high speed cars without 
the proper equipment—particularly those with non-adjustable anchor 


brakes. 
To do a precision brake job ... you will need 


the BRAKE DOKTER-—a preci- 
1 = BRAKE DOKTER... sion gauge and shoe surfacer at- 
~m _ taches to the spindle or axle— 

grinds brake shoes on the backing 

plate, providing a perfect fit of 

lining to the drum . . . compen- 

sates for all inaccuracies, includ- 

ing mispositioned anchors, partic- 

ularly on stationary anchor brakes 

(this cannot be consistently ac- 

complished by any other method). 


2 a DRUM DOKTER LATHE... 
B-500UP 


the DRUM DOKTER determines the condition of 

the drums prior to machining . . . and refinishes 

drums to exact specifications—thus providing a 
superior mating surface for the brake lining. 


Drum Machining alone is 92°% gross profit! 


The BRAKE DOKTER/DRUM DOKTER combina- 
tion provides complete CUSTOMER SATISFAC- 
TION and INCREASED PROFITS for you! 


Our new Lease Trial Plan makes it possible for 
you to prove to yourself just how much money you 
can make on a trial rental basis before you buy. 


Write today for details 
See Our Soothes of our Lease Trial Plan! 


SOUTHWEST AUTOMOTIVE SHOW 
DALLAS—APR. 4-7 L-3 


ST AUTOMOTIVE SHOW . e 
mete ~BARRETT EQUIPMENT CO. 2.°..°° ‘s 
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Insist on VELLUM OID / 


THERE IS NO SUBSTITUTE 


Vellumoid is the standard seal for all oil, water 
and gasoline connections. It always pays to use 
the best... VELLUMOID. 





GUARANTEED A POWERFUL NEW WAY 
Nb” TO SELL SHOCK ABSORBERS 


Genuine 
LAK E a 3 gm Sell Shock Absorbers quick- 


CELLULAR-TUBULAR : , ly and easily with the new 
RADIATOR CORES INST : = & Columbus “Inside Story” 
og} and the unique, new “See- 
Thru” plastic demonstrator 
—a full-size, working-model 
shock, made from produc- 
Our New Core Catalog includes latest models : ‘ ; ran gras — in ry 
) é ‘ clear plastic, with real hy- 
LAKE AUTO RADIATOR eae OE) | = draulic fluid inside. You can 
1 , get yours from your Colum- 
bus jobber. 














WASH AN ENTIRE ENGINE BLOCK 
OR 200 LBS. OF PARTS... 


AUTOMATIC 


POWERMASTER 


DEGREASER 
AGITATED 





REDUCE OPERATING COSTS! 
Write for Literature 


@ Pioneers in the field of eg OS oo: ~ 
“TRANSMISSION ENGI- and power steering units 
NEERED PARTS.” 


Seelam ‘(pesesmmy CLEAN AUTOMOTIVE 
special, exclusive auto- a | 

motive formula makes for | & INDUSTRIAL PARTS 
resistance to high heat in 3 WAYS! 

pe tab tig ph withstands 3 6, Gees ee a 
abuses of automotive op- aie sl . u 

eration. Master envelope ' : “hon toon” baa @on 


designed for quick, sure . A 
identification. A must in every service shop! 





e A complete line 
Nationally Distributed. 


AUTOMATIC TRANSMISSION PARTS & REPAIR KITS MODEL 5C 
Write for Literature: 





TramcoIndustries Ine. Model 30 (less America's Foremost Producer of Parts Cleaning Equipment 
Jet Air Gun) PRACTICAL MFG. co. 


_— 43 WEST 61 ST. NEW YORK 23, N Y also available 
2840 4TH AVE. S. * MINNEAPOLIS, MINN. 
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NEWS BRIEFS 
(Continued from page 196) 


Glen Alden May Absorb 
Maremont Operations 


ETAILS of a proposal for Glen 
Alden Corp. to acquire major 
assets and earnings of Maremont 
Automotive Products, Inc., were 
disclosed at a February press con- 
ference in New York. 
Glen Alden would acquire 
Maremont’s earning power and its 








ree 


FOUR STAR 
ENGINES 


The Best Remanufactured 
Engines Ever Offered 


With FOUR STAR ENGINES . 
You Know You Get 


+ SOUND BLOCKS... no blocks used 
with repaired or welded valve ports. 


+ All new pistons, pins, rings, rod bear- 
ings, main bearings, camshaft bear- 
ings, timing gears or chains, exhaust 
valves, intake guides, gaskets. 


Precision Remanufactured Connecting 
Rods, completely reground and pol- 
ished crankshafts with all main 
journals the same size and all rod 
journals the same size, all rebored 
and micro-honed cylinders, remanu- 
factured oil pump. 


+ A DEPENDABLE WARRANTY backed 
by a Responsible Company. 


CENTRAL STATES SALES, INC. 
HUTCHINSON, KAN. 
Warehouses 


Dallas, Tex. Kansas City, Mo. 
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major physical assets for approx- 
imately $3,400,000 in Glen Alden 
stock and cash and the assump- 
tion by a new Glen Alden sub- 
sidiary of $4,266,000 of Maremont 
liabilities. Included in the pur- 
chase price would be 250,000 
shares of Glen Alden stock valued 
at $10 per share plus $900,000 in 
cash. 

The Glen Alden subsidiary, to 
be called Maremont Automotive 
Products, Inc., would operate the 
new business and would lease from 
Maremont 552,724 square feet of 
plant and office space on a long- 
term net lease. The present Mare- 
mont Automotive Products Co., in 
turn, would be renamed Maremont 
Investment Co., with assets of $3,- 
000,000 in cash and securities, 
250,000 shares of Glen Alden stock 
and four wholly-owned plants of 
the company. 

The proposal was to be voted 
on by Glen Alden shareholders in 
Wilkes-Barre on March 12 and by 
Maremont shareholders in Chicago 
on March 13. 


Ford Researcher Predicts 
52" Car by 1967 


ars of the near future are go- 
ing to be even lower and more 
powerful than today’s, with built- 
in warning devices to cut down on 
accidents ordinarily traceable to 
rear-end collisions at high speeds. 

At least that is the prediction of 
Engineering Director Victor G. 
Raviolo of Ford Motor Co.’s ad- 
vance product study and engineer- 
ing research staff headquartered 
at Dearborn. 

“Today’s cars range from 56” to 
61” high, but we’ll be down to 52” 
within a decade,” Raviolo asserted. 
With lower heights, car entrance 
will be attained through sliding 
car-tops, tilting canopies or but- 
terfly doors, he said. 

Accident reports from express- 
way and turnpike point up rear- 
end collisions, and growing ve- 
hicle speeds are bound to dictate 
use of warning devices which will 
operate so as to allow for safe 
deceleration, Raviolo said. 


Knoxville Elects McCrary 


H. C. McCrary, Jr., president of 
Morton-McCrary Motors, Knox- 
ville, Tenn., has been elected presi- 
dent of the Knoxville Automotive 
Trade Association, succeeding Roy 
A. Cruze. Named vice-president 
was Max Houston, while Allen 
Ware, Earl Frazier and Brantley 
Burns were elected directors. 





MUFFLERS 
BREAKS THE 


“4 oe - . 


' 


SOUND 
BARRIER 
with 
TURBO-JET 


Diffuser 


TURBO-JET DIFFUSER 
Produces an 
ACCEPTABLE SOUND LEVEL! 


The all new Grand muffler with TURBO- 
JET diffuser completely overcomes one of 
the most challenging problems ever to face 
the muffler industry. TURBO-JET diffuser is 
an entirely new concept of sound dynamics 
—the result of four years of scientific re- 
search and testing. Now, at last, the ulfti- 
mate has been achieved—Grand, a muf- 
fler that gives the full advantage of straight 
through construction without sacrificing the 
control necessary to create a pleasing, ac- 
ceptable sound level. 


GRAND FEATURES DESIGNED SPECIFICALLY TO 
MATCH MODERN ENGINE PERFORMANCE 


* Maximum dissipation and evaporation of acids 
and exhaust gas condensates, reduces internal 
corrosion and “rusting out” * Complete circula- 
tion in expansion chambers reduces temperature 
and physical volume of exhaust gas...speeds up 
discharge * Fiberglass packed high frequency 
sound chamber + Minimum back pressure * 
TURBO-JET Diffuser sets exhaust gases in swirl- 
ing motion to speed-up discharge. 
Fully backed by National Advertising 


Grand Automotive Products 


Dept. 40 + 2055 N. Ruby St. + Melrose Park, Ill. 
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This listing of Advertisers and Manufacturers’ Agents is published as a convenience, and not as a part of the advertising contract. 


Bvery care will be taken to index correctly. However, 


no allowance can be made for 


errors, 


or for failure to insert. 


We will apprectate 


your calling to our attention any corrections or omissions promptly. Only manufacturers’ agents are listed on opposite page. 


A 


Ace Rubber Oompany 
Acme Air Appliance Corp. 
AC Spark Plug Div. 
Airtex Automotive Div. 
Albertson & Co. 

Alemite Division 

Allen Electric & Equip. Co. 
Alondra Sales, Inc. 
Aluminum Industries, Inc 
American Brakebloc Div. . 
American Hammered Division 
American Motors Corp. 
Ammeco Tools, Inc. 

AP Parts Corp. 

A. R, A. Manufacturing Co. 
Arco Company 

Aro Equipment . 
Arrow Armatures Co. 
Artic-Kar 

Associates Investment Co. 
Atlantic Steel Co. 

Atlas Weight Co. 


Banite Company 

Barrett Equipment Co. 
Basic Sleeve Associates 
Bear Mfg. Company . 
Bee-Line Company 
Belden Mfg. Co. 

Bell Co., Ine. 

Big Four Industries. Inc. 
Bingham-Herbrand Corp. 
Binks Mfg. Co. 

Black & Decker ” 
Blackhawk Hand Tools 
Blackhawk Mfg. Co. 
Bowes ‘‘Seal Fast’* 
Breeze Corporation, 
Briggs Shock abowher Div. 


Cc 


Camel Patches 
Carter Carburetor 
Casite Division 
Central State Sales, 
Champ-Items, Inc. 
Chevrolet Motor Division 
Chrysler Motor Parts Div. 
Olevite Service, Inc. 
Coats Gunpeny 
Cole-Hersee Company 
Commercial Credit Co. .. 
Continental Piston Ring Co. 
Cordomatic Division 
Curran Corporation 
Ourtis Pneumatic 
Machinery Div. 


Corp. 


D 


D & M Products 

Delco Battery Division 

Deleo-Remy Division 

DeSoto Division 

Detroit Surfacing Machine Co. 

Ditzler-Color Div. 

Doan Mfg. Co. 

Dodge Division 

Dorman Products, Inc. 

Dow Chemical Co. 

DuMont Laboratories, Inc., 
Allen B 


Du Pont de Nemours and Oo., 


Inc., E. I. Finishes 
Division 
Zerone-Zerex 
Chemical Specialiies 
No. 7 Line 
Refinishes 


200 


.19, 20, 21 


"103 


169 
134 


E 


Echlin Mfg. Company 
Egan Mfg. Co.. H. B. 
Eis Automotive Corp. ... 
Electric Auto-Lite Co. 
Parts & Service 
Spark Plugs 
Emerol Mfg. Co. 
Estes Mfg. Co., Earle 


7 


F & B Mfg. Co. ... 
Federal-Mogul Service 
BCA Division 
Bower Bearings, Inc. 
Federal-Mogul Engine 
Bearings 
National Seal 
Felt Products 
Foote Axle & Forge 
Fram Corporation 
Second Cover 
Frigiquip Corp. .. . 152 


G 


Gabriel Company 140, 
Gates Rubber Co. 
General Electric 
Go-Jer Co. 
Golden Glide Division, 
Co. 
Grend 
Co. 
Grey-Rock Division 
Grizzly Mfg. Division ee 
Guaranteed Parts Co., Inc. 
Guide Lamp Division 


141 

ee a 

Lamp ‘Div .. 38 

133 
Gabriel 
1 


Automotive Prods 


H 


Harrison Radiator Division .. 52 
Has‘ting's Mfg. Co. 

(Piston Rings) 

(Filter Division) 
Haviland Co.. Arnold 
Heckethorn Mfg. & 

Supply Co. 
Hein-Werner Corp. 
Heller Bros. Co. 
Heyer Industries, 
Hirsig Co., Lawrence 
Holmes Co., Ernest 
Homestead Valve Mfg 
Huot Mfg. Co. 


.. Third Cover 


Imperial Brass Mfg. 
Ingersoll-Rand Co. 
Inland Mfg. Co. 


J 


Jaycee Chemical Corp 
Jensen Products 
Johns-Manville Corp. 
Joyce-Cridland Co. 
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K 


K-D Lamp Co. 

K-D Mfg. Co. 

Kem Mfg. Co.. 

Ken-Tool Mfg. 

Kent-Moore Organization Inc 
Kester Solder Co. 

Kimeco Auto Prods 

Kool Kooshion Mfg. Co. 


L 
Lake Auto Radiator Mfg. 


Lamson & Sessions Co. 
Lee Co., oO. 

Lempco Products, 
Lincoln Engineering Co. 
Lisle Corp. 

Lubri-Loy Company 


M 


Manley Value Corp. 
Marshall-Eclipse Division 
Martin-Senour Company 
Mathieson Chemical Corp., 
Olin 
McQuay-Norris 
Mfg. Co. 
Merit Muffler Div. 
Midwest General 
Milesmaster. Inc. 
Minnesota Mining & Mfg. Co . 
Mobilaire Mfg. Co 
Mohawk Rubber Co. 
Monkey Grip Sales 
Moog Industries, Inc 


N 


Namsco, Inc. 
Nashville Auto 


os .198 
Diesel College 
19 
National Automo‘ive Parts 
Association ..40, 41, 42, 
5, 46, 47, 
National Seal Division 
New Britain Machine 
Co., The 
Niehoff & Co., 


oO 


Oil-Dri Corp. of America 
Oldsmobile Division 
Otto-Items, Inc. 


. 


P & D Mfg. Co. e 
Packard Electric Div. .162, 163 
Perfect Circle Corp. ..Front Cover 
Permatex Co., 1 
Permite Parts 

Pick Mfg. Co. 

Practical Mfg. . 

Purolator Products, Inc 


7) 


Chemical 


oe Supreme 
C ee 


R 


Rajah Company 
Ramsey Corp. 


* 


-Fourth Cover 


Raybestos Division 
Rebuilders, Inc. 

Rich Mfc. Corp. 
Rinshed-Mason Co. 

Rochester Products Division . 
Rogers Oo., John P 


S 


Schofield Mfg. Co. 
Sealed Power Corp. 
Signal-Stat Corp. 
Sinko Mfg. & Tool 
Smithy'’s Mufflers 
Snap-On Tools Corp 
Southern Friction Materials 
a « 
Southeast ‘Automotive Show. 
ne. 
Southland Mower Co. 
Southwest Automotive 
Show. Inc. 
Spray Products Corp. 
Standard Crankshaft 
Hydraulic Co., 
Standard Motor 
Products 
Stant Mfg. ig 
Star Machine 
Stewart-Warner ‘Corp. 
Storm-Vulcan, Inc. 
Sunnen Products Co 


T 


Texas Oompany 
Thermoid Company 
Thompson Prod... Inc. 
(Service Sales Div.) 
Thompson & Sons. Inc 
Thor Power Tool Co. 
Timken Roller Bearing Oo. 
Toledo Steel Prods. Co. 
Tramco Industries . ee 
Triplex Oorp. of America 
Tung-Sol Electric, Inc. 


U 


- 


United Motor Service ...125, 15 


Universal 


I ae Systems, 
Inc. ° eevee 


V 


Vv. M. CO. System 
Van Norman Co 
Vellumoid Company 


Ww 


Wagner Electric 
Walker Mig. Co. 
Warner-Patterson , 
Warwick Laboratories, 
Weaver Mfg. Co. 
Whelan Oo.. H. H. 
Wilkening Mfg. ; 
Willard Storage Battery 
Co. 
Wix 
Wooster Rubber Co. 
World Bestos Corp 


Corp. 


— 


Y 


Yankee Metal Products 


(7) 
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KEM fiir 


‘WITH THE 
LIFETIMES 7774/7 DIAPHRAGM 


FAIR LAWN, NEW JERSEY, U. S. A. 
Cable Address: Kemsales, Fairlawnnewjersey 








for 195711 
Sinko ADJUSTABLE 


SILENCER |! 


Guaranteed to reduce Air and 
Wind noises! Enables you to en- 
joy a quiet ride while windows are 
open. Exclusive adjustable feature 
permits mounting 
SILENCER higher 
or lower as de- 
sired, in the most 
effective position. 

Fits all cars. 














Looks “terrific” 

. all-plastic, 

gleaming _ fluores- 

cent colors (red, 

green, or blue), 
with chromed metal spring clips 
that hold SILENCER securely to 


car door. 
































Order From Your Favorite Jobber 


&: SINKO MFG. & TOOL CO. 


mg 7310 W. WILSON AVE ¢ CHICAGO 31, ILLINOIS 





CAN'T 

BE BEAT 

for 
“heat-up” 
hody- 
BEAUTIFYING! 


Plastic-Fiberglass Paste 


BONDO was no “accident”. 
This modern miracle in auto 
body repair is the result of 
tireless research in our own 
laboratory as well as in field 
tests under all conditions. 

This miraculous fiberglass 

paste filler hardens like rock, 
makes auto body repairs of dents, 
fractures and “cancer” (corrosion) 
stronger and better than new in 

a matter of minutes . . . does it 
faster and easier than ever 


dreamed possible! 


If you haven’t blessed your auto 
body repair profits with this 
modern miracle, WIRE or 
WRITE TODAY for full details 
and the name of your distributor. 


JAYCEE CHEMICAL CORP., Northford, Conn. 
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MANUFACTURERS? 


AGENTS | 


REPRESENTING OUR ADVERTISERS» 


ALABAMA 
Alan Sales Co., — Birmingham 
Acme Air Appliance Co., Inc 
Stewart, Harry — Birmingham 
Kem Mfg. Co. .. 
FLORIDA 


Kidder, Martin — Ft. Lauderdale 


ee re es asenkadedsutbome 


A & 8S Sales Co. — Jacksonville 
Star Machine ma Tool Co. . 
Hirsig Co., L. — Jacksonville 
Banite Co. 
Fram Oorp 
Manley Valve Corp 
Mobilaire Mfg. Co. 
Quaker Supreme Chem. Corp. 
Vellumoid Co. 
Norton, K. W. — Jacksonville 
Yankee Metal Prod. 
Pilkington, Bob — Jacksonville 
Heckethorn Mfg. & Supply 
Kool Kooshion Mfg. Co. 
M. — Jacksonville 


O. Le . 
Bell. -Well Sales — Tampa 
Detroit Surfacing Machine Co. 
Yaras, Max — ee 
Ace Rubber 
Sinko Mfg. & ‘Tool Co. 


GEORGIA 


Aaron & Bell — Atlanta 
Jaycee Chemical Oo. 
Lisle Corp. 
Namsco, Inc. 
Stant Mfg. Co. 
Warner Patterson Co. 
Clayton-Mattie Co. — Atlanta 
Otto-Items, Inc. 
Clifton, Carl — Atlanta 
Atlas Wejght Co. 
Kitchens, illiam — Atlanta 
Detroit Surfacing Machine Co. 
Merryman. F. J. — Atlanta 
Rich Mfg. Oorp. 
Minnick Co. — Atlanta 
Practical 
‘ — Atlanta 
Spray Products Corp. 
Rowan, P. W. — Atlanta 
Signal-Stat Corp. 
Styron, Art — Atlanta 
F & B Mfg. Co. 
Williams, N. A. 
Go-Jer Oo. 
Ken Tool , 
Zinnell, Edward — Atlanta 
Trameo Industries ‘ 
Williams Co., F. H. — Covington 
Acme Air Appliance Co., Inc. 
Monkey Grip Sales Co 
Oxley, Paul — Macon 
K-D Lamp Oo. 
Davison Co., Geo. H. — Marietta 
Alondra Sales, Ine. 
Swaim, Tom — Marietta 
Bell Oo. 
Yankee Metal Prod. 


KANSAS 


Russell, H. EB. - lola 
Arnold Haviland Co. 
Yankee Metal Prod 
Cullins, Robert — Overland Park 
Detroit Surfacing Mach Co. 
Garberson, D. D. — Wichita 
K. O. Lee Oo. .. nines 


KENTUCKY 


Brinton, H. J. — Louisville 
Arnold Haviland e..« , 

Dicello ‘‘Tony’’ — Louisville 
Grand Automotive Prod. Co. 


Kem Mfg. 
LOUISIANA 
Cressy, L. M. — New Orleans 
Aro Equipment Corp. 
Atlas Weight Co. 


MARYLAND 


Klinefelter, J. H. — Baltimore 
Aro Equipment Corp. 
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Lindsay, H. 8, — Baltimore 
Kem Mfg. Co. 

Neal, Merv — Baltimore 
F & B Mfg. Co. 

Shemer, Sam 8. — Baltimore 
Sinko Mfg. & Tool Co 


MISSISSIPPI 


Parker, Guy M. — Jackson 


..201 F & B Mfg. Oo. 


- O. Lee Co. 
Southern Sales Co. 
Huot Mfg. Co. 
Keen, ©. Guy — Meridian 
Wix Corporation 
Shields, Herman A. — Meridian 
Arnold Haviland Co bo web 


MISSOURI 
Earl, John W. 
K- 


Independence 


. a — Kansas City 
Sinko Mfg. & Tool Co. 
Brookmoor Co. — Kansas City 
Signal-Stat gn 
Buettner, C. — Kansas City 
Acme Air a. Corp. 
Monkey Grip Sales Co. ... 
Calkins, Inc. Herb — Kansas City 
Grand Automotive Prod. 
Oraft, E. G. — Kansas City 
Namsco, Inc. 
Warner-Patterson Co. 

Dickey & Co., R. 
Southland Mower Oo. 
Ebert, Earl — Kansas City 

Practical Mfg. Co. 
Haleo, Inc. — Kansas City 


Kem a a ebb adasweils ety 00< 201 


Libby Co., » — Kansas City 
ramco Industries, Inc. 
Mosher, W. A. — Kansas City 
Banite Co. 
Swanman, M. 
Champ-Items 
Lisle Corp. 
Wix Corp. 
Weymouth, H. A. — Kansas City 


Southern Friction Materials Co. 


Wilcox Co., Paul K. — Kansas City 
Alondra Sales, Inc. 
Stant Mig. Co. 
Star Machine & Tool Co. 
Wooster Rubber Co. 
29 Link & Chambers Sales Co. - 
Ken Tool Mfg. Co. 
147 Nixon, Russ — St. Louis 
Detroit Surfacing Machine 
133 Punt, W. G. — St. Louis 
191 Otto- Items, Ine. 


.198 NORTH CAROLINA 


124 Butz, Sidney — Charlotte 
12 Grand Automotive Prod. 
Oain, John — Charlotte 
186 Spray Products Corp. 
Case & Ward — Charlotte 
Ace Rubber Co. 
Heckethorn Mfg. & Supply Co. 
Otto-Items, Inc. 
Kidd, T. L. — Charlotte 
Rich Mfg. Oorp. 
Stroud & Walden — Charlotte 
Alondra Sales, Inc. 
K-D Lamp Co. 
Glover, Charles A. — Fayetteville 
Arnold Haviland Co. 
Stant Mfg. Co. 
Gordon, W. S. — Greensboro 
Signal-Stat Corp. 
Longdon, J. S. — Greensboro 
Huot Mfg. Co. oe 


OKLAHOMA 


Hogan, Ralph Oklahoma City 
Spray Prod. Corp. <%- 

Huff, Nelson Oklahoma City 
Atlas Weight Co. 


TENNESSEE 


Rule, Jim — Knoxville 

Atlas Weight Co 

Spray Prod. Corp. 
Anderson, Geo. H. — Memphis 

Kool Kooshion Mfg. Co. 
Potter, Earl —- Memphis 

K-D Lamp Co. 


Oo. — Kansas City 


Sullivan, J. R. — Memphis 
Signal-Stat Corp. oe 

Cherry Co., J. McEwen — Nashville 
Aro Equipment Corp ae 
Binks Mfg. Co. 
Champ-Items, Inc - 

Tate, J. R. — Nashville 
Sinko Mfg. & Tool Co 


TEXAS 


Folsom & Son, J. V Bellaire 
Southland Mower Co 

Bowles, Stanley D. 

Huot Mfg. Oo. 

Brogan, F. J. — Dallas 
Dorman Prod., Ine. 
Monkey Grip Sales Co. 

Burk, B. B. — Dallas 
Signal-Stat Corp. .. 

Butts-Jeffries — Dallas 
Golden Glide Div 

Chamness, R. H. — Dallas 
Wix Corp. ia 

Cole, 8. J. 

Southern Friction Materials Co 

Connell Co. 8s. - Dallas 
Basic Sleeve Assoc 
Manley Valve Corp. 

Cree, H. M. — Dallas 
Heyer Industries, Inc. 

Crockett-Jordan Co. — Dallas” 


Sinko Mfg. & Tool Co. ... 

Hirsig-Frazier Co. — Dallas 
Curran Corp. 

Jayne, Albert —- Dallas 
Ken Tool Mfg. Co. 

Johnson Co., Dean — Dallas 
Alondra Sales, Inc. 

Foote Axle & Forge Co. 

Lynn & Hemphill — Dallas 
Heckethorn Mfg. & Supply Co. 
Jaycee Chemical Co. 

Kool Kooshion Mfg. 
Stant Mfg. Co. 
Warner-Patterson Oo. 

Martin, W. D. — Dallas 
Detroit Surfacing Machine Co. 

MecOlintock Sales Corp. — Dallas 
Acme Air Appliance 
Grand Automotive Prod. 

O'Connell, J. J. — Dallas 
Otto-Items, Inc. 

Russell, W. F. — Dallas 
Namsco, Ince. 

Wooster Rubber Co. 

Shipp & Payne — Dallas 
Practical Mfg. Co 
Yankee Metal 

Tuttle, L. D. — Dallas 
DuMont Labs, Inc. . 

Star Machine & Tool 
Thompson & Sons 

Vogel-Swygard Dallas 
Aro Equipment Corp 

Whelan Co. H. H. — 

Emerol Mfg. 
Gabriel Co. 

White, Dick — Dallas 
Barrett Equip. Co. . 0.080 
Detroit Surfacing Machine Co. 

Lyon, W. L. — El Paso 
K-D Lamp Co. ...... 

Automotive Sales Co Ft. Worth 
F & B Mfg. Co. ... eat be 

Copeland, Rudy — Ft, Worth 
Ace Rubber Co. .. aa anid 

Greenfield, Neal — Ft. Worth 
Bell Co. .... dae ¢ cintinmae 
Rich Mfg. Corp re 

Keller Co., Fritz — Ft. Worth 
Banite Co. . os 

Champ-Items Inc. 

Lincoln Eng. Co 
Lisle Corp. . 
Lovelady, John Ww. 

Go-Jer Co. 

Fowler, Neal V - Houston 
B®. Ee Oey . «0:0 ‘y 

Metzgar, Arch — Houston 
Detroit Surfacing Machine Co 

Meadows, Jack — San Antonio 
Spray Prod. Corp Douee ta 


VIRGINIA 


Foster, Alex J. Alexandria 
Arnold Haviland Co in 

Lambert, Karl — Ric hmond 
Detroit Surfacing Machine Co 
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NEXT MONTH... 
and every month! 


You get “bonus value” from reading SOUTHERN 


AUTOMOTIVE JOURNAL. Feature articles are 


always planned ... to help you understand more 


clearly, significant automotive events in the great 
and growing South-Southwest .. . to provide new 
and better 

methods... 


wholesalers can operate smoother-running, more 


information on up-to-date service 


to show how automotive dealers and 


efficient organizations. 


Don’t miss the April Issue of SOUTHERN 
AUTOMOTIVE JOURNAL. It will be crammed 
with useful information, designed to help YOU. 
For example, how independent garagemen and 
franchised dealers are making good, solid net 
profit from using certain pieces of equipment 
and by promoting sales of replacement parts 
will highlight the April issue of SOUTHERN 
AUTOMOTIVE JOURNAL. 


The small shop operator can take these ideas 
and trim them to fit his size, while some ex- 
amples will deal with how the small garage- 
man has turned some pretty dollars by calling 


into use some simple merchandising plans. 


If you are not a regular subscriber, send in your 


order NOW, to start with April .. . if your sub- 
scription has expired, renew it AT ONCE. Regular 
rates, $1.50 per year or special economy rate, three 


years for $3.00. 


SOUTHERN AUTOMOTIVE JOURNAL 


a 'W. R. C. Smith Publication 
806 Peachtree Street, N. E. 
Atlanta 8, Georgia 
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Here's a natural way for you to increase your profit! 
Stock, Sell and Install Smithy's Mufflers! Smithy's is the 
leading manufacturer of power-packed mufflers and dual 
sets, and has been since its origin in 1920, With pre- 
packaged planning and easy-to-read instructions, all the 
guesswork is taken out of your muffler installations. 


COMPLETE PACKAGED MUFFLER KITS 
WITH FULL INSTRUCTIONS 
DUAL KITS FOR THE NEW 1957 MODELS 
AVAILABLE NOW! 


© Completely packaged sets with 
full instructions for easy in- 
stallation. 


Dual muffler kits with full in- 
structions for all popular-make 
cars. 


Sales aids, — counter displays, 
envelope enclosures, window 
banners and newspaper mats— 
are available for you. 


Complete parts catalogue lists 
all model automobiles and trucks. 


A complete service department 
is maintained for your conven- 
ience, When unusual difficulties 
arise, just ask for information. 


National distribution assures 
prompt attention to all orders. 
Key distributors are located in 
most major cities throughout the 
United States. 





Check the 


Advantages 
of Smithy's 


Complete 
Planning: 





Our policy is to help you get new 
customers not to compete with you 
for them 


For Further Information Write To: 


SMITHY'S MUFFLER CO., IN 
1850 N. Main St. 
Los Angeles 31, Calif. 


[] Send Descriptive Catalogue 
] Send Name of Nearest Wholesaler 
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Want more facts? Use Reader Service Card Page 132 






































You can 
depend on the 
lines in this 


folder. .. 


Sh> and on the men who carry it! 


They are Automotive lines that give you finest 


quality, greater value and quick turnover. They are 
produced by basic manufacturers and backed 
up by outstanding merchandising programs. The Hirsig 
Organization is made up of a total of 43 men 
and women trained and experienced in the automotive 
industry—prepared to render a complete 
automotive sales service in the South. 


Want more facts? Use Reader Service Card Page 132 SOUTHERN AUTOMOTIVE JOURNAL for March 1957 











HASTINGS 


eit Gagne 
PISTON RINGS 


STEEL-VENT 




















Thousands of times a week 


..» for the last 20 years, good mechanics have staked reputation and 


income on this top-performing steel ring set . . . Hastings Steel-Vent. 


WHY? Because Steel-Vent is the only steel piston ring set 
that offers you all these advantages: 


Engineered Exclusively for Replacement Service—A 
generation of good mechanics can testify that Hastings Steel- 
Vent ring sets are Motor Engineered to handle the problems 
that you meet in re-ring, re-bore and re-sleeve jobs. 


Immediate Stop to Oil-Pumping—Steel-Vents seat right 
now, make perfect contact with any cylinder wall—tapered, 
out-of-round or re-bored. 


Precision Oil Control—Steel-Vent oil rings deliver the spe- 
cial lubrication worn engines need in vital friction areas, 
including the all-important compression ring “‘wear zone.” 
In addition, its patented, side-opening spacer with extra-wide 
vents assures proper drainage, prevents clogging. 


Longer Ring Life—A fiexible, low-tension inner-spring 
works only against Steel-Vent’s two steel sections, provides 
soft-pressure contact that reduces wear. And, Steel-Vent rail 
design gives a hairline contact that reduces drag to a minimum. 


When you install Hastings rings—the product of replace- 


ment specialists—you can be sure of a good job and a satis- 


fied customer. 


HASTINGS MANUFACTURING COMPANY + HASTINGS, MICHIGAN 


Hastings Ltd., Toronto 
Piston Rings, Casite, Wear Reducer, Oil Filters, Spark Plugs 


AMSTINGS? 


STEEL-VENT Xe 
PISTON RINGS 


TOUGH on oil-pumping 
GENTLEon cylinder walls 





Ramco Tapered 
Face Compression 
Ring—with quick 
seating, tapered 
face 


Ramco Top 
Chrome Compres- 
sion Ring—with 
quick seating, 
tapered face 


Ramco Chrome 
Rail Compression 
Ring— with double 
sealing of chrome 
and cast-iron 








Segment 


=- 
Ramco Chrome 


Spiro-Seat Oil 

Ring—with j 

Chrome Spiro- / rome 
/ e— 


C-9 Oil Rin 

with years-ahead 
Duomatic expander 
and spacer 





Years ahead exclusive RAMCO designs in every RAMCO 10-Up Set 
ASSURE THE CORRECT PRESCRIPTION for every engine! 


Whatever is Finest for 
the Engine you get in 
Ramco 10-Up Sets 
Ramco Engineering provides the exact 


combination of rings best suited for the 
specific engine. That means... 


When the engine needs: 


Tapered Face Compression Rings 
you get them in Ramco 10-Up sets 


Top Chrome Compression Rings 
you get them in Ramco 10-Up sets 


Chrome Rail Compression Rings 
you get them in Ramco 10-Up sets 


Chrome Spiro-Seal Oil Rings 
you get them in Ramco 10-Up sets 


Chrome C-9 Oil Rings 
you get them in Ramco 10-Up sets 


Copyright 1957, Ramsey Cofporation R-1545 
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Whatever it takes to re-power 
an engine to Ramco’s standards 
for finest Get Up and GO, you get 
in Ramco engineered 10-Up sets. 
For example, for many of the 
newer engines where sealing 
against vacuums on deceleration 
or city speeds is the problem, 
Ramco engineered 10-Up sets in- 
clude the Ramco Chrome C-9 Oil 
Ring with its circumferential ex- 
pansion and advanced side seal- 
ing action; the Ramco Chrome 
Rail compression ring with its 
double sealing action in the sec- 


ond groove; and the Ramco Top 
Chrome compression ring with 
its quick seating, tapered face 
for maximum protection against 
wear in the top groove. 


In this Ramco 3 ring combination 
you have the latest example of 
Ramco engineering’s prescrip- 
tion balancing of ring actions to 
meet a specific problem of engine 
re-powering. For an interesting 
brochure about Ramco engi- 
neered 10-Up sets, see your 
Ramco Jobber or write Ramsey 
Corporation, St. Louis 8, Mo. 





